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When Spring hits, garden tool sales start with a bang. Right now, 
practically every store in the country is still understocked on 
garden tools. Those dealers who complete their stocks in time 
for the first day of Spring will make the greatest profit. Of all 
lawn and garden tools, GREEN THUMB has the top preference 


and acceptance of. home gardeners.” Order your complete needs 
from your GREEN THUMB wholesaler now. 


*A mass display of Green Thumb tools, in this Island Freem Thumb 
Merchandiser, is guaranteed to increase sales in any store. ® 


THE UNION FORK & HOE CO., COLUMBUS 15, OHIO 












































TRUE TEMPER. ANNOUNCES FOR HARDWARE WEEK 


POPULAR TOOLS AT REDUCED PRICES 
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“Let's review those New Year’s resolutions now!” 


Because I’ve already seen some slips show- 
ing. Take the fellows who gave up smoking. 
They’re down to two packs a day. And the 
fellows who gave up fast driving? One 
passed me yesterday at 80 m.p.h. in a 50 
m.p.h. zone. 

Then, there’s the fellows who just gave 
up. I’ve listened to several lately. “Dis- 
counters are taking away all our business.” 
“The customers just aren’t buying.” 
“There’s no future in the hardware busi- 
ness.”’ Let’s see how this ties in with New 
Year’s resolutions. 

I’ll wager a small chocolate malted that, 
at year’s end, most of us were going to 
take a real crack at Old Man Opportunity 
in 1958. We were going to give him and 
our competition a real run for the money. 
We were going to touch all bases for sure, 
like a baseball player trying for a homer. 

You’d keep the Want Book current. Start 
and maintain that consumer credit plan. 
Prepare sales campaigns early enough to 
produce some good merchandising and pro- 


LAWN OBO 
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motional schemes. Order the necessary 
tie-ins for more profitable results. 

Then, you resolved, you’d get rid of those 
slow-moving, low-profit items you’d been 
planning to sell for years. Spruce up the 
store to spit-and-polish fare-thee-well. Put 
in the other self-service counters you’d 
been thinking about. Get your customers’ 
mowers in for servicing before the big 
spring rush. 

On our side, we resolved to continue our 
quality production of LAWN-BOyYs. To im- 
prove our product for our customers’ con- 
venience and satisfaction — and for ours. 
We'd get those new merchandising kits 
ready ... mailed in time for your spring 
promotions. (They’re only eight weeks 
away.) Deliver service parts to our service 
dealers to meet your requirements when 
the season opens. We'd put the finishing 
touches on our already-started national 
advertising. And — do some more solid 
thinking on our still-to-be-scheduled radio 
and TV. Oops, our resolutions have just 
begun to show. Have yours? 


, c QW~ De 


Sales Manager 


Lamar, Missouri. Division Outboard Marine Corporation 
Johnson ani Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 





MAKING MONEY IN POWER MOWERS 
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handy hang-up hole. 
rotary mowers. 


Last years surprise 
this years sure thing 


Nicholson oF Black Diamond Rotary Mower file 


Mow Your Lawn 


WITH A 


SHARPER BLADE! 





ROTARY MOWER FILE 
! 


Each dozen comes in the colorful new display you see above. 
Available with Nicholson or Black Diamond copy. 
dollars of profits from inches of display space. 


Every Nicholson or Black Diamond Rotary 
Mower file comes in a durable plastic protec- 
tive envelope. File handle and envelope have 
Hang several near your 


Ki 
NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND a 


(In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


Pe er ee: 




























When we came out with our Rotary 
Mower file last year we knew it would 
sell. But the way it sold surprised even 
us. It beat our estimates by 3 times. 


Now we know what this file can do. 
So we're putting all the promotion pres- 
sure on it we can. Dominant ads in 
Popular Science and Popular Mechanics! 
Three advertisements in The Saturday 
Evening Post and advertisements in Farm 
Journal and Progressive Farmer — the 
full irha Week treatment, too. 


We’re doing all we know how to 
reach the nation’s 5,000,000 plus rotary 
mower owners —to get turnover for you. 


POT RADE Acie BEE Sy GIR ee one we 


Approximately $4 profit per dozen 


Your cost .. . $7.84 per doz. 
Selling price $11.76 per doz. 


YOUR PROFIT .....$3.92 per doz. 


And a dozen goes in no time. What's more, 
the full profit holds even with the extra 
volume you get during Hardware Week. 


ACT NOW Put the Nicholson or 
Black Diamond Rotary Mower file in your 
want book now. When you order—order 
big. That’s the way this file sells. 


BE READY FOR IRHA WEEK SALES—Order the Nicholson or Black Diamond Rotary Mower File Now 
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Specially LOW-PRICED for FAST TURNOVER 
YET YOU GET A FULL PROFIT 


... four National Hardware Week Specials 












fom DESSTON | 














DISSTON TOOL-MATE HAND SAW 


Special saw steel biade, full taper ground and polished. 
Carefully set and full bevel filed teeth. 26” long with 8 
and 10 point crosscut. Attractive variegated maroon 
plastic handle with 4 nickel-plated screws, one a medal- 
lion. 2 saws to corrugated container, 5 containers to 
corrugated shipping container. Weight of 10 saws— 


approximately 14 Ibs. 


REGULAR VALUE $5.98 NOW $4.79 YOU BUY AT $3.19 YOUR PROFIT $1.60 


a 


Just look at the 


profits from these 


Disston Tool-Mates! 








YOU BUY AT $1.79 
YOUR PROFIT $ .90 





Disston dresses up these four 
profit-making Tool-Mates in attrac- 
tive packaging. Colorful sleeve 
catches the eye—and calls atten- 
tion to the low price at which you’re 
offering quality Disston tools. On 

















DISSTON TOOL-MATE CARLSON RULE 


%” wide. Won't buckle. Makes extended 10” overhead 
and reach-in measurement easy. Double graduations in 
feet and inches. Stud markings every 16°. Easy action 
swing tip—for accurate inside and 
butt-end measurements. Etched 
blade with satin finish. Disston 10- 
second blade change for easy 
replacement. 5-ounce chrome- 
plated case. 6 to a carton. Weight 
per dozen—3% Ibs. 


REGULAR VALUE $3.00 NOW $2.69 





the saw blades is a unique etching 
of ‘“Tool-Mate.”’ 

See your Disston wholesaler today 
for complete information on these 
Disston volume-boosters. Or, write 
Disston Division, H. K. Porter 
Company, Inc., Philadelphia 35, Pa. 


H.K. PORTER COMPANY. INC. 


LIIiS>STON DMiivtSionm 


Connors Steel, Delta-Star Electric, Disston, Forge and Fittings, Leschen Wire Rope, Quaker Rubber, 


Refractories, Riverside-Alloy Metal, Vulcan Crucible Steel, and H. K. Porter Company (Canada) Ltd. 
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Editorial 


by W. A. Phair 


The bull by the horns. . . 


We have often said in these pages that the independent hardware 
dealer is a man of great common sense, energy and ingenuity. We 
have also said that we were certain that the professional weepers, who 
have been predicting that hardware stores would die at the hands of 
the discounters and the supermarkets, were a little premature with 
their tears. 


I am now more than ever convinced that the independent hardware 
store is not going to be put out of business by these off-beat price 
cutters. I urge every manufacturer and wholesaler who is worried 
about the future of the hardware store to do this one thing: Get out 
into the field and spend some time with dealers. 


For the past several weeks our staff has been doing just that and 
what we have seen and heard first hand has been a real tonic. We 
are all more firmly convinced than ever that the independent hardware 
store is going to be around for a long, long time. 


Why do I feel so strongly about this? Well, for one thing I’ve seen 
so much evidence that dealers now understand what they are up 
against and are taking definite steps to fight it. They are developing 
methods of exploiting their own strength and taking advantage of 
the weaknesses of the competition. 


But more important than this, is the growing realization that the 
future of the independent hardware dealer rests entirely in what he 
does himself, and that he cannot depend on anyone else “passing 
a law” to stop his competition. 


There is a new realization that the means for making a decent 
profit in a hardware store is in their own hands .. . and they mean 
to use it. No, the discount house is not going to suddenly pass out 
of the picture. But their influence as a distribution factor has just 
about reached a peak. From here on in I am convinced that we will 
see a new spirit among independent retailers that will eventually 
be reflected in a substantial improvement in their competitive position. 


Of ccurse the hardware store of tomorrow will be different than 
the store of yesterday. Very much different. It is also very possible 
that there are some stores that may not be able to adjust themselves 
to the new conditions and wil] fail. But their places will be taken 
by others. 


One of the big reasons why [ feel so optimistic about the future 
of the hardware trade is that dealers today are taking a real, sincere 
interest in those things that are important in developing a success- 
ful, competitive store. 














Editorial 





continued 


I wish you could all have been with me as I visited with these dealers. I 
wish you could have sat with me in meetings where dealers got down to 
brass tacks on their problems. I wish you could sense, as I did, a new, 
aggressive understanding of what must be done to meet the new competition. 


A very important factor in this new spirit is the trend at wholesaler- 
sponsored meetings to feature small meetings on practical, down-to-earth 
subjects. There is a definite trend away from the big, glamorous sessions 
with speakers who talk loud and long, and who are sometimes humorous, 


but seldom ever say anything that’s useful to a hardpressed store owner 
or manager. 


New problems need new methods . . . 





















Wholesalers who are using this clinic, or class room type of meetings 
for dealers, are playing a vital role in the comeback of the independent 
dealer. We can stand more dealer meetings like this. 


I have attended quite a few meetings of this type in recent weeks. The 
size is usually kept within 25 to 40 dealers. This allows personal attention 
to each dealer and it encourages discussion. It also permits holding a 
number of sessions at the same time on different subjects, so that a store 
owner or clerk can choose the subject most important to him. 


I attended one wholesaler’s meeting recently at which six different 
meetings were held simultaneously. Each session lasted about 1% hr., 
and dealers moved progressively from one session to another. Many of 
these meetings were devoted to product knowledge, stressing especially 
the selling points of new models. 


Other sessions were concerned with setting up a budget, selective pricing, 
how to set up a good promotion, and other management subjects. If you 
could have seen the interest with which dealers attended these meetings, 
you would feel, as I do, that they are really earnest in this effort to make 
the.r stores more profitable. 


This new trend in wholesaler-dealer meetings also has significance for 
manufacturers. An opportunity to participate in one of these sessions is a 
real chance to boost sales by teaching dealers the selling points of your line. 


But if you get this opportunity, don’t muff it. Send your best man to 
represent you. Don’t sent just anybody; send a good speaker. If you 
don’t, you’ll suffer by comparison with other manufacturers and you may 
not get invited back again. 


Another sign of this desire of dealers to use modern methods in their 
stores is in the mail we receive from our readers. This mail increases in 
volume almost every day. The questions that are asked are all sincere, 
intelligent questions that reveal a good understanding of the overall problem. 


It keeps us real busy answering these letters and putting into each 
issue the type of material which is most useful to dealers, but we enjoy 
every moment of it and hope it never ceases. 
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Give em headroom! 

































































LCO ‘UNIVERSAL CLOSERS 


with parallel arms 


SAFE... No headroom interference with ILCO Universal 
parallel arm closers . . . the closer is safely out of 
the way when the door is opened. 


NEAT... The absence of a bracket results in a much neater, 
less obtrusive installation. 


ECONOMICAL . . . Because they're ‘Universal’ (useable on right or 
left-hand doors), they cut your inventory require- 
ments in half. 


EASY TO INSTALL... No brackets to fuss with, no complicated 
mechanical changes to make — they're ready to 
install on either right or left-hand doors. 


For installation on recessed side of door... without brackets .. . 
LY) with non-holder arm, with 135° or 180° holder arms. 
® 


Ask your jobber or write for complete details 







INDEPENDENT LOCK COMPANY 


Fitchburg, Mass. 
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BY WASHINGTON 


Forecast is brighter for sales 
in lawn and garden merchandise 


Sales of lawn and garden supplies may get a boost 
later this year from an expected upturn in new home 
building. 

Government economists are counting heavily on a 
rise in home construction to help pull the economy out 
of its current dip. The administration is proposing 
several new programs to further encourage construc- 
tion. Congress is expected to approve most of these 
programs. 

Earlier predictions called for an increase in home 
construction of about 50,000 this year over 1957, 
bringing the total to 1,040,000. Many officials now hope 
the total will pass 1,100,000. 

The upswing in housing will depend on continued 
high personal income, eased credit, and fairly stable 
home prices. A recent rise in requests for government 
home mortage insurance indicates the upswing will 
come this spring. 


outlook 


If a home building spurt does develop in your area, step 
up your promotion and inventory of lawn and garden 
supplies as well as builders’ hardware. Promote special 
prices and double your trading-up efforts. 


U. S. Explorer satellite gives 
economy needed shot in the arm 


You may find your business picking up a lot sooner 
than some forecasts have indicated. 

Cause of the upturn: a spurt in consumer confidence 
generated by this country’s re-entry into the missile 
and satellite race with the Explorer satellite, and the 
prospect of rapid-fire successes with additional satel- 
lites. 

Current business problems weren’t caused entirely 
by the let-down many people experienced when the 
Russians beat us into outer space, but it was a factor. 
The U. S. satellite now may provide the thrust that will 
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start a business recovery, top government economists 
Say. 

Bolstered consumer confidence and the resulting 
boost in sales, especially of big-ticket goods, will 
sharpen the effects of pickups now evident in other 
areas: higher defense spending and industrial expan- 
sion. 


outlook 


Continue to watch your inventories closely for the next 
month or two. But also keep an eye on your customers’ 
attitudes and business in general. Increase promotional 
activity. 


Mail and parcel post may cost 
you more before the year is out 


You may face higher mailing costs before the end of 
this year. 

An unusual amount of support for the administra- 
tion’s bid for a one-third hike in most postal rates is 
building up in Congress. The lawmakers see a mail 
rate boost as a good source of funds for the battered 
federal treasury. 

While the Post Office Department’s request for a 
5-cent out-of-town letter rate probably won’t pass, 
other rates may well go up. This will mean you'll be 
paying more when you mail your bills, advertising 
letters, and business correspondence. So will your 
suppliers. 

A hefty rise in parcel post rates is likely next fall. 
An increase of about 12 percent in the charges for this 
important business service is tentatively scheduled. 


outlook 


Figure your mailing costs will go up about one-third 
this year. If you oppose increases, tell your congress- 
men and the Post Office Department now. When you 
write, include figures to show what effect mai rate 
increases would have on already tight profit margins. 

(Continued on page 162) 
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New FURNITURE PULLS 
..e PULL in Quick Profits 








FURNITURE HARDWARE 
aultless 





py 








with 
this 
colorful 


COUNTER 
DISPLAY 
BOARD 




















24 Popular Furniture 
Designs FREE with each Pull 


Each Faultless Pull is wrapped in a work sheet 
for 24 easy-to-make furniture designs. Each design 
has eye appeal, fills a need in any home, is easily 
scaled and constructed from materials available, 
at any lumber yard. Planned to create greater de- 
mand and multiple sale of Faultless Pulls for you. 
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FREE! with 
Introductory Stock 


Lustrous mounted samples 
catch attention. Will ring up 
sales on profitable Pulls 
without taking your clerks 
away from other customers. 
The “do-it-yourself” man 
needs several Pulls to make 
one of the desks, chests or 
cabinets shown. 

Every Pull an exclusive 
style by a famous designer. 
Permanent bright brass 
luster—will not tarnish. 


INDIVIDUALLY PACKAGED 


For your convenience in checking inven- 
— stocking and selling Faultless Pulls, 
each piece is packed in a colorful, individ- 
ual carton. Each carton top illustrates the 
Pull it contains, is identified with style 
number, and the Pull inside is wrapped in 
tissue work sheet shown at left. With iden- 
tifying illustration and style number clearly 
visible, there is no need to open the pack- 
age and disturb contents. Package is ideal 
for use on shelves or in open self-serve 
counters. (K 189, K 195, K199 and K200 
are packed 2 pieces per carton.) 


START 67% PROFITS COMING YOUR WAY TODAY 


FAULTLESS FURNITURE HARDWARE Division of HA-2 
Faultless Caster Corporation, Evansville 7, indiana 


Without obligation please send full particulars about 
the free coe Board with introductory stock of 
Furniture Pulls on which I can make a profit of 67% 
on my cost. 


My Jobber is. 





Firm Name 





City State 
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A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


Sales of lawn and garden supplies should reach an all-time high of 
about $1 billion this year. Much of the market will be made up of 
replacement sales, giving dealers an opportunity to up-grade cus- 
tomer purchases. In today’s competitive outdoor market, up-grading 
sales will be the key to better profits. HA Recommendation: Gear 
your spring selling campaign to this sell-up approach. Do it in 
your promotions, displays, services and with product knowledge. 
You’ll find all the information you need for a sell-up campaign in 
the HA Spring Merchandising Guide starting on p 89 of this issue. 





Prospects brighten for sales of builders’ hardware and many other 
items you sell. Reason: new home construction is on the upswing. 
Easier financing at lower terms spurs new construction, leaves 
home buyers with more funds for buying supplies for their new 
home. HA Recommendation: Contact your local builders for their 
plans this spring. Get their specifications for builders’ hardware 
so you can submit a bid to supply it. Woo new homeowners as 
prospects for buying lawn and garden needs, housewares, tools, 
appliances, etc. 





Your sales won’t be affected too much by customer attitudes to 
trim purchases this year. Reason: customers still plan to spend as 
much for household appliances and home fix-up materials as last 
year. That’s what the latest survey of consumer buying attitudes 
shows. HA Recommendation: Play up fix-up supplies and appliances 
in your promotions and displays. These are the items customers 
are most interested in right now. Stress the advantages of do-it- 
yourself. If you offer credit, make it a major selling tool. 








If you plan to expand or modernize your store and need a loan, 
now’s the best time to borrow from your bank. The cost of loans 
is down. Federal Reserve Banks and many big banks have cut 
their interest rates. The cuts are being passed on to borrowers. 
HA Recommendation: If you are going to borrow, do it now while 





money is more plentiful and cheaper. But before you do, check 
your plans again in detail, to make sure you borrow no more than 
you actually need. 


... turn to p. 220 for more news on how's the hardware business 
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NEW! 
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POWERFUL NATIONAL 
ADVERTISING 
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Window Streamer Envelope 
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HERE IS THE LATEST INFORMATION ON 


NEW MERCHANDISE 





Nail hammers in five grades 


Reduced inventory and more 
sales are offered with these five 
nail hammer groups in five grades 
and price ranges. There’s a nail 
or ripper hammer for almost every 
need to fit every pocketbook. The 
Rocket, left, sells for $5.25; Jet 
Rocket, center, $4.25; Falls City, 
right, $3.50; Briar Edge, $2.59; 
Jim Dandy, $1.69. All prices are 
for the 16 oz sizes. The two top 
series have steel handles and the 
















remaining three have hickory han- 
dles. True Temper Corp. 


For more data circle No. 1 on postcard, p. 175 


Reversible '/2-in. drill 


Mechanics, plumbers, and car- 
penters will want this fully rever- 
sible Shopmate model 520. Flick of 
switch reverses drill for heavy- 
duty tapping in_hard-to-get-at 
places, routing of lines, pipe ream- 
ing, and right and left-handed 
threading. Aluminum alloy die 
cast housing gives drill low weight- 






14 





to-power ratio. Features include 
3-jaw precision gear chuck, Uni- 
versal 115 volt AC/DC motor, and 
pebble grip non-slip handle. Re- 
movable top handle gives extra sup- 
port for close quarter work. Porta- 


ble Electric Tools, Inc. 
For more data circle No. 2 on postcard, p. 175 


Stainless buffet service 


Women who like to cook and 
serve in the same utensil will want 
the solid stainless steel Revere 
Ware buffet service. Made in l, 
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14%, 2 and 4-qt sizes these oval cas- 
seroles are fair-traded at $7.95, 
$9.50, $10.95 and $12.50 respective- 
ly. Each has domed cover and 
sturdy handles. Revere Copper & 
Brass, Inc. 

For more data circle No. 3 on postcard, p. 175 


Extruded brass surface bolts 


Do-it-yourself fans or full-time 
carpenters will use the Adams-Rite 
type extruded brass surface bolts. 
These bolts have concealed guides 
to eliminate unsightly straps and 
to prevent surface scratches. Guides 








are countersunk and mounted with 
oval head screws to prevent knuckle 
skinning and give cleaner appear- 
ance to installation. Safe Padlock 
& Hardware Co. 


For more data circle No. 4 on postcard, p. 175 


Revolving counter stool 


An hour-glass shape is feature 
of this 24 in. high Cosco home 
counter stool. The new shape helps 
prevent tipping and keeps the legs 
out of the way when the stool is 











Want more information on these 
products? Then use free post 


card on page 175. 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 











revolved. Vinyl plastic upholstered 
seat comes in yellow, charcoal, red 
and mocha. Legs are chrome plated, 
black or metallic tan enamel. Comes 
with or without the rotating fea- 
ture and back rest. Prices range 
from $9.95 to $14.95. Household 
Div., Hamilton Mfg. Co. 


For more data circle No. 5 on postcard, p. 175 


Lightweight big game rifle 
Discriminating big game hunters 

will be customers for this light- 

weight bolt action center-fire rifle. 
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This Remington is available in 
three calibers: the new 280 Rem- 
ington, 30-06 Springfield and 270 
Winchester. It has an all-purpose 
stock with a Monte Carlo comb for 
use with iron or telescope sights. 
Stock and fore end are American 
walnut. The magazine holds four 
cartridges plus one in the chamber. 
The barrel is 22 in. round tapered, 
crowned. Overall length, 42% in., 
weight 7 lb. Retails for about 
$134.95. Remington Arms Co., Inc. 


For more data circle No. 6 on postcard, p. 175 


Economy priced sweeper 
This all-steel, heavy gage car- 
pet sweeper is designed to appeal to 








economy minded customers. Slight- 
ly smaller than full-size models the 
Reliance has full dust pan capacity 
and lists at $9.95. Finished in 
baked coral enamel with polyvinyl 
bumpers to protect furniture and 
baseboards. Twin dust pans open 
separately. Brush adjusts to thick 
and thin rugs and cleans itself 


while it sweeps. Packed with four- 
piece sectional handle in handy gift 
carton. Bisseil Carpet Sweeper Co. 


For more data circle No. 7 on postcard, p. 175 


Electric paint remover 


Do-it-yourself and professional 
painters will be customers for this 





tool for removing old paint and 
enamel on clapboard, house siding, 
boat hulls and other surfaces. The 
Hydelectric paint remover has a 
heating element like that of an 
electric range. Element is built into 
a stainless steel reflector hood to 
give maximum heat radiation. The 
handle is positioned away from unit 
to keep it cool. This tool is pack- 
aged in an eye-catcher wine and 
gold self-serve display box. Hyde 
Mfg. Co. 


For more data circle No. 8 on postcard, p. 175 


Rotary riding mowers 


For customers with large lawns, 
the Lawnmobile model AE-180 is 


(Continued on page 172) 
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Want more information on these 
sales aids? Then use free post 
card on page 175. 


NEW DISPLAYS AND OTHER DEALER AIDS TO HELP YOU SELL MORE 





Caulking compound in tubes 
Pecora’s Weathercalk calking 
compound is available in a con- 
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venient 11 x 2% in. squeeze tube. 
The handy new blue and white 
tube makes it easy to calk those 
hard to reach places where a calk- 
ing gun could not be used. The 
compound can be used in any of the 
normal calking applications. Pe- 
cora, Ine. 

For more data circle No. 9 on postcard, p. 175 






Animated barbecue display 
This eye-catcher unit will add 

action to displays of Arvin outdoor 

barbecue grills to attract customers 









who like outdoor living. Mountable 
on fire bowls of grill, display has 
an arm which moves up and down. 
Motion is given by small flashlight 
mattery operated motor that works 
three months on one battery. Dis- 
play is free to those who partici- 
pate in Arvin cooperative advertis- 
ing. Cost to non-participants is 
$3.50. Arvin Industries, Inc. 

For more data circle No. 10 on postcard, p. 175 


Sprinkler item display 

This new counter rack will show 
your customers a basic assortment 
of 15 Green Spot carded watering 
accessory items in space 164%x1l1'% 




























in. Rack stands 22% in. high. It 
displays two types of sprinklers, 
fan sprays, nozzles, washers and a 
variety of hose repair items. Scovill 
Mfg. Co. 


For more data circle No. 11 on postcard, p. 175 


Masking tape display unit 

This display will attract all con- 
sumers. Bright yellow carton serves 
as its own shipping carton. Carton 
holds 36 pre-packed rolls of Scotch 








To Clean-Up... Paint Up 
you need 
Scoren MASKING TAPE 





ne eel 





brand home masking tape and con- 
verts into self-feeding display with 
how-to illustrations showing home 
applications. Each roll packed in 
cutter-edge box. Display occupies 
less than one square foot of counter 
space. Unit contains 12 rolls in each 
of three sizes: %4-in. x 300 in., list 
35¢; 1% in. x 300 in., 69¢, and %- 
in. x 90 ft., 98¢. Minnesota Mining 
& Mfg. Co. 


For more data circle No. 12 on postcard, p. 175 





Rubber scraper gift offer 


A traffic stopper offer will en- 


GIVE YOUR CUSTOMERS 
TWO DELUXE SCRAPERS 





WITH EACH PURCHASE 
OF ters 1170 ox xa 1171 DRAINER TRAY! 


rn 
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(Continued on page 202) 
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PATTERN! 
PRICE! 

PACKAGING! 
PROMOTION! 


NEW 
PINE CONE 
16 pc. sets ( 
from $18.95 


BRIGHT STAR 
16 pc. sets ‘ 
from $10.95 ¢ \ 


FALLING 
LEAVES 
24 oc. sets 
from $9.95 


~~ 











BALANCE 


16 pc. sets now from $19.95 


(regularly $24.95) )\ 











YOU NAME IT... 
WALLACE STAINLESS HAS IT! 


High Fashion Patterns! 
Wallace’s high design standards give 
you the newest, smartest... the 
biggest assortment of best-selling 
patterns in the industry. And rigid 
quality control means order and re- 
order quality never varies—there’s 
perfect uniformity in every piece! 

7 Big Price Lines! 

From top-quality Custom to budget- 
priced Malabar Tin, Wallace has 
best-selling patterns in every price 
range for every customer's purse. 


Stand-out Packaging! 
Everything from attractively 
designed bulk gift boxes to custom 
designed Monogram chests . . . just 
right for every type of display fix- 
ture from bulk bins to the smartest 
showcases! 


Hard-hitting Promotions! 
You get a complete assortment of 
packaged sets! There are 10 differ- 
ent sizes within each price line: any- 
where from 4 to 76-piece sets. 

You get super price flexibility within 






IVANHOE 
24 pc. sets 
from $6.50 











SEA SPRITE 
24 pc. sets 

from $5.95 

min 


ie @ 


CRISS 

CROSS 
(Malabar Tin) 
24 pc. sets 
from $2.95 


each line so you can tailor the price 
of every set to the price that’s right 
for your market. And you can vary 
the price with the type of knife you 
select for price promotions that 
really click! 


Rigid Quality-Control! 
Perfect uniformity for every piece 
that leaves the factory! Order and 
re-order quality never varies be- 
cause every shipment of Wallace 
flatware is scientifically quality- 
controlled. 


WVALLACE 
STAINLESS 


... A Division of Wallace Silversmiths. At Wallingford, Connecticut ... since 1835. 
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Earle — famous for almost 
50 years in builders hard- 
ware — is now a brand new 
Earle. We have relocated in 
Pittston, Pennsylvania in a 
modern one floor plant un- 
der new management. Still 
the old reliable Earle but a 
new progressive approach 
has been taken. — A new 
era has come to Earle. 











Builders hardware — locks and latches — new designs 
for home and industry are in production. Watch for 
future announcements. Manufactured and sold exclu- 


sively to recognized wholesalers in the U.S. and Canada. 


) > - Se 5 oe > 


HARDWARE & MANUFACTURING COMPANY 


fas SOA 368 
PITTSTON PENNSYLVANIA 
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1958 
PENNSYLVANIA 
ROTARY 


POWER MOWERS 





THESE EXTRA 
FEATURES 
ARE STANDARD 
ON ALL 
PENNSYLVANIA 
ROTARY MOWERS 
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Precision vacuum 


lift blade with 
non-clog clean out 


angle tips! 





THE BLADES UP=THE FINEST OF PRECISION 





GRASS CUTTING MACHINES! 


The ALL NEW 1958 


New! 


CROYDON 
21” Self-Propelled Rotary 
Model 68221A 


New design, new color 
scheme, new features! 
Has rugged 2.75 H.P. 
Briggs & Stratton engine 
with rewind starter. 
Strong cast-aluminum 
housing, semi-pneumatic 
tires. Unique wheel height 
adjustment and free leaf 
mulcher! 


21” BROOKLINE 
Model 67221 
and 
18” AVALON 
Model 66218B 


New designs, colors and fea- 
tures. Briggs & Stratton en- 
gines with rewind starters — 
2.25 H.P. on 21” and 1.75 
H.P. on 18”. Semi-pneumatic 
tires, cast aluminum hous- 
ings, unique wheel height ad- 
justments and free leaf mul- 
cher with each mower! 





Unique & simple 





justment! 


PENNSYLVANIA ROTARY MOWER BLADE 


Made from tough, rugged carbon alloy steel. Aerodynam- 
ically shaped to create maximum suction — lifts grass 
Straight up for a quick, clean cut. Blade is sharpened 
from the tip to the shaft and the edge is flame hardened 
to stay keen season after season. Unique cleanout angles 
at tips of blades prevent build up of grass inside housing. 


height of cut ad- 





PENNSYLVANIA 


LAWN MOWERS 








Pennsylvania Qutmows and Outlasts Them All! 


LAWNDALE 
21” 
Riding Rotary 
Model 69221 















Rugged 2.75 H.P. 
Briggs & Stratton 
Engine 
Rewind Starter 


Functional 
and Attractive! 


Built with famed 
Pennsylvania precision 
quality throughout! 


A self-propelled rotary lawn mower equipped 
with a riding sulky for added convenience. 


All Pennsylvania Power Mowers Are Avail- 
able With Electric Starters At Extra Cost. 






As 



































Advertised POST 
_In— 
and Leading Newspapers trom 
Free Leaf Mulcher Coast to Coast! 












POWERFUL BIG SPACE ADS 
To Get The Message To Your Customers! 


packed with each 
Rotary Mower! 












From the blades up 




















1958 
PENNSYLVANIA 
POWER REEL 
MOWERS 


... the finest of precision grass cutting machines! 


PENNSYLVANIA REEL MOWER BLADES 


Forged from carbon steel with almost twice the carbon 
content of ordinary reel blades. Precision shaped to exact 
curvature and carefully tempered. A two-stage, precision 
hollow-grinding process gives them a “barber-scissor’’ 
efficiency. Blades are mounted on special spring-loaded 
cylinders that keep them in accurate alignment to give 
true precision cutting. 


DELUXE 
REELRIDER 21” Power Mowers 
21” Model 40221B (5 blade) 
Riding Mower Model 4072218 (7 blade, low cut) 
Model 42221D 


PENNSYLVANIA — MOST RESPECTED NAME IN MOWERS — SINCE 1877! 









Rewind Starter 


2.25 H.P. 
oa . self-whetting mowing unit, grass 
Soe, Briggs & Stratton stripper to keep sprocket and chain 
’ oe Engine from fouling with grass, and a de- 


Featuring Pennsylvania’s precision 


pendable 1.75 H.P. Briggs & Strat- 
ton engine with rewind starter. 


ya. 


ae 


Low cut model rec- 
ommended for smooth 
finish cutting of 
creeping bent and c 
other fine grasses. 

















Built with famed Pennsylvania precision quality through- 
out! Sits comfortably, steers easily and cuts beautifully. 
Has Pennsylvania’s self-whetting mowing unit that stays 
keen for seasons on end and 3” wide semi-pneumatic 
tires that literally “float” it over hard or soft or rough 
or smooth terrain. 

Recommended for the small lawn that seems large or the 
large lawn that is large! 





1958 
PENNSYLVANIA 
HAND 


MOWERS 
GREAT AMERICAN 


All Pennsylvania Power Mowers Are Available With Electric Starters At Extra Cost. 





PENNA-LAWN 








18” EXETER Power Mowers are also available. 
Model 22218B 
Model 22218B-LC (low cut) 


Equipped with 1.75 H.P. Briggs & Stratton en- 
gines and rewind starters, the EXETER mowers 
also are built with the famed Pennsylvania 
precision quality throughout. 





Pennsylvania 


Pennsylvania TRIMMER & EDGER 

















































First choice of America’s 
professional Gardeners. In 
15”, 17” or 19” sizes. 


Specifications on all models subject to change without notice. 


Top value—medium price. SPECIAL 

For the medium size sub- Economical for the small 
urban lawns of today. 5 lawns and occasional light 
and 7 blade models. mowing. 








PENNSYLVANIA LAWN MOWER DIVISION 
American Chain & Cable Company, Inc. 
Stevens Lane, Exeter, Pennsylvania e@ Bridgeport, Conn. 


Export Dept.: 230 Park Avenue, New York City, N. Y., U.S.A., Cable Address “AMCHAIN” N. Y. 





Ideal labor-savers for 
trimming and edging 
paths, gardens and flower 
beds. 
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NYLON 
SEINE TWINE 


cellophane 
wrapped tubes 


4 oz.-8 oz.-1 Ib. 


Full range sizes 
6 to 72 



















oe 
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EACH TUBE LABELED WITH SIZE, 
ART. 583 FEET PER TUBE, AND WEIGHT 





Put your confidence in 
the QUALITY LINE... 


Vinyl! Weather Stripping Starter Rope 





Wood Giue Jump Rope 

Braided Nylon Line | Mop Heads 

Seine Twines Wrapping Twines 

Trot Lines lunes Pames - Orders of $75.00 or more, freight 

Stagin Chalk Lines prepaid. Orders of less than $30.00 

pe atl Blind Cord Parcel Post Twines f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Sash Cords Polished India Twines : Calif., Marietta, Minnesota, Dallas, Texas, 
Ciothes Lines Plastic Clothes Lines or Waynetown, Ind. Orders of $30.00 to 
Mason Lines Jute Twine $75.00 freight allowed to $1.00 per cwt. 


Fishing Lines Nylon Casting Lines Freight prepaid does not include extra 


charges incurred outside carrier’s 
regular zone of delivery. 


ESTABLISHED 1873 eve an § 5 ompany LAWNDALE, N. C. 


14346 Bessemer St., Van Nuys, Cal. e Marietta, Minn. ¢ 3104 Gaston Ave., Dallas 26, Texas e« Waynetown, Ind. 
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START RIGHT! | MILLIONS OF 
=f Ry CONSUMERS 
iS WILL ACT 
ON THIS OFFER! 


Colorful, full-page ads tell millions of 
readers in SATURDAY EVENING PosT 
and BETTER HOMES AND GARDENS 
ANNUAL about the “Spring Tuneup 
ta Special.” More important, they tell 
as 7 ? : ~ where to get it . . . from the local 
S PURWING, | TUNEUP SPECIAL Sansaninewed Products Service Outlet. 
suvimc MEW FowERED LOvIPMENTY —_faedy for cares muon f pends erie and har’ te ey wy to do (In March issue of Post and the 
omen: Rp BETTER HOMES ANNUAL GARDEN 
: IDEAS HANDBOOK, on sale beginning in 

February. ) 


end Canada, all carved by one Contsal Parts Depot. Call him now’ A 
He's listed in your Yellow Pages under “Ewciwns, Gasoums.” 








Fees’ SSSR £28 SFEFSTER SHHHe eee OF 
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‘SPRING. 


TUNE-up 
SPECIAL Ni 


ALL FOR you! hol. AEE Tors 

@ BIG DEALER PROMOTION KIT The sales-building material above —romcve eet 

comes in a complete, easy-to-use pro- \ 
@ WINDOW BANNERS motional kit, available from Lauson- “ 

Power Products Central Distributors. 
@ JUMBO POSTCARDS It enables every service outlet to tie in 

on the local level with Spring Tuneup 
@ NEWSPAPER AD MATS national advertising. Take full advan- 

tage of this opportunity for extra profits 
@ COPY FOR RADIO and TV SPOTS from service, sales and new customers! 
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BIG PROFITS FROM SERVICE! 


Every local owner of gasoline powered 
equipment is your potential “Spring 
Tuneup” customer . . . and this national 
promotion tells him to bring it to you for 
service now! Every tuneup means extra 


profits . . . plus opportunities for extra 
parts and service sales. Check your owner 
list now . . . canvass it with Jumbo Post- 


card mailings (opposite page) describing 
this deal that’s good for your customers 
. extra good for you. 


BIG PROFITS FROM SALES! 


Owners who bring in used equipment for 
the “Spring Tuneup Special” are ideal 
ready-made prospects for the sale of new 
equipment. Each is already “sold” on 
power . . . now wants to see what’s new. 
If you are an equipment dealer here’s real 
opportunity to upgrade owners to new 
equipment while taking in profitable used 
trades for the marginal low-budget buyer. 
And the “Special” brings in top prospects 
for garden tractors, chain saws and other 
powered equipment. 


AUSON-FIRST NAME 


IN ENGINES SINCE 1896" 














BIG PROFITS FROM 
NEW CUSTOMERS! 


Every local owner of powered equipment, 
regardless of where he bought it, now be- 
comes your customer! National advertis- 
ing, plus the complete, powerful “Spring 
Tuneup” merchandising kit, brings him in 
for the tuneup . . . and he’s on your list 
from now on! Here’s a “natural” to estab- 
lish you as “Service Headquarters” locally 

. and this adds up to new profits from 
new customers! 





More than 8,000 members comprise the 
largest service network in the small gaso- 
line engine industry, with 24-hour service 
from one centrally located Parts Depot. 


if you are not presently an authorized 
Lauson-Power Products Service Outlet 
send now for full information on the 
opportunities offered. Mail coupon now! 


LAUSON-POWER PRODUCTS DIVISION, 
TECUMSEH PRODUCTS COMPANY 
Grafton, Wisconsin 


Please have the local Central Distrib- 


utor give me complete information on 
becoming your authorized service outlet. 


NAME 





COMPANY 





CITY ZONE STATE 








AUSON-POWER PRODUCTS 


WHOLLY OWNED AND OPERATED DIVISIONS orf 


TECUMSEH PRODUCTS COMPANY 


Lae foer Prac Dames Sls Or: New Hi, Wo Export Soles Offices: HD eign ee Wt oh ma 
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SALESMAN 


torn to) <P |Q)() tool deal 


$320.17 value 
$193.10 delivered 


..- COMPLETE WITH WOOD'S 
SUPER TOOL SALESMAN 


SPECIAL 
LIMITED TIME 
OFFER ORDER NOW ! 


This offer subject to with- 
drawal when racks are sold. 





Ps, Fo cgi eae ate Sit 
~~ - - ad 


90 tools, retail $280.17 
Super tool salesman .... 40.00 


Full value $320.17 
90 tools, cost 
Super tool salesman .... 25.00 


Total cost $21 1.78 
Less extra 10% 
on tools 


NET DEL. COST $193.10 


On All These Tools 


item To sell 


Bow Rakes, No, 15 

Broom Rakes, B22 

Spading Forks, HPS 

6%" Garden Hoes, FGS6'/2 
5” Garden Hoes, FG5 

6” Nurserymen’'s Hoes, 225 
Warren Hoes, GWRS 

2 pr. Weeding Hoes, S2PW 
Floral Rakes, L8 : 
Cultivators, No, 4 

Floral Cultivators, W3 
Spading Forks, LBPS 

Turf Edgers, GLE9 

Dandelion Weeders, DW36 





Get this shining chrome tube-and-rod floor mer- 
chandiser with this balanced 90 tool assortment 
of TRU BLU tools by Wood. Send us your order, 
and tell us your jobber through whom you want 
your order billed. We ship direct to you, pay 
freight to your door, and bill you through the 
hardware wholesaler you designate. Order now for 
your spring selling. 


Scuffle Hoes, GFS 
Floral Shovels, $3 1/2 
Garden Shovels, OLC! 
Garden Spades, O6C2 
Grass Trimmers, GSGT 


eee ee eee eee 2 2 ee 
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THE COMPLETE, QUALITY LINE 
OF GALVANIZED WARE 


.. priced to sell 


delivered fast. 


Build faster turnover and higher profits by 
stocking J&L’s complete, quality line of 
galvanized ware. J&L’s hot-dipped ware 
has the rugged features and eye appeal 
your customers want. Quality control in 
every item and in every manufacturing step 
is assured because J&L is a major inte- 


grated producer of steel and steel products. 

Stocked by over 260 jobbers across the 
country, deliveries are fast and dependable. 
Order J&L Ware from the jobber nearest 
you, or write directly to Jones & Laughlin, 
Container Division, 405 Lexington Avenue, 
New York 17, New York. 


Jones & Laughlin 
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--.a great name in steel 





CAL-DAK 






















Lawn and Garden 
HOSE REELS 


Two, new improved models for every need... 
homes, parks, playgrounds, motels, schools, 
hospitals, parking lots, service stations, nurseries. . ° 





® Longer life for any hose as hose on reel is safe from 
abuse... ready to use from 5 ft. to full length. 


® No drag...free-reeling and unreeling while the 
water flows. 


® Super-rigid twin steel drum discs with deep-ribbed 
steel hose supports. 


© Attractive aqua and yellow baked enamel finish. 
Tubular parts are rust-resisting...Bonderized and 
baked enamel steel. 


@ Easy assembly and operating instructions included. 





Item No. 222 SIDE WINDER \ 
Cart-type HOSE REEL 


Capacity 150 ft., %” O.D. 
garden hose. Easy rolling on 
wide rubber-tired wheels that 
protect lawn. Complete with 
32 ft. flexible leader hose 
assembly. Reel lifts from stand 
which becomes a sturdy hand 
truck. Packed one complete 
unit per carton K.D. 
Shipping wt. 17 Ibs. 


Retail Fair Trade Price SIAOS 





: Item No. 220 Direct Faucet-mounting HOSE REEL 
Pose aieh fen eeol Holds 150 ft., 34” O.D. garden hose. Rigid pipe mount 
removed serves as holds reel firmly on faucet. Individually cartoned. 
Shipping wt. 6 lbs. Retail Fair Trade Price PGVS 















sturdy hand truck. 

































Reel can be mounted on either Ideal for carrying garbage or Faucet-mounting reel is easily Precision-engineered “Pres- 

upper or lower rungs of cart rubbish cans, luggage, many detached from connector arm SURE” water seal, machined 

at the most convenient height. other heavy articles. for storage by disengaging (") brass, zinc-plated, gives non- 

FREE Mats, Glossies, Electros available to spring clip. — water-tight, leak-proof 
tie in with Cal-Dak National Advertising! POTTED. 












Manufacturers of Work-Saving Quality Housewares 
THREE FACTORIES: LITTLE ROCK, ARK. © LANCASTER, PA. © COLTON, CALIF. 
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Overall size 24" x 62" 
Board 24” x 48" 
Complete with hooks 


WE OFFER A STRAIGHT DEAL.. 


sold... 


WILL 


SELL 





ITSELF 





WHEN PROPERLY DISPLAYED 


Free! 


MAIL BOX 





DISPLAY RACK 


I— PERMANENT DESIRABLE RACK 


(Not cardboard or chipboard ) 


2—DISPLAY 6 BOXES ON EACH SIDE 
(Ornametal’s full line) 


3—ANALYZED and MARKET SURVEYED 


(Choice of price range) 


4—EYE APPEAL MAKES SALES 
REGISTERS RING 


S—JOBBER SERVICED RACK 
(Keeps inventory balanced and complete) 


BLACK, TURQUOISE 


6—ATTRACTIVE... 


AND GOLD 
rack dresses up the store as well as the Orna-Metal 


Boxes 


without hidden costs.. 


, without “Gifts” that must be 


.and without Gimmicks 





Our 24-piece Package Deal with a FREE DISPLAY RACKI 


——— 














i 


DISPLAY STOCK 
Shipping Weight 80 Ibs. 





EXTRA STANDS $10.00 EACH PREPAID 


JOBBER CATALOG PAGES AVAILABLE 


Scalians FOE Te 


225 AERO DRIVE 
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ORNA-METAL’S PACKAGED MAIL BOX DEPARTMENT 
consists of the NO CHARGE DISPLAY STAND and the following: 



































P. O. BOX 693 


Number Model Retail Total Retail Value 

5 each M-52 $4.95 $ 24.75 

4 each M-60 4.95 19.80 

4 each D-1 2.99 11.96 

5 each M-3 7.60 38.00 

4 each M-711 4.45 17.80 

2 each M-603 8.75 17.50 
Retail Sales $129.81 





Dealer's Cost, Less 40% 77.89 








'YOUR PROFIT 


$ 51.92 





















Strong selling features! 


@ Foot pedal controls; right foot 
selects forward or reverse motion; 
controls speed; safety pedal con- 
trols blade 

@ Blade stops instantly when left 
foot is lifted from pedal 


-® Rear-wheel drive provides posi- 
tive individual traction from either 
sg no spinning, slipping or scuff- 
ng 
® Maximum stability due to low 
center of gravity and unique rigid 
frame design 
®@ 12” full-pneumatic tires for bet- 
ter traction, easier steering 
@ Highly maneuverable, shortturn- 
ing radius, quiet operation 
® Rear-mounted engine; heat, 
noise and fumes are kept away from 
operator 
@ Trims close on both sides 
® 4 easy cutting-height adjust- 
ments 


@ Simple hitch for attachments 


® Easy access to engine and drive 
mechanism 














what you get with the new ROTOR 

CHIEF Rider. A clean-cutting, 

close-trimming rotary, it’s a great 

addition to an already great line! 

The mower for ‘““take-it-easy”’ customers And, in addition, Savage gives you an unbeatable selling 
program: Early Order Discount, Demonstrator Plan, Co-o 

ee .and “‘make-it-easy”’ profits! Advertising, powerful consumer advertising schedule sre 

merchandising aids. This year, more than ever before, the 

Top-of-the-line mower! Lots of get-up-and-mow; lots of fine profit-full line is the Savage line! For information, contact 

selling features that are years ahead of those found on other your nearest Savage distributor or write: Savage Arms Cor- 

riders. Easy-living’s what customers want —and easy-selling’s poration, Lawn Mower Division, Chicopee Falls, Mass., U.S. 


Write for free, colorful brochure showing the 1958 line of Savage lawn care equipment 


“SURE | GOT A SAVAGE MOWER- 
THEY MAKE MIGHTY GOOD GUNS, 
SO THEIR MOWERS SHOULD 
BE THE BEST, TOO!” 








bn ete ERG GAAS BEL IN, [42.7 RNR 


2) ERE AE i - 





5 ROTARIES 7 S REEL-TYPES 


Model 33-T, 21” cut, all self-propelled bl —- _ 
self-propelled, recoil Model 90-R, 21” cut, < 


Mode! 31-T, 21” cut, recoil starter : a | — EARNS HB WeBsecser a, 
Tae Sears Mode! 90-GR, 21” cut, ; | ~ 2new RIDING | 


tm ie rooah x | OCM(owers 
Model 75-R, 18” cut, a ah P P ¢ sd ” 
Model 30-S, 18” cut, recoil starter 4 . ee mo sot. BE ——_ 
rope starter Model 75-GR, 18” cut, = ao i (illustrated) 
Mode!i 30-E, 18” cut, Hi-cut, recoil 7 ee Model 91-T, 21” cut, 


electric, UL approved ioe reel-type, 
Model 75, 18” cut, 72 «sulky riding 


” on a Ser an attachment 
Briggs & Stratton odes S Stratton 
4-cycle engines 4-cycle engines 





Wide range of types, 
sizes and prices 


You can please all your customers with Savage lawn 

care equipment. Whether they prefer one of the new, 

easy-handling riding mowers, a clean-cutting reel or 

rotary, a lightweight hand mower or sweeper — Savage 

satisfies! And satisfied customers are your most valu- — 

able asset for word-of-mouth advertising and repeat -_ S HAND MOWERS 
sales. To build your reputation — and your profits — 2 LAWN SWEEPERS Model 55, 18" & 16” cut 

sell Savage, the better-built mowers that require a abate Model 45-H, 16” cut 


minimum of service. 30” width, 8 bu. capacity Tubular steel handle 
25” width, 6 bu. capacity Model 35, 16” cut 
Hardwood handie 


Model 35-H, 16” cut 
Tubular steel handle 


eubtomens know and tut! 






















Ametica's finest and most complete line of — 
LAWN SPRINKLERS and GARDEN ACCESSORIES 


LAFAYETTE introduces for 1958 the most unique group of lawn 
sprinklers and garden accessories ...incorporating the most 
























advanced design and performance innovations. | 

Package-Designed to Send for new +pL0c 

/ / 4 = ‘ 
yo ign _—_ for “FAST SALES’! 












green cast base. 


WHIRL-WIND Sprinkler, 
sprays 40 foot area. 
Chrome plated brass 

Arms, green cast base. 


LAFAYETTE Sprinkler. 
Adjustable Nozzles for 
mist, spray or stream. 
Sprays 10 to 65 feet. 
Chrome plated Arms, 


green cast base. 
ie a saturation Tractor 
ms type wheels. 


RAINBOW Sprinkler. 
Adjustable Nozzles for 
mist or rain spray. PS F 
Chrome plated brass j 


Arms, green cast base. om — 4 ] e 










PISTOL GRIP HOSE NOZZLE ' 3 
Authentic looking,One fF 

hand operation. Press — 
trigger to automatically* 
lock nozzle into any spray 
position. “SNAP-ON” 
Coupling 


tf v 
Diot-C)-Matie 
LAWN SPRINKLER 
“DIAL” for desired areas. 
“SNAP-ON” coupling connects 
or disconnects in split-second. 
Chrome Plated Arm, 
White Base. 

































































LAWN SPRINKLER 
Ist Popular Priced Fine Quality 
Strolling Lawn Sprinkler. Follows 
hose in any direction or pattern. 
Slow movement for 
complete water 










SSS 


eR 





in-Lown 
GARDEN SPRINKLER 
"a Sprays areas up 
ms, to 1500 feet. 
“XA, “SNAP-ON” 
Coupling 
disconnects or 
connects in a 
| split-second. 
fee, Annodized aluminum 













ne 


DUCHESS Sprinkler. 
Adjustable Nozzles for 
mist, spray or stream. 
Sprays from 10 to 50 
feet. Arms chrome 
plated with yellow 
cast base. 


































eae Haat R is hela iii nck nate bone eis - 


For gentle spraying of 
delicate flowers, plants, 

seedlings and shrubs. 
Brass Polished 
Chrome Plate. 








4 
oot 











VEO 
AERO-WHIRL Sprinkler. <xaml] 
Chrome plated 
Revolving Arms, green 


Be ~ 
— . Me, la 
i s ; - 
cast se. pemeeren\ % _ “a $5 S 
. — , P a J me 
. coe : 

a Seg . 

‘ — ~ os ’ 

. ba ‘ 





and outdoor 
shower. 
Withstands all 
water pressures 
Strongest and most durable shasta 

















LAWN SPRINKLER 
6-MONTH MONEY BACK GUARANTEE. 
“VARI-SPRAY” Control — Sprays 2 to 60 


Galvanized Bottom. feet. Features Shut-Off at ' 7% 
“SNAP-ON” ‘Coupling. Hunter Green Finis 


eo & “Swart ™= 


CHAMPION SNAP-ATTACH ate soi Segall —— co 
Nezzle Connection Papen siantaine tiaras 


THE BRASS MANUFACTURING CO., INC. 
409 Lafayette Street, New York 3, N.Y. 






RING Lawn Sprinkler. 
All Brass or 
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Insecticides can be one of your 
most profitable items. This point 
was proven conclusively by the 
sales results of dealers who en- 
tered this year’s Chlordane 
“Show and Sell” Contest. 

In the coming year, we would 
like to prove to many more deal- 
ers that insecticides can be real 
money makers. For 1958, we 
have taken the best features of 
previous programs, and added 
new features, based on informa- 
tion obtained in discussions with 
garden supply dealers every- 
where. The result is a unique and 
completely new type of dealer 
program. 


SIGN UP NOW! FILL OUT AND MAIL 
THIS COUPON TODAY! 





Sion up now for the 1958 


CHLORDANE 


INSECTICIDE DEALER PROGRAM 











A NEW 
CONCEPT 
IN 


DEALER 
SUPPORT 








HIGHLIGHTS OF THE 1958 CHLORDANE “SALES BUILDER’ PROGRAM 


SALESMEN’S INSECT CONTROL REFRESHER COURSE 
...@ nine lesson educational course for all dealer sales personnel 


MONTHLY INSECT CONTROL INFORMATION SERVICE 


...a timely guide to more insecticide sales and profits 


‘SHOW AND SELL’’ SALES INCENTIVE CONTEST 
.. . $10,000 in prizes for sales-building displays 
FREE ADVERTISING SUPPORT IN LOCAL AREAS 


. .. participating dealers will be listed in all local Velsicol Chemical 
Corporation ads 


ADVANCE COPIES OF CHLORDANE 
SALES PROMOTION MATERIAL 
...a sure way to stay ahead of competition and ahead in sales 


CONSUMER REFERENCE LIST OF 
CHLORDANE SOURCES OF SUPPLY 
...- names of participating dealers will be sent to consumers who 
respond to Chlordane advertising 


THE VELSICOL AWARD FOR OUTSTANDING MERCHANDISING 
...a@ handsome display piece for dealers who excell in merchan- 
dising Chlordane 


ater a atate avatar atetetet sth eran ste 'e k'w are ste n'stele fia sw etsta swe’ a's hd erste ns" s"s 4'e a 6 ew atalges 5 ate eae 's 4'e's e'alene se” «'elg'a's ss 'sie'eWtNI@ 6 Sis Sle sig e's e's "e"sls's sie sis" « @'a'es'e'e"s «ese "4's s'a'e ss) Seta a es ea’ aieP a's ses Ain a 


VELSICOL CHEMICAL CORPORATION HA-28 
330 East Grand Avenue 
Chicago 11, Hil. 


Sign me up for the 1958 Chlordane Insectide Dealer Program 


My Name 

















= Address ee 

a a 

CHEMICAL CORPORATION 

330 East Grand Ave., Chicago 11, Ill. ae City Zone State Be 

ss ; a 
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LOOK INSIDE... 


Its Years Qhead= It’s Snowlite...The first cooler with gleaming “4 


white, seamless, easy-to-clean food-and-beverage compartment! 


LOOK OUTSIDE... 


SK Its Years Ahead It's Snowlite...in a choice of three beautiful BB. 


colors... bright chrome fittings... exclusive fingertip latch. 


PICK IT UP...fss 


Its Years Ahead= It’s Snowlite—the lightest 
cooler of all... pounds lighter than any all-metal 
cooler the same size. 











This Year... Sell 


Glenay | >'NOVV 
By fl 


The Cooler that makes 
all others old-fashioned! 


*PATENT PENDING 





There’s never been a cooler like Coleman 
Snowlite. New styling... new beauty... it sells 
on sight at a competitive price ...and stays 
sold on performance. Holds the cold hours 
longer. Royalite plastic interior with rounded 
corners stays clean, odorless, is rust free and 











leakproof. Rugged steel case. Choice of three MODEL 5210—Popular picnic, vaca- 
. ‘ A ‘ tion, outing size. Large tray for dry 


colors—patio pink, charcoal and hunter’s green. ROTORS Cap. 
















Advertising scheduled in Saturday Evening Post, American Weekiy, 
Outdoor Life, Field & Stream, Sports Afield, True, Argosy, Sunset. 




















Model Outside Shpg. 
No. Color Dimensions wt. 
MODEt 5211—Extra 5209-700 Green ee §6MODEL 5209—Patio 
cooling capacity ... 5209-701 Charcoal 9x16'/2x12!/2"" 12 Ibs. 


party size. Heavy 
duty bail handle 
carries like picnic 
basket. Removable 
lid. 


adjustable deep 5209-702 PatioPink 


_ | 5210-700 Green 
way. eg car | 5210-701 Charcoal 10/2x18Y2x13V2" 13¥ Ibs. 
rying handles. 5210-702 PatioPink 
5211-700 Green 
5211-701 Charcoal 13x22x16” 23 Ibs. 
5211-702 PatioPink 












































Order from Your Wholesaler Today! 
THE COLEMAN COMPANY, INC., WICHITA 1, KANSAS 
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has a reel for every fisherman 
...every kind of fishing! 


INT 








Special discounts on Bronson displays 
give you an extra profit opportunity! 


Two great Bronson displays—one with three enclosed- 
face spinning reels and one with six bait-casting reels— 
are yours for 10% less than the reels alone. These com- 
pact, eye-catching counter displays combined with 
Bronson’s strong two-color advertisements in all the top 
outdoor publications, help you to make a full profit and 
keep your customers happy. Be sure you sell Bronson! 


Bronson Reel Company « Bronson, Michigan 


Division of Higbie Manufacturing Company 


Fly Reels... Bait-casting Reels... Salt Water Reels! 





7) 








One of six precision fly reels, the 370 Royalist at $7.96 The No. 2200 Green Hornet, $7.96, is an extra value No. 250 Torrent, s,s ji 
is a strong, light, single-action unit. Features Oilite at an extra-low price. Features “Duo-Line” spool . . . complete line of hed poy pet et {7 
bearings . . . perforated spool ... OFF and ON click- snap-on plastic arbor. Twelve other bait-casting reels in weight .. . has free spool and star-drag. Seven o aaa 
type drag. Also available is a full selection of fly reels ranging from the superb Coronet 25N at $37.50 to the superbly orafted salt water reels from $14.96 to $6.96 

at $1 $11.96, $4.25, $1.96 and $1.60. nner’s Arrow Jr. at $1.25 complete the Bronson line. give Bronson full coverage of the field. 
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\ got em All for 5&8! 


ROTARIES e« RIDING e ELECTRIC @© REEL POWER @ HAND 





Now you can look to just ONE source... RUGG... for 
your whole basic line of mowers for 1958! Whatever 
style, price and combination of features your customers 
want ... Rucc has the mowers you can sell, profitably. 
Eliminate confusion between models in different 

lines . . . simplify ordering and inventory ... 
concentrate selling effort on known quality 
and features you know. 

Make RUGG Your Basic 1958 Mower Line. 
Call your jobber today, or write 

us for full-line information. 





HERE'S THE ee 
RUGG LINE-UP .. . 


select your 
sales-winning 
combination: 


ROTARIES 
full-cut 18”, 19”, 
21”. See table below 
for all the details. 
RIDING ° \ 
Rugg-Ed Rider: 4 = 
the rotary with = : 
4-wheel stability, 
full 24” cut, every: 
feature for safety 
and performance. 





ELECTRIC 
18” rotary cut 
REEL POWER MODEL 800-A, 
18” and 21” cuts see table below 
HAND for features 


1883 
16” and 17” cuts 


171) 


1958 





Your better tomorrows 
grow from Rugg yesterdays 



























ee ]Remote conta acWineré tti C = eae i 
a Wheels Throttle sided Reliecaman Housing Height Width B&s Engin 
300-A Parallel — Manual 14 Gauge Steel |112"-242"”| 18” | 1% hip. 
900-A Staggered Yes Manual Cast Aluminum |14%2"-24%2"| 19” | 1% hp. 
200-A Parallel Yes Finger-Tip 14 Gauge Steel /14%2"-3%2"| 21” | 2% hp. 
800-A Staggered Yes Finger-Tip Cast Aluminum |14%2"-342"| 21” | 2% hp. 
700 SP | Parallel Self-Prop. Manual 14 Gauge Steel j1%2"-2%2"| 21” | 2% hip. 
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Best 
Pail 








Made for 








aie 
Se 








MINNEAPOLIS SUNDAY TRIBUNE PHOTO 





P= Sieece Pare 


WHY CALFEEDER HAS THE REPUTATION 
“BEST PAIL MADE FOR BABY CALVES”’ 








CALPeoder alegie covey to saad of tadettrast: @ More calves survive the hazardous first 8 weeks of life. 
sae Sadie etapa Ge at rp a @ CALFeeder eliminates tiresome weaning of nursing 
Be. calves and prevents udder damage. @® CALFeeder fed 
) CALF GETS ALL THE MILK calves show increased vitality. @ CALFeeder tends to 
S| " ke pe tapered ing reduce scours caused by gulping from pail. 
“ > CALFeeder Nipple Pail. 














. are”  — $i ten lair aban cae ta}. aio ag ia 
Only CALFeeder gives General Metalware Company, Dept. HA 
your customers a choice of 1401 Central Ave., N.E., Minneapolis 13, Minn. 


sizes and prices to suit their 
requirements. Another rea- 
son why CALFeeder is 


Please send 
[) More information. 
C)] Name of nearest wholesaler. 














popular with dealers! 
Nome 
Company Name 
GENERAL METALWARE COMPANY Address 


oe me ee ee Oe ee ee MINNESOTA 
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INSECT SCREENING HARDWARE CLOTH 
Galvanized 
Bronze 
Aluminum 


Fibergias 










“Be ready for spring sales... 


stock up now on Gyclone Lawn Fence 







and Flower Bed Border.’ 


~ 


*? 
a 
‘4 
os 
% 
Ss 
a 
‘ 
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CYCLONE LAWN FENCE AND 
FLOWER Bep BORDER are supe- 
rior in quality and are backed by 
the well-known, widely accepted 
USS label. Because of this they 
sell readily, stand up well in serv- 
ice and encourage repeat busi- 
ness. In the busy Spring season 
just ahead you’ll help build your 
own business and give your cus- 
tomers the products they want 
by stocking, displaying and sell- 
ing Cyclone Lawn Fence and 
Flower Bed Border. Check your 
stock now and order from your 
jobber before the Spring rush. 





Cyclone Lawn Fence is avail- 
able in two weights, in both 
welded and woven, in single and 
double loop styles and in heights 
of 36, 42 and 48 inches. As a 
give-away for your customers, 
Cyclone has made available a 
pocket-sized folder with full de- 
tails on good fence erection. Get 
in touch with your distributor for 
your supply of erection folders. 

Cyclone Flower Bed Border is 
made in either welded or woven 
style and, except for height, is 
identical in construction to 
Cyclone Lawn Fence. 


CYCLONE FENCE DEPT., American Steel & Wire Division, United States Steel Corporation 
Waukegan, Illinois « Sales Offices Coast-to-Coast « United States Steel Export Company, New York 


S38 
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Pacific Coast Headquarters, Oakland, Calif. 


United States Steel 
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LAWN FENCE GATES 









Again—Vigoro leads the way in Growing Gardening Department Sales! 
















This colorful, 10-Piece Store Kit will help you sell more 
of everything in your Gardening Department! 





Ideal for over-the-wire...on the wall...or on mass displays! 


get 
flower ond vegetable 


seeds 


uY¥ 
ogiect yours &A® 


ns 
See 
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Advertising and Promotion ae the VIGORO line 


your best bet for Sales and Profits! 


Great for ’58—that’s the story of VIGORO Plant Foods. Big, 
full-color ads in top national magazines will sell the full line. Plus 
—merchandising aids that are second to none in promoting your 
entire department. Only VIGORO gives you the complete package 
— Products, Promotions, Profits! 

Ask your Swift Garden Line Specialist for all the money-making facts about ‘GREEN DAYS” Profits ! 


Plant Food Division 
SWIFT & COMPANY Union Stock Yards, Chicago 9, Ill. 


SER oe TR 


The VIGORO Family of Gardening Aids 








Golden Vigoro Complete End-o-Pest Ant & Lawn End-o-Pest Garden Dust End-o-Pest Tree Spray 
: Lawn Food Insect Spray (Hose End-o-Pest Rose Dust End-o-Weed 2,4-D 
ae > -) ea Vigoro Complete Plant Food Sprayer) End-o-Pest Garden Spray Lawn Weed Killer 
wow T 7 BURN) "e + Coat instant Vigoro Complete End-o-Weed Lawn Weed End-o-Pest Ant & Lawn End-o-Weed for Crabgrass 
se - Water Soluble Plant Food Spray (Hose Sprayer) Insect Dust and Chickweed . 





Vigoro Complete Rose Food Golden Vigoro Plus End-o-Pest Garden Spray 


Chlordane (with Malathion) End-o-Pest Rose & Garden 
End-o-Pest Evergreen & Special Vigoro for Spray (Aerosol) 
By W H F T & Cc © M PA N Y Ornamental Spray Camellias & Azaleas End-o-Pest Ant & Lawn End-o-Weed Spot Weeder 
Vigoro is a registered trademark of Swift & Company (Hose Sprayer) Vigoro Plus Chlordane Insect Spray (Aerosol) 
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urine summer use and long months of winter 
storage, gasoline gum and varnish accumulated in aananmmnmemmen oan 

the carburetor of every power mower. The result? The Gatuciey Soe 
Hard starts, low power, poor performance this spring. 
Do your customers a real favor, and make business 


for yourself, by recommending GUMOUT for power 
mowers. 








GUMOUT is the world’s number one carburetor 
cleaner. It quickly removes the gum and varnish that 
choke off the air and gas supply. Just add GUMOUT 
to the fuel. It cleans as the mower operates. 

Be prepared. You'll sell plenty of this fast moving, 
nationally advertised carburetor cleaner. Order from 
your jobber, or write direct to us. 





Now—a specially refined, clean-burn- 
ing oil for power mowers that actually 
retards plug fouling and carbon build- 
up. Write for dealer catalog. 


GUMOUT DIVISION 


Pennsylvania Refining Company 
2680 Lisbon Road, Cleveland 5, Ohio 
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DON’T PUT GREEN SPOT SPRINKLERS 
WHERE PEOPLE CAN SEE THEM 


... especially Green Spot’s new Oscillat- 
ing Sprinkler. It could start a stampede. 
Just sneak it out when there are only a 
few people in your store. Even then, 
you'll have to be careful. Some custom- 
ers get violent if you serve others first. 

It’s all the fault of our design people. 
When they re-styled our Green Spot 
sprinklers last year they did almost too 
good a job. People now find the Green 
Spot line quite irresistible. 

So if you wish to avoid the inconven- 
_ lences of heavy traffic and rising profits, 
' keep Green Spot sprinklers out of sight. 
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If you feel reckless, you might put one 
or two of them on your counter. But if 
money-waving customers break it down, 
don’t send us the repair bill. 

There's going to be some national ad- 
vertising on Green Spot sprinklers. But 
they'll only appear in obscure, little- 
known magazines like the Saturday Eve- 
ning Post, Better Homes & Gardens, 
Time and Sunset. Probably no more than 
30 or 40 million people will see them. 

One of our salesmen may try to talk 
you into using the colorful window and 
counter cards we’ve had made up. And 


some of our merchandise racks, too. 
Don't commit yourself! 

No matter how many precautions you 
take, a mob of customers will gather in 
front of your store some morning to see 
the Green Spet line. When this happens 
you can do one of two things. Barricade 
the doors and call the police. Or fling 
wide the doors and let the customers in. 
We'd advise the latter. 


Grete SPs 


SCOVILL MANUFACTURING COMPANY, WATERBURY, CONN. 
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FOR REAL GARDEN SUPPLY VOLUME 


This is the line that'll add real PUSH to your Garden Supply Busi- 
ness! Better design, better made, better prices... it all adds up to 
more sales and more profits for you. For more information and 
prices ask your jobber. 



















* TWO MODELS 
20°’ Sweeping Width 
24” Sweeping Width 
BIG BASKET CAPACITY 
20° Model 5'/, Bushels 
24”’ Model 7'/, Bushels 


RUGGED all steel 
frame 


Heavy duty brush 
Ball bearing brush reel 
Rubber tires 





















This is the finest lown sweeper you 
can sell. It’s built for easy 
handling and long service life. 
Everything about it is rugged, 
everything about it is modern. 






LAWN AND 
GREEN AERATORS 





~% 


ry \ 








* The Best Aerator 






© E-Z does it push pull 
action 















LAWN SWEEPERS ip: DUNHAM” LAWN ROLLERS 


~~, 


A variety of models to meet 
the needs of Home Owner, 
Golf Courses, Large 
Estates, etc. 


© Fill with water or sand 









* Drum edges are rounded 


* Self cleaning adjustable 


scraper 


* Oilite bearings 


HOME AND GARDEN 
WHEELBARROW 






* BUILT RIGHT 
© PRICED RIGHT 








Deluxe Model 50-P 
- « @ top quality 
barrow built for 







* Big seller to 
homeowners 


































This is it for seeding and 
feeding. 











¢ Rugged, heavy duty 
construction. 





@ 3 sizes, there's one 
for every lawn. 















Manufactured by 
OHIO MACHINE PRODUCTS, Inc. 


COLUMBUS, OHIO 


j Manufacturers of the Dunham Hand 
and Fairway Water-Weight Rollers 


easy handling on 
gardening and 
cround the house 
jobs. Big 3/2 cu. ff. 
capacity, 18 gauge 
stee! tray, 10” ball 
bearing wheel. All 
nuts and bolts 
cadmium plated, 





Exclusive Sales Agent 


JOHN H. GRAHAM & CO. INC. 


105 Duane Street, New York 8, N. Y. 
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NO. 1 RIDER 


The top selling riding mower in 1957 
is even finer. Springfield offers Push- 
button Height Adjustment, 24” cut, 4 
hp. engine, 4 wheel stability, 5 speeds 
forward and reverse. And extra: A 
$10 accessory kit at no added cost. 


SELL-PACKED TILLER “™ 


Name it—the Springfield tiller has it. 
Choice of two tine styles, both guaran- 
teed for life against breakage, both 
removable without tools. Wheels 
standard equipment, adjustable for 
width and balance. 3 hp. engine and 
Quick-Lok clutch. 
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QUICK MANUFACTURING, INC.. 
SPRINGFIELD, OHIO 
The House of Power 
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TWO OUTSTANDING 
ENGLISH GARDEN PRODUCTS 


p Now Available 
y for the American Market 







rod a> r-talie 


HUMULL VI/TAMURE 


THE TWO-YEAR-PLUS pe sera, Fae), i 
TURF BUILDER SPECIALTY PLANT FOOD 





A double-barrelled opportunity for alert Jobbers-Dealers to handle these two 
exceptionally effective English Garden Products. A ready market awaits dis- 
tribution ...consumer demand created by A STRONG ADVERTISING CAMPAIGN 
IN LEADING NEWSPAPERS. 


Ample Profit Margins Assured e Customer Satisfaction Guaranteed 



































HUMULL 


Turf Builder & Lawn Dressing 


World’s richest, over 2500 years 
old, Somerset Sedge Peat, 
scientifically prepared in the 
ECLIPSE laboratories. A much 
superior turf builder and lawn 
dressing, used on the famous 
Royal lawns of Ascot and mil- 
lions of home lawns the world 
over and all major British Golf 
Courses. 


VITAMURE 


Specialty Plant Food 


Scientifically blended Plant 
Food and Soil Conditioner for 
home gardens and the making of 
new lawns. Safe, effective, for 
year-round use. Contains deep 
layer Somerset Sedge Peat, nitro- 
gen, phosphate, potash and trace 
elements. VITALIZES SOIL... 
PROVIDES BALANCED 
PLANT DIET. 
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ECLIPSE processed Somerset Sedge Peat is officially recognized by the Universities of 
Oxford and Cambridge as the STANDARD quality Sedge Peat. It is exported to all 5 
continents. An advanced drying process makes it the Peat product with the lowest water 
content, about half of any other. NO EVAPORATION. Lowest retail prices per actual 
volume: for lawns less than one-half cent per square foot per year. 


Packed in bitumen strengthened bags with multi-wall and polyethylene inner bags in 50 Ib., 25 Ib. or 7 Ib. 'sizes. 


BE SURE YOU ARE READY TO FILL ORDERS! Sobbers: Contact us direct 


Dealers: Contact your jobber 


THE ECLIPSE PEAT COMPANY Ltd. 


of Ashcott « Somerset « England 


Literature Available 
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LITTLE BROWN. 
JUGS ond CHESTS 


Tax 
































BR iding the popularity wave of outdoor living, 
sales of outing jugs and ice chests are skyrocketing 
... up 40% in the past three years. To get your 
share of this high profit business, feature Little 
Brown. No other line of jugs and chests offers 
better consumer value... bigger sales opportunities. 


LITTLE BROWN JUGS e@ Smart styling with modern, two- 
toned baked enamel finish e Rugged, two-piece deep-drawn 
steel construction @ Easy-to-clean, white vitreous porcelain 
interior @ All popular sizes . . . spout or faucet models. 


ALSO STAINLESS STEEL MARINE MODELS 


LITTLE BROWN CHESTS e Sculptured, two-toned styling @ 
Rust-proof, hot-dipped galvanized interior @ Slip-in ice 
tray, opener and ice pick @ Outside drain, “Can’t Lose” cap 
@ Extra-thick insulation @ 4 sizes hold up to 85 lbs. of ice. 

NOW IN ALUMINUM, TOO! 


YOUR CUSTOMERS ARE PRE-SOLD BY COLORFUL ADS IN: 


Boats Saturday Evening Post 
Farm Journal Sports Afield 

Field & Stream Sports Afield Boating Annual 
Motor Boating Sports Illustrated 

Outdoor Life Sunset 

Rudder Yachting 


Also, FREE newspa 
mats, envelope stuffers 


HEMP AND COMPANY, arcons, nunois coialto pet mare “val 


in your own promotion. 


A DIVISION OF THE AMERICAN THERMOS PRODUCTS COMPANY ORDER FROM YOUR JOBBER 
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WHAT'S 


Americans will read about it in the facing 
full-page ad. This brilliant new American- 
designed bolt-action rifle features the 

first major improvements in years. More 
than 5 years in development, the One-Ten is 
now in production at Savage and available 
for delivery. Experts who examined it 

were surprised to learn that this rifle could be 


made to sell for such a moderate price. Here’s a 


chance to offer something really new to your 


customers . . . order the Savage One-Ten 


from your wholesaler now. 
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You’re looking at a completely new bolt action rifle that boasts many 
important improvements and refinements. Gracefully proportioned... 
beautifully balanced, the featherweight One-Ten is precision-engineered 
for outstanding accuracy, reliability and safety. 

The One-Ten is the first bolt action rifle in years to be designed and 
built right here in America. True, modern lines bring out the handsome 
finish of wood and metal parts. And that’s just the beginning. 

You’ve really got to shoot the One-Ten to appreciate the accuracy, 
convenience and safety engineered into it. For example: there’s a 
4-shot, staggered magazine that offers new protection to bullet tips for 
greater accuracy ... and a solid steel receiver with twin gas ports for 
added safety . . . plus many other outstanding features. The One-Ten is 
chambered for two of the most popular big game calibers—.30-’06 
and .270. For full specifications on the One-Ten and other fine Savage-Stevens-F ox 
shotguns and rifles, write Savage Arms, Chicopee Falls 4, Mass. 


Folding Rear Sight... The new 
Savage rear sight folds for use 
with low mount ‘scopes—then 
snaps back to the same eleva- 
tion setting. Has perpendicular 
white center line on rear sight 
for quick sighting. 


Top-Tang Safety .. . Thumb 
safety locks trigger, sear and 
bolt. Easily accessible for right- 
or left-handed shooter. A Savage 
exclusive. Magazine can be un- 
loaded by operating bolt with 
' trigger and sear locked. 


New Design Boit —Double Front 
Locking Lugs... Lugs cam into 
front of receiver for a strong 
lockup. Recessed bolt head is 
| fully enclosed in the receiver 
when firing. Bolt is easily re- 
moved and disassembled. 
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$109.75... .30-"06 .270 


(SCOPE EXTRA) 


Savage 





TRADE MAREK 


SAVAGE - STEVENS + FOX FIREARMS 





ALL PRICES SUBJECT TO CHANGE... SLIGHTLY HIGHER IN CANADA 











Telescope and Aperture Sights 
... Receiver tapped for popular 
"scope top mounts and aperture 
sights ... straight knurled bolt 
handle fits recess in stock—per- 
mitting low ‘scope mounting. 


Graceful Design — Perfect Bai- 
ance .. . Selected walnut stock. 
Checkered fore-end and capped 
pistol grip, fluted comb. About 
634 lbs. 22” full-floating tapered 
barrel adds to accuracy and 
easy handling. 


Cocking indicator —Adjustabie 
Trigger Pull . . . The cocking 
indicator on right side shows at 
a touch or glance if action is 
cocked or fired. Trigger pull 
easily adjusted without remov- 
ing stock from rifle. 
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SALES 
BUILDER 


SELF 
SERVICE 














@ IDENTIFIES EACH TOOL 
CLEARLY 


@ SHOWS STOCK NUMBERS 


@ GENEROUS AREA FOR 
PRICING 


@ SAVES TIME WHEN 
RE-STOCKING 








COMPLETE 
GARDEN TOOL 
DEPARTMENT 


Self-Serve Ames Merchandiser with 60 matched 


“Chrome Line” tools Catalog #AS60.  @ | - A Ft ee & co e 


Profit on your first turn $61.44. Parkersburg, W. Va. 
See your Ames distributor for details. : 


Ames aise manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 
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Fiere’s the best 


QO re ce ee nr ee errr 


LIGHT, DURABLE 
NON-REINFORCED HOSE 


Light Weight Eire & 
wemBer BRATS : 
err sac 





RETAIL $2.24 and up—Leaders in 

> moderate-priced field, also give 
you generous profit margins. 
Fully guaranteed. 
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Supplex looks like the quality it is! That’s the way 
we make it. Handsome profit margins, of course! 
National advertising and in-store promotional dis- 
plays keep it moving fast. 


And you can help sales hum with your own local 
Supplex advertising, paid for by the free Ad-Dollars 
in Supplex cartons. Buy Supplex and sell quality. 








NYLON TIRE-CORD REINFORCED HOSE 





Note tough, knitted ply of 
nylon tire cord embedded in 





RETAIL $3.98 and up — Won't burst even this all-vinyl hose. An out- 
if left for days in hot sun under full water standing sales feature your 
pressure. Guaranteed 10 years. customers can see. 


nie 


hose profits 








TRIPLE TUBE SPRINKLER } 





RETAIL $3.98 and up—sSuperior, 
triple tube construction. Outsells 
all other sprinklers. Packed on © 
amazing new reel... makes all 
other flexibie sprinklers obsolete! — 


SUPPLEX COMPANY 
Garwood, N. J. 
Division of Amerace Corp. 
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FINE LAWN? Self-propelled 20-inch Toro Sport- 
lawn has 6-blade reel instead of usual five. 
4-cycle, 1.75 hp engine. Easy roller and wheel 
height adjustment. Safety chain guard. 
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SMALL LAWN? 18-inch Toro Whirlwind has 
new instant height of cut adjustment, complete 
controls on handle. Safety housing. Trims close. 
4-cycle, 1.75 hp Toro engine. 
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PROFESSIONALS 
PREFER TORO 


the market. 
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And Toro gives 
you more. Toro 
gives you power mowers engineered 
and tested at the only research and 
development center of its kind in the 
power mower industry: every model 
is put through its paces on acres of 
grasses and weeds collected from all 
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HILLS AND SLOPES? Heavy-duty 27-inch Toro 
Pony has forward and reverse with differential. 
Exclusive high-low cutting range. Wide pneu- 
matic tires. Short turning radius. 


GRASS AND WEEDS? Self-propelled 20-inch 
Toro Whirlwind has recoil starter on 4-cycle, 
2.75 hp Toro engine. New features include 
clutch-throttle control panel on handle. 





@ | es ae, She et oad - Pi 
ROUGH AREAS? 24 and 31-inch 
winds spin through grass or tangled growth. 
Heavy drive with multiple speeds. Optional 
reverse, electric starting. 





ge et: % eck gil "4 os 


ACREAGE? Differential and caster wheels give 
extra handling ease to the 30-inch Toro Park 
Special. Trims close. Heavy-duty clutches. 5.25 
hp, 4-cycle engine. 


TORO ’s new complete line 


You cash in with the right power mower 
for every customer’s need when you 
sell Toro—and you build satisfied cus- 
tomers all along the line! The Toro 
line for °58 is the most complete line 
of reel and rotary power mowers on 


over the United States and Canada. 
Here, too, Toro mowers are put 
through punishing “‘torture tests” — 
accelerated aging tests on specially 
designed testing devices—to make cer- 
tain the Toro machines you sell will give 
years and years 
of dependable 
performance. 










scl Son ai. 2 
TORTURE TESTS 
PROVE QUALITY 


a 


] 


What’s more, Toro protects you with 
controlled distribution—a network of 
franchised distributors. No direct fac- 
tory sales. Sound pricing. And these 
same distributors carry a complete 
stock of authorized Toro parts—with 





DISTRIBUTORS 
GIVE SERVICE 


AGRONOMISTS 
STUDY GRASSES 
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TRIMMING? tatven oy the “anita Handle, 25- LARGE ESTATE? The ‘sea “power mower 


inch Toro Homelawn unit has 6-blade out-in- with wings’’—the 76-inch Toro Professional— 
front reel, wide traction tires. Clutches for reel is the choice of the nation’s finest golf courses 
and drive. Easily pulls sulky (optional). and parks. Outmows 15 men with hand mowers. _ electric starting. 





LARGE LOT? Sturdy 25-inch Toro Colt features LEAVES? Like all home-size Toro rotaries, this 
6-blade reel with simple height ofcut adjustment. 20-inch Toro Whirlwind comes equipped with 
Positive foot brake. 4-cycle, 2.75 hp engine. Re- a leaf mulcher attachment. 4-cycle, 2.5 hp Toro 
coil starter. Extra-wide traction tires. engine. Recoil starter. 


means more sales for you! 





factory-trained servicemen to give 
your customers speedy service for the 
life of the machine. 


So why take a chance selling “distress” 
merchandise? Why take a chance 
selling little-known brands of power 
mowers that can 
only mean dis- 
tress for you, 
and for your customers? Line up with 
Toro today! It’s a line backed by the 
most powerful national advertising in 
the business. It’s the line designed to | 
build your sales now—and in the pgaiers ustep 


future, too! IN PHONE BOOK 








TORO OFFERS 
TIME PAY PLAN 
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TORO AND YOU: for complete informa- 
tion on Toro’s sales-building program for 
1958, and how you can cash-in as an au- 
thorized Toro dealer, write Toro, 3008 
Snelling Ave., Minneapolis 6, Minn. We'll 
include the new book “The Toro Story.” 








TORO 


TORO MANUFACTURING CORPORATION 
MINNEAPOLIS 6, MINNESOTA 


RUGGED ‘TERRAIN? 27- inch Toro Shasta 
guides with ease, turns on a dime. 4-cycle, 2.75 
hp engine. Reversible bed knife. Optional sulky, 





MANY JOBS? The Toro Power Handle is a 
lightweight engine-and-handle unit that drives 
your choice of 11 different Toro work units— 
from a snow plow to power mowers. 
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REG. U.S. PAT. OFF. 


This trademark helps you move more goods 
and move them faster 


Your CUSTOMERS know Du Pont’s reputa- 
tion in the field of chemicals. They expect any 
Du Pont product to be superior. 





And exciting new products and improved 
packaging constantly come to you through 
Du Pont research. 





Five new products are in the line this year 
a and new Du Pont advertising will put even 
50% more emphasis in your local market. In addi- 
warATHn“ee tion, Du Pont’s new spectacular drop-ship- 
ment plan pays 75% of your own advertising. 


aphid«mite 





The season will open with the biggest pro- 
motion in garden-product history. Builtaround 
a complete “‘Du Pont Garden Clinic Guide,”’ 
it will first reach your customers through the 
April issue of Flower Grower magazine. That’s 
the kickoff for a program designed to help 
you sell the complete line all season long. 











So check your stock, make sure you’re ready 
to move more Du Pont Garden Chemicals— 
faster and easier than ever before. Order from 
your distributor today. 
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Only GYM-DANDY'’ offers all these advantages! 


HADULT-TESTED 
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for Greater Child Safety! 





All GYM-DANDY®* leg sockets 
cre welded to the top bor for 
extra strength and safety. 
Positive fastening for legs. 


Torsion-Form Sky-Skooter* 
crossarm welded to top bar 
prevents strain on pumpers. 
Bushing housing welded to 
pumpers. 








Sky-Skooter* handle bors, 
foot pedals and channel-bor 
bearing housing ore welded 
for stronger, safer, more 
rigid construction 


GYM-DANDY®* welded ladder 

rungs offord sure footing, ore 

permanent, connot turn, sag 

or slip out of st Sofer. 
er. Snag-proof 


HE MORE WELDING 


for Greater Strength! 


If a play unit is strong and sturdy enough for an baked enamel finish. Here is quality that has won for 
adult it is certainly safer for a child —that’s why GYM-DANDY* every worthwhile seal of merit. | 
GYM-DANDY* UNITS are ADULT-TESTED for In 1958 GYM-DANDY* presents the largest and 
Greater Child Safety, as well as greater strength and O°! complete line of play units ever offered. It is 

backed by a bigger than ever Advertising and Mer- 
greater value. GYM-DANDY has quality you can see me 
chandising Program. All aimed at your customers. 
as well as test. More welding, at all vital points. Each 


Dont wait, order NOW .. . get ready for ‘58 . . . it’s 
detail is safety engineered. A beautiful but tough « GYM-DANDY* year! 





UNIVERSAL MFG. CO., INC. 
Factory and General Offices: 
BOSSIER CITY, LOUISIANA, U.S.A. 


Permanent Display Offices: 


CHICAGO: 
1447-8 Merchandise Mart 
=< 
513-A American Furniture Mart 
TOM HARTIGAN, Rep. 


NEW YORK: 


200 Fifth Avenue Bidg., Suite 255 
REDELL & DEMOV, Reps. 


CANADA: 
© 1958 Montreal, 2. 
U.M.C. 510 McGill St., 


LOU FRANK SALES "CO. Reps. 
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HICKORY HANDLES 


Mean Better Garden Tools 












...and only Gardex has them! 
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Free tools pay for this display 


Only Gardex gives you the selling-appeal of hickory handles. The 
Same choice hickory used in fine axes and sledges. Sturdy, shock- 
resistant handles of “‘axe-quality’’ hickory look better, feel better 
and sell more garden tools . . . And only Gardex has them! 

But that’s not all! Gardex—originator of the most imitated 
garden tool merchandising program in the industry—also gives you 
the famous GARDEN-diser Merchandising Rack. Takes only 31” x 
48” floor space. Holds over 12 dozen tools. All-steel construction. 
Easy-rolling wheels. Tools and display are factory packed—arrive 
unscratched, unmarred and factory new. Shipped freight prepaid 
on the generous Gardex FREE TOOL PLAN. 

Better see your Gardex jobber...or write us direct for more 
facts now! 
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GARDEX nc. 


501 N. Carroll 
Michigan City 2, Indiana 
















Designed, Built and Priced for 
the Home Gardener ...and 
UNCONDITIONALLY GUARANTEED! 















Write today for new 1958 
Garden Tool Catalog. 
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ANNOUNCING RESEARCH ACHIEVEMENTS 


FOR GARDEN, FARM, HOME AND FACTORY 







The new-style “G00” series 
EAGLE OIL CANS 


The new-style “S00” series 
EAGLE GASOLINE CANS 


















401-NS — 1 GAL. 402-NS — 2 GAL. 501-NS — 1 GAL. 502-NS — 2 GAL. 


Ideal for use with stoves, heaters, in 
construction work, service stations, gen- 
eral plant and railroad maintenance. 


ideal to use with outboards, camping, 
in home workshops, with garden imple- 
ments, power lawn mowers. 








502'2-NS — 2'2 GAL. 505-NS — 5 GAL. 


Order the new Eagle EAGLE "400" and "500" Series Cans... 


se ond Gasoline @ feature seamless-drawn dome-shaped body. 
firect to Eagle for © Have double seamed hottom—no top or side seams. 
information. ® are made of heavy 26-gauge galvanized steel. 


® are designed for rough use and unlimited service. 


Serving Industry Since 1894 


MANUFACTURING CO. Wellsburg, West Virginia 





ENTIRELY NEW! 
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THE NEW-STYLE COMPLETE ‘A’ LINE 


» « - complete with 


CONVENIENCE | Ga! Ge 
FEATURES i Ce. 


“A” line comes equipped with graduated 


EAGLE “A” & ““M’’ GASOLINE CANS oil measure of %, 4 and 1% pint capacities. 


* Have seamless-drawn dome- — 
shaped body ...no top seam... 
no side seam. 


€ 
* Feature strong, double-seamed 
bottom. 

€ 
¢ Are fast-selling ... ideal for out- 


door, marine, garden and home 


° M-2'2 — 22 GAL. M-5 — 5 GAL 


& E- AT Lj Y r- S : 7 | Also available in 1 and 2 - sizes. 


the new re-designed Eagle “A” 
and “M” line Gasoline Cans NOW or write direct 
to Eagle for information. 


© 
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Vent clip and filler cap permit . 
easy flow of gasoline. For faster The flexible spout makes it easy to fill supply 


pouring, open the vent. tanks without spilling. 


Fine mesh brass strainer 
prevents clogged fuel 
lines. 


— ae ae ee ee ee 


a eth RN ra 2 lan re GR ns enc 


es 3 
oe . — a 





and the Kipidagivn 
TWIN CHAMPION 


two-stage packaged convertible 


Take a close look at this big, powerful Rapidayton Twin Champion. 
No other pump manufacturer can offer you 

anything even close to it. Count the multiple selling 

advantages: It has two stages. It’s completely packaged—with 
horizontal and vertical tanks ranging up to 52 gallons. 

It’s convertible, for depths to 150 feet. It is deluxe quality- 
built, through and through. As for performance, it loafs along 
while pumping full capacity at 40 Ibs. pressure. Add the fact that 
the Twin Champion retails in the same range with most single- 
Stage deluxe pumps—and carries a generous trade discount. 

Add these advantages, and you'll see why the Twin Champion 

is the shortest, quickest way to a more profitable pump business. 


Built-in PROFIT 
Selling Features 


It’s easy to get the price you ask 

when you can point to these built-in 

PROFIT selling features: two-stage 

design # convertible from shallow 

to deep wells without additional 

pump parts ¢ world’s most efficient, 

self-priming Quad-Volute design 

vertical tank models meet FHA re- Vertical Tank 
quirements capacitor motors @ FHA* Model 
galvanized ejectors. 


Built-in PROFIT 
Service Features 


Exclusive Quick-Connect flange (pat- 
ent pending) saves up to $10 in time 
and materials © packaged models 
ready to install as they come from 
shipping carton ¢ standard capacitor 
motors (available locally for emer- 
gency service) parts interchange- 
able with other Champion models— 
and only a mere handful to stock. 


Pumps Full Capacity 
at 40 Ibs. Pressure 


The Rapidayton Twin produces all the 
extra gallons required by truly mod- 
ern suburban and rural living. De- 
signed to cover 74% of the entire 
deep-well jet pump market! Goes 
down to 150 ft. and delivers up to 
1250 g.p.h. Horizontal tank package 
systems in % and % hp: vertical 
wy ag we ee models UC The Tait Manufacturing Company, Dayton 1, Ohio 
ga = Established 1908 as The Dayton Pump and Manufacturing Co. 


* TRADEMARK 


FARM AND HOME APPLICATIONS 





The New Red Brand 


Po NNT ve 
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roll sign... 
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& WIRE COMPANY ° PEORIA, ILLINOIS 








selling aid for you! 







the Famous RED BRAND fence, recognized for years by 

: the top red wire, now carries another mark of quality — 

only fe ence line a metal RED BRAND sign. It’s a new and special fea- 
that sells on sight ! ture designed to help you get still more customers and 


faster sales. It teams up with the widely-known 
RED BRAND to let everyone know the best fence on 
sight! Now, every roll you sell will add another local 
poster to help you sell still more. 


This display, firmly attached to the woven wire, is 
putting the name of RED BRAND out front—on 
highways, on roads, in stores. Your customers will be 
seeing this sign on RED BRAND fence on farms 
throughout your territory. They'll be seeing it on rolls 
of RED BRAND fence in your place of business. 


Farmers know the name of RED BRAND means extra 
value. They’re learning the facts about this long-last- 
ing fence through Keystone advertising in leading 
farm publications and over radio and television. 


See your RED BRAND salesman soon to learn how 
RED BRAND promotions benefit you. 


KEYSTONE STEEL & WIRE COMPANY °° PEORIA 7, ILLINOIS 
RED BRAND® Fence - RED BRAND® Barbed Wire + Bale Tie - RED TOP® Steel Posts - Nails - Keyline Poultry Netting 
Ornamental Fence + Non-Climbable Fence + Gates - Keymesh® - Keycorner - Keybead - Keywall 
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QUTDOOR SPECIALS 
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BAR-B°Q | 

¢ Brush — I No. 5 BAR-B-@ 
=. BRUSH SET 
—,” ~ Grit! A most-needed item for every grill! 
Pie e Attractive display card features two 










brushes for outdoor chefs. 






Has firm, bright scraper to remove caked-on 
foods and fats; durable brass wire bristles to 
keep grill in tip-top condition. 




















BASTING BRUSH / 

; PATIOS f/ 
Quick, safe basting for steaks, chops, fowl or 
seafood. Long, safe-angle handle . . . sterilized 

horsehair filling. TERRACES 








| SPECIALLY PRICED, 
SPECIALLY SIX-PACKED 


| PENO, . ook nc cede ccwoe $2.69 


i IN ok osc xe ses *2.19 


M | Attractively carded Set packed six to a 
OG j shipping container. 


WALKs 






GARAGES 


BASEMENTS 





court? 


poor 


2 RANCH HOUSE BROOM 


Sturdy push-type broom makes sweeping 
on rough outdoor surfaces easier and faster. 
14” head; 54” handle. Special blended 
filling for cleaner sweeping. Broom heads 
packed individually in attractive, outdoor- 
style display package. 


IN SPECIAL 6-PACK with 
SPECIAL HARDWARE WEEK PRICE! 


Six heads and six handles in complete shipping container. irha price fe. 0 a eer 


OX FIBRE BRUSH COMPANY, INC. 
© srenericx <olablshed /§§4¢ MARYLAND 
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Reg. Retail............ 

















B.EGoodrich 





Consider this difference in Koroseal hose 
—and what it means to you 




































we 


Koroseal garden hose has a reputation as the WALLY 


finest hose of its kind. Its quality and ad- <> 
vantages are well known and respected. 


Because of this, Koroseal takes less ‘‘sales 
talk’’. You find less sales resistance. People 
know they can depend on Koroseal to give 
them complete satisfaction. And that—what- 
ever they buy—is what your customers want 
—satisfaction. Koroseal has been satisfying 
countless users for over 10 years. 


You, too, can depend on Koroseal hose. 
Sell it with complete confidence. Koroseal 
is not made with scrap materials. It’s tough, 
lasts years. Leave it out all winter, run over 
it with a car, you won’t harm it. And Koro- 
seal’s beauty is durable, too. Time only dims 





it slightly. Another advantage is light weight. 
Koroseal weighs one-third less than rubber. 
Result—it’s much easier to use, more pleas- 
ant to handle. 


Stock the full line of Koroseal hoses. That’s 
the way to make sure you won't lose a sale. 
Koroseal King Size is larger for faster water 
flow. Koroseal Imperial is slightly smaller 
and lighter. This appeals especially to women. 
Koroseal Crystal is translucent, won’t turn 
ai grayish brown after long exposure to the sun. 

Talk to your distributor salesman about 
Koroseal. Be ready to offer your customers 
a full line of the hose in which they have 
complete confidence—Koroseal. 


Koroseal—T. M. Reg. U. S. Pat. Off. 


Pail 


B.EGoodrich Koroseal garden aa 
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SWIVEL BOY’S THE ONLY MOWER 
THAT’S REALLY NEW AND ASSURES YOU OF PROFIT TOO! 





The Counter Balanced Design and Engineered Maneuverability 
are the Patented Features and will command enthusiastic cus- 
tomer acceptance for SWIVEL BOY. 


The all steel ball bearing wheels, the two swivel casters and the 
extended position of the two swivel wheels assure the operator 
—the housewife, teenager, or tired business man—the easiest, 
safest and ONLY completely maneuverable rotary power mower 
for 1958. Trims perfectly around trees and shrub without lifting. 


The true counter - balanced design assures 
smooth even cutting on irregular terraces and 
minimize scalping. 





These and other exclusive features will guar- 
antee positive customer acceptance and assure 
you of a full profit margin on the all-new 
SWIVEL BOY rotary power mowers. Ask your 
Jobber for full information, or write Seminole 
Mower Co. 


a 


SEE THE SWIVEL BOY LINE NOW—  ———~—___ 
AND GO FOR PROFIT IN '58! 





21’’ WARRIOR 
MODEL 1057 


ss 












471 SOUTH WATER STREET 7. OO. BOAR 1S DECATUR, ILLINOTS 
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Easy to KILL MOSQUITOES with Donoldlton 


¥ % . Bs a 7 & % & > : BOR, " 3 = tes ws Ses Y yee 4 J ate 
a be Se Ti eae ft 4 OF. 2} >t «arts. ae 









Here’s the easy, economical way to kill off 
pesky, fun-spoiling, harmful mosquitoes that 
make life miserable and ruin yard pleasures. 
Kills flies and gnats, too. Donaldson FOGGER 
attaches to power mower and sprays an entire 
yard with highly effective insecticide. FOGGER 
SPRAY contains powerful D D T and Chloro- 
dane. You’ve had it, bugs! FOGGER is safe for 
humans, animals, flowers, trees, shrubs and grass. 


SURVEY PROVES OWNERS LIKE IT 
AND DEALERS PROFIT! 


Homeowners like FOGGER for outdoor living, 
lawn pence garden puttering or plain loafing. 
Donaldson FOGGER keeps the premises bug-free 
the easy way ... the effective way. 

* be ae | Dealers like their substantial share of the 
? caus . $6.95 retail price. They like, too, the repeat, 
es er repeat, repeat sales of the insecticide sold in 

























* ‘ 
' f 


...be prepared for the most promising 


mosquito eradication program of 1958 


a 
-~ 


Promotional Advertising Aids 





@ FOGGER fits any 4-cycle reel or rotary 
mower up to 2% H.P., Briggs-Stratton, 
Clinton and other single cylinder engines. 

@ Screws on in seconds. Exclusive regulator 
pressurizes can. 

@ Donaldson FOGGER (KIT) Contains one each: 
pint of insecticide; mixing valve; ear- 
pleasing automotive-type muffler. 















A aS RS Re ee eS 
. ' & 4 . & ; : 
d ' s : s 3 ; ’ 
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National Advertising . . . Catalog Donaldson “ee 

Pages... Dealer Ad Mats... Satapaee ghee ne eee 
Salesman's Sales Stimulators... : and payable on July 1 
Clever “| hate mosquitoes” Cus- Shee - Soe | 

tomer Work Order Tag... Multi- FS Sec oe een 

Color Window Banners for sell- 


on-sight merchandising .. . 


NEW FOGGER DISPLAY 
BIG PROFIT! SMALL SPACE! 


ee . 
Sells from less than 1} sq. ft. of for Spring eee get ready for weeds! 


counter space. Sets up in seconds, 
<aemoesat | NEW KILLER KANE 
son FOGGER kits. 


WRITE 
D — PROMOTIONAL AIDS for '58 & 
ovals Order your displays of KILLER KANE 
.. . the one accepted, safe, sure, se- ' 
OW, lective way to kill dandelions, plantain h 


and other broad-leaved weeds. 
COMPANY, INC. 


2520 WEST LARPENTEUR, ST. PAUL 8, MINNESOTA 
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“With Wiss, we have what our customers want and ask for... 


2 
Ps 
’ 
e % 
$ Soy i 
\ Br 
, 


Jf «s.Complete line of best-selling 
=~ garden shears 


erchandised with 









... Complete’ 
eye-catching displays 


TO CONSUMERS, Wiss means shear quality. 
TO DEALERS, Wiss means shear magic...shear sales magic, because Wiss 
is a cut above competition in all four vital respects: 


Wiss offers the most complete line of garden cutting 
tools for professional and home gardeners. 


Wiss is the only line with best-sellers in all categories — 
hedge, grass, and pruning shears. 


Wiss is the best known brand through powerful national 
advertising. 


Wiss is the standard of quality everywhere. 


Cut yourself in on the big profits to be made with Wiss garden tools 
this year. Feature these self-selection displays available now from 
your jobber. Call him today. 


RETAILERS SAY THIS ABOUT WISS: 
“Complete Wiss assortment doubled our shears volume .. .” 


“When we switched to Wiss, we eliminated multiple inventories, got 
faster turnover...” 


>” 
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WISS Grass Shears 
are individually boxed 





Grass Shears! 


All 

Pruning Shears 
are now in 
Mylar 

window boxes 


WITH WE 
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&,Q ) 
| Z& i! tS 
. Pe ial 
< ~ | {i 


UREA | 00). VW 
— m=. tere 




























. it . Vi mG 
Oe’ r Fy : av . a 
i 1| ee 
ey . Y o. Li 
- GT-258 
Not a display, but a 


complete department! 
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— new, easiest cutting 








Informative new tag 
for Hedge Shears 





#900 
Giant Value — 


Giant Seller! 


New GT-58 
Display Free 





New Wiss pruner boxes are high-powered sales- 
men attractively displaying the pruners through 
a tough Mylar window (#908 illustrated). All 
boxes clearly identify the model number and 
type of pruner, all have a special tab so packages 
can be hung on peg board. When sale is made, 
tab is detachable enabling precise inventory con- 
trol. Reverse side of box contains sales informa- 
tion for clerk and customer. 


#701 — New easiest cutting Grass Shears! 
Wiss #701 “Grass Masters” are the fastest cutting 
grass shears made! These new grass shears actu- 
ally require half the usual cutting effort . . . easily 
cut the toughest grass! Equipped with viny! 
handle grips to protect hands, and convenient 
one-hand closing latch. Bevel-ground, high- 
carbon hardened and tempered blades for last- 
ing knife-like keenness. 
Retail price .....-..++. a re $2.75 


Dealer’s Cost...... phandvns ee $1.84 
All Hedge Shears are now equipped with an 


informative, red and white label, which clearly 
indicates style and model number. Wiss offers 
five different types of hedge shears ranging in 
retail price from $2.75 to $7.95. 





GT-258 —A Complete Department! Features 
the entire line of best-selling Wiss garden tools 
in just four square feet! Actually displays up to 
76 assorted pairs of hedge, grass, pruning, and 
lopping shears . . . permits self-selection by cus- 
tomers. Items are identified by style and price. 
Retailers report that the GT-258 display has 
doubled and tripled sales for them. 
ee a OUR i 0s ct kcdauds $136.19 


New GT-58 Display works wonders with 1% 
square feet of space. The GT-58 display features 
one pair of each type of grass, pruning, and 
hedge shears, plus one flower cutter-holder. Thus 
you can display the complete Wiss line, but tailor 
your stock to your individual requirements. The 
GT-58 is 1 4 square feet of sure-fire sales success! 


PURE WOU oe van dna detbcs wees $43.28 
Dealer’s cost.......... Se aiiatin $28.70 


#900 Long-Handle Grass Shears are becoming 
increasingly popular with home gardeners. New, 
narrow blades give unmatched keenness; two 
wheels provide steady operation. Featuring sim- 
plified trouble-free construction, these new shears 
require half the effort of other types, will cut the 
toughest grass. 

ORNS « . . cacbudakenesccinn $4.95 

eee ee OOGRs ss 6 oc haw s 6cb Seas $3.30 


WISss 


... always a cut 
above competition 


J. WISS & SONS CO., 
Newark 7, N. J. 


World's Largest Manufacturer of Shears, Scissors, 
Pinking Shears, Skalloping Shears, Metal 
Cutting Snips, and Garden Shears 





BOSTON’S complete line of garden hose 


WEIPS GROW MORE GREEN STUFE 
(—N 


ter 
ON helps you to greab&” 
att hose profits with better 


ion-getting 
roducts, attention-ge 
ac and smart merchan 


dising aids. 



















VINYL GARDEN HOSE 


Made of 100% Pure 
Vinyl in two styles: 


RUBBER GARDEN HOSE 


Durable. Resists sun, 






















m@ BOSTON 
Ray oe weather and wear. 
Light weight, spar- Seamless rubber tubes. 


kling transparent, 
and high-gloss, double- 
extruded Opaque. 


Single and double | 
braid high-strength | 
reinforcement. 





ALL BOSTON Vinyl Gorden Hose far exceeds the standards 
of the Society of the Plastics Industry, Inc., and bears the 
seal issued by the U. S$. Department of Commerce. 


VASO TINE "Oya Sasi 


BOSTON BOSTON 
mi eosToNmm Triple-Tube NOZZLES 

eS, FLEXIBLE A sales leader. Full size. Ma- s &§ 
chined from solid brass. 
SPRINKLER 


Top quality vinyl. 





BOSTON 
Made super- flexible to 
lie flat, hug curving terrain. Gives wide, HOSE WASHERS 
gentle spray. Reversible for soaking. Nickel- Live, red rubber. Durable. 
plated brass couplings. Perfect fit. 






Speedy delivery from our 
warehouses to distributors on 


BOSTON WOVEN HOSE & RUBBER COMPANY 
all orders and re-orders. =leh-gge}, BOSTON 3, MASS. 
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a memo for Johnston Mower Dealers 





wooseeevneeeeeees BE SURE TO ASK YOUR JOBBER FOR 










* fn, 
P . 
5 


anny 


Colorful Window 


Banners 





» eee Howse s Garden 





Ad Reprint Cards featuring 
National Ads 





Envelope stuffers 


illustrating complete 


ine 


ey 
Effective, practical 
point-of-sale displays 






Practical. illustrated 
sales training 
booklets 
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Sohnatens 


NEW MERCHANDISING 





AND SALES AIDS... 


Johnston’s new 1958 merchandising materials are de- 
signed to help you make more money selling power 
mowers. They are practical and attractive — designed 
for you. Be sure to ask your jobber about them now 
... get your order in early. 


aN S$ 
Oe 





JOHNSTON LAWN MOWER CORPORATION 
Brookhaven, Mississippi 


A Subsidiary of Jacobsen Manufacturing Co., Racine, Wis. 


Johnston Lawn Mower Corporation, 


Brookhaven, Miss. 


Please RUSH me samples of the following new merchandising 
materials. 


Window Banners [] Counter Cards [] Point-of-Sale Cards [_| 


_ 


Envelope Stuffers |_| How to Sell Booklets [| 


ee 
ADDRESS. ........ 
POT. diictthbccinmaitncporsinastiaintitioneninns RIES cnecscsvaccovienensenenpetiametengiies 
POUND “Wensneinecsiadevernseissinciantnnncecicapnepingnthitinenecntensimneshinmaseaniianee tehcinangmiangiiairins 


- 
aw 





ArVIN 


“CHARKY” GRILLS AND SMOKERS 
~~ = | a Arvin “Charky” Deluxe Grills 


Shown below is basic Model H-22, 
with 24” porcelain-on-steel bowl. 
The rotatable, removable, adjust- 
able grill permits simultaneous 2- 
level cooking of rare and medium 
steaks. No-stoop control panel has 
3%" height adjuster and clock- 
timer. Over-size wheel base has 
two 8-inch rubber-tired wheels, 
swivel front wheel, and enameled 
tray. $49.95 (Chef’s table illus- 
trated is optional accessory, $14.95.) 
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the flexible line that sells easier, 
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Pa 

H-2 Hood, Motor, Spit 
UL motor, chrome spit 
with 2 skewers, and 12” 
gray baked enamel steel 
hood slotted to accom- 
modate H-4 smoker 
hood also. $20.00 


* oe 






¢ 


poe MOOS, 


H-4 Smoker Hood, 
Cutting Board 
12” smoker matches H-2 
hood; has adjustable 
damper control. Plastic- 
top cutting board fits 
any 24” grill. $10.00 


H-6 Shish Kebeb Outfit 

6” aluminized wind- 
screen can also be used 
alone. Shish-Kebober 
has 2 universal mount- 
i brackets and four 
26° skewers. $6.00 





c Bind! 


Sai - 7, = 

* *) a ¢ 

a “ H-7 Deluxe 

Hood, Motor, Spit 

15” aluminized steel 
hood, UL motor, 
chrome-plated spit with 
2 skewers. Spit and mo- 
tor mount at any of 3 
heights. $25.00 


sells more 








H-8 Deluxe Smoker Hood 
15” aluminized steel 
smoker fits and matches 
H-7 hood. Temperature 
gauge, adjustable 
damper control. $10.00 





Above accessories fit all Arvin “‘Charky” 24-inch Grills « Individually packaged 











Arvin “Charky’’ Popular-Priced Grills 


Retailing at only $19.95, the basic 
model in this series is H-20 (above). It 
has a 24” black enameled bowl, spiral 
chrome grill, 344” height adjustment. 
Plated legs, 6” rubber-tired wheels. 
All accessories shown above are de- 
signed to fit perfectly the H-20 grill. 





Promotionally Priced Arvin‘‘Charky’’Grill 


With only three basic models of grills, two smokers, 
and five accessory groups you can offer as many as 
15 different models at 13 different prices. 


Interchangeable accessories sim- 
plify selling, reduce inventories. 
All the Arvin “Charky” acces- 
sories illustrated are quickly, eas- 
ily attachable to the two basic 
24” grills—the Deluxe style (op- 
posite page) and the Popular- 
Price style (left). Thus, with a 
minimum stock of grills and ac- 
cessories, you can demonstrate 
and sell a wide range of models 
at prices all the way from $19.95 
to $84.95. You can replenish ei- 
ther grills or accessories as you 
need them. You avoid the neces- 


sity of stocking a broad line of 
expensive models that have non- 
detachable accessories. 


it’s easy to sell your customers 
UP, too, as you show how extra 
accessories add built-in cooking 
skill to each step-up model. The 
easy-to-add accessories also in- 
duce many “‘come-back”’ sales. 
Customers who buy simple mod- 
els get the outdoor cooking habit. 
Soon they want the advantages 
of further equipment that can be 
attached to what they have. 


All prices are suggested retail; slightly higher far West and South 


Barrel-Type Smokers in Growing Demand 
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Model H-10. ‘“‘Starter’’ model for out- 
door cooks—whets their appetites for 
something bigger and better. 18” extra- 
deep steel firebowl with heat-resistant, 
satin-black enamel finish; plated grill 
with 3” height adjustment; plastic-tip 
legs fold under firebowl for easy storage 
and transport. Only $9.95 








Extra heavy-gauge 24” x 18” ventilated 
barrel with tight-seal swing door. Grill 
raises and lowers 344". UL motor and 
spit, thermometer, chef’s board, plated 
1” legs, two rubber-tired wheels and two 
swivel front wheels. Model H-31, $49.95 
Model H-30, same chassis without motor, 
spit and swivel front wheels, $29.95 


> 
Furniture & Housewares Division AAYVWIN INDUSTRIES, Inc., Columbus, Indiana 


Arvin also makes Leisure Furniture, All-Metal Ironing Tables, Home Radios, 
Portable Eletric Heaters, Electric Fans, and Car Heaters 





*, .* 
t . 
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Both styles available 
in full range of sizes 


Gleaming, jewel-like high gloss finishes 
catch the eye. Lightweight, easy-to- 
handle. All Biltrite Vinyl Garden Hose 
are so durable they are unconditionally For your many customers who demand 
guaranteed. Far exceed standards of the special qualities of rubber . 

the Society of the Plastics Industry, BILTRITE RUBBER HOSE 

Inc. and bear this seal issued by the 
U.S. Dept. of Commerce. All couplings Extremely durable live rubber, re- 
full-flow solid brass. Bright, inforced with high tensile cord. 
multi-colored packaging makes selling Full range of sizes and colors. 
easier, too. 


LTRITE 


RUES 





The BIG seller that makes watering 


: at BILTRITE TRIPLE-TUBE 
ad mats and window streamers. Merchandising 


displays and self-service racks available. Finest quality vinyl; gives wide, 


@ SPEEDY DELIVERY to distributors from strategically gentle spray, always lies flat, re- 
located warehouses. versible for soaking. Nickel-plated 
solid brass fittings. 


AMERICAN BILTRITE RUBBER COMPANY 
CHELSEA 50, MASS. 


You get these extra advantages 
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ROTARY MOWER 


EASILY HAVE A 
RIDING MOWER 
WITH THE NEW 


Lexy boy 
POWERED SULKY 


EASILY AT- 
TACHED to 
rear of any 
rotary mower 
housing; de- 
taches in a 
jiffy for hand 
operation. 


EASY TO 
CONTROL 
with hand 
throttle to 
left of sad- 
die seat, and 
car - type 
brake and 
clutch 
pedals. 


EASY TO 
MANEUVER 
on curves or 
straight- 
away; gives 
full mowing 
power AND 
full driving 
power at the 
same time! 


Lexy boy 


MOWER COMPANY, 


Dept. HA-28, 301 West 73rd St. 
Kansas City 





MILLIONS OF AMERICAN FAMILIES NOW OWN ROTARY POWER MOWERS 


MANY OF THEM WANT A RIDING MOWER BUT FEEL THEY CAN’T AFFORD 


ig especially when the mowers they have are sfill in good condition 


lure every 


OWNER CAN 






Ved 4 and YOUcan 
"i sell it to him! 


FACTS PROVE IT...there’s 
a pre-sold market ready and 
waiting for the new Lazy 
Boy Powered Sulky, powered 
by genuine BRIGGS & 
STRATTON 4-cycle or 
CLINTON 2-cycle engine, 
built for use with any rotary 
power mower; easy to man- 
euver (more so than many 
expensive riding models) 
and LOW IN COST. 


Get the full facts NOW; ask 
your wholesaler or mail 
coupon below. 





















Optional third - wheel - 
and-handle attachment 
converts the sulky to a 
handy runabout. 


Ley Boy 


Retails with 4-Cycle 124.95 
(2-cycle, $10 less) 


NATIONALLY 
ADVERTISED 







SOLD ONLY THROUGH HARDWARE WHOLESALERS 







OK- send us the dope on your new Powered Sulky. 
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MAIL TODAY 
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ae!) eet Cee eee Pee ee Cee ee ee eee Pe eee eee Tee eC eee eee ee ee eee eee ee 


NEW IDEA FOR EXTRA PROFITS 


14, Missouri 
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Youre in the Saddle...when you 
yt 


f re 


Feature AIR=-LITE 


Grab the reins, pardner, Air-LITE products are on the 

move, Sparked by color spreads in LIFE, etc., Fiberglas’ 

“Comfort Conditioned Home” program is pre-selling Brand- 2 
conscious home owners. Lead with Atr-LITE and you'll 

hit pay dirt, pronto. 


COMFORT 
CONDITIONED 





new Wane nnska Display Rack is now reduced to _ 
ante SA ey gercheen at ¢ ey Samaning- 


FREE $16 B INUS: You also get a 50 ft. Bonus roll of 
AIR-LITE | i Ie n popuicr 26° width Free with order. 
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Saran 
Co ai | 
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sige nee 


AIR-LITE Chair Webbing AIR-LITE Furniture Cloth AIR-LITE Outdoor 
woven of Firestone )cGp> Self-Service Kits Furniture Cloth 

Display Rack stores, sells, Nothing to measure, trim or wrap. woven of Firestone )eZ* 
dispenses. Free with 4-roll order. Each kit re-covers one chair.Display This eye-pleasing Display rack 


Stand holds 2 doz. Free with order. Free with 3-roll order. 


Why wait? See your wholesaler 


caaecnnaalige Plastic lloven Products Ine. 


51 CAMDEN STREET @ PATERSON , N. J. 






* tm. O C F Corp. Weavers of AIR-LITE Products 
® Firestone Plastics Co. Sales representatives: John H. Graham Co., Inc 
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IT’S “IN THE BAG” IN ’58 FOR FAIRBANKS-MORSE PUMP DEALERS! 





FAIRBANKS -MORSE 
Ypuitlbo 070d i993 tC 


- | PRESENTED TO 
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G. HIRAM BUCHMAN, INC. 


QUALITY with SERVICE 


: 





This plaque can mean 
more sales per year...more profits per sale! 


A reputation for dependable, reliable repair service—plus e Consumers have more confidence in brand-name pumps 
a Fairbanks-Morse dealership—can help any dealer lick which they know well. 
competition. 


e Sales for F-M pumps are easier to close. 


That’s a strong statement. Here are the reasons why: e You get powerful advertising backing 


e You carry only one line—well-advertised quality 


products. Get the facts about F-M Dealership 
e You can prove that. “low-priced’”’ pumps may not be a 


Mail the coupon for the facts about new service plan, new 
bargain. 


personnel training program, new pumps and 1958 adver- 
. e You do not have to cut prices—customers want quality. tising program. 


po a HH om 
Fairbanks, Morse & Co. 


600 So. Michigan Ave., Chicago 5, Ill. 

Gentlemen: We’d like to know about the F-M Sales 
and Service Dealership in ’58. .. .. .Have your sales- 
man call. ..... 
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@ FAIRBANKS-MORSE 





WATER SYSTEMS « GENERATING SETS « MAGNETOS e« PUMPS 
MOTORS « SCALES ¢« DIESEL LOCOMOTIVES AND ENGINES 
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24” Model AE-180 30” Model RR-140 
THE LAWNMOWBSBILE 

Deluxe 4-wheel riding LAWN TRAVELER 
rotary ... now with new Deluxe 4-wheel riding 
4-cycle engine. reel type. 












World's most complete 
self-propelled rotary 


Front wheel drive with 2-speed trans- 
mission. New 3-in-one fingertip throttle 
chokes, stops and controls speed of 
engine. Fingertip clutch lever. 2% h.p., 


22" Model RA-222 4-cycle Briggs & Stratton gas engine 


with recoil starter. All steel. Flexor 
. Blade prevents drive shaft damage. 
The Thunderbird Trimmer type. New streamlined look. 
Write Today For Complete Information On Homko... You'll Be Glad You Did 
WESTERN TOOL AND STAMPING CO. DEPT. wa.-21 


The World's Largest Producer of Power Lawn Mowers 
2725 Second Avenue, Des Moines 13, lowa 
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the one really new look in 
Power Lawn Mowers... 
from America’s finest and 
most complete line. 


Here is an entirely new concept 
in lawn equipment design... 
the one power mower line with 
everything ... styling, products 
and excellent list prices. Design 
that sets it apart . . . perform- 
ance that keeps it apart. This is 
HOMKO for 1958! 
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18” Model JK-50 20” Mode! LP-230 
THE FIREBIRD THE 

Popular trimmer-type LAWN MARKSMAN 
rotary. Self-propelled reel type. 
Also in 18” and 24” cut- 
ting widths. 













All New 









Power Arm 
Model PA-258 





Edger-Trimmer 
Chassis 
Model PA-261 





Mower Chassis 


Model PA-259 


Rotary Tiller Cha 
Model P 
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PROGRESS PLEASURE 





You can now offer your color-conscious 


customers the same quality Progress 
Pleasure Chests in their choice of 


Regular Red or the 


NEW TWO-TONE GREEN 


With everyone becoming so color- 


conscious — this choice creates for YOU 


greater profits and greater demand. 





PLEASURE CHEST 
MODEL No. A33 


Capacity: 
(Standing Upright) 
22 6-oz. bottles or 
20 12-o0z. bottles. 
ice and Lunch. 


THERE’S PROFIT IN 
-_ 
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OUTSIDE 
DIMENSIONS 


1442” Length x 
11%” Width x 16” 
Overall Height. 
Packed one to car- 
am. Shipping wt. 15 
ibs. 











HESTS 








FOR 1958 


THE PAL OUTSIDE 


MODEL No. A66 DIMENSIONS 
Capacity: 18” Length x 8%” 
(Standing Upright) Width x o %” aa. 
12 6-oz. bottles or al! Height. Packed 
18 12-02. bottles. one to carton. Ship- 

ice and Lunch. ping wt. 14 Ibs. 


THE MASTER 
STE OUTSIDE 
MODEL No. ASS DIMENSIONS 
Capacity: 18” Length x 13” 
(Standing Upright) width x oy” Over- 
32 6-0oz. bottles or all Height Packed 
24 12-0z. bottles. one to carton. Ship- 
ice and Lunch. ping wt. 28 Ibs. 


ALSO AVAILABLE IN REGULAR RED 


Construction is all metal—zinc-coated bonderized steel ex- 
terior, galvanized steel interior, and fiber glass insulation. Each 
chest complete with bottle opener and lift-out food tray. Finish 
is baked enamel with white lettering. 


ORDER FROM YOUR JOBBER’S STOCK NOW 











REFRIGERATOR @ CO., LOUISVILLE, KY. 






Order the new Borden’s 


en 


TRIPLE - SPRAY 


RESINITE 
! SPRINKLER 






& 
init ol 


























Se ea) C >, Realite Transparent. A bantam- , 7 i 
Coc Commercial Sandal Seal eight beauty with allow bra rwet, Shue’ couplings, Ava 
and 3 sizes. 50 ft., full 4 in. inside COUPlings. Extremely rugged virgin §>° ph wi2ts ane =, lengths. The finest sprinkler made. Virgin 

a < ; vinyl. Carries Commercial Stand. ‘t» 1 “2 in. inside diameter, vinyl with patented multiple tube 
ards Seal of Quality. Available in 4 ly $7.95. (list price). design. Sprays gentle pattern 25 ft. 


Gold Stripe Triple Spray Sprinkler. 

















Gold Stripe Reinforced. Nylon re- a Duro-Tred. Tough nylon and viny! aouie 
inforced virgin vinyl with ex- 3-ply construction combines high 
clusive low-temperature flexibility. rt Be with economy. Patented 


diameter, only $8.95. (list price). 







































































in. inside diameter and all lengths. wide over entire length of sprink- 
50 ft., only $6.95. (list price). ler. 50 ft., only $4.95. (list price). 
| e J 
Why you should stock BORDEN’S RESINITE line of Hose and Sprinklers! 
e they combine top quality with the newest fea- turn policy with a history of complete customer 
tures in hose manufacture. satisfaction. Any damaged Resinite Gold Stripe 
ea complete line with a full range of inside di- rsaag re fry ws Ke : — - gua y 
ameters and lengths. Top quality virgin vinyl or only $1.50. Sprinklers for only $1.00. 
products as well as tough, durable economy e the tops in dealer service. Fast delivery from 
hoses. the only hose manufacturer with plants on 
e the most realistic guarantee policy in the busi- both coasts. 








ness . . . every product is backed by the BORDEN’S RESINITE products are backed by 
BORDEN name. national advertising and special traffic-building 
e an unconditional “accidental damage”’ hose re- promotions like BORDEN’S GARDEN FESTIVAL. 




















Don’t miss the profits you can make with ‘‘Borden’s Products for the 
Home Handyman.” Place your “future” order for Resinite Hose and 
Sprinklers NOW! Call your Borden supplier or mail coupon today. 


My 20s 
SA ee Yo Se 
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Resinite’ plastic hose and sprinkler line now! 
Cash in on this nationwide Spring promotion 


OPPER ts jo Pesinte custome darn 
BORDENS GARDEN 
FESTIVAL 


(May 24 to June 21, 1958) 


Here’s how it works: 
















: Every one of your customers who buys 50 ft., 
\ Feaviste Coes or more of Resinite Hose or Sprinklers during 
= Borden’s Garden Festival gets a $1.00 package 
of “Borden’s38” FREE. Any “green thumber” 
in the market for a plastic hose or sprinkler 
will snap at this free offer. All you have to do 
to make ere is to display the Resinite Hose 


“ff Powerful 


National Advertising 


This ad in the June, 1958 issues 
of THESATURDAY EVENING POST, 
BETTER HOMES AND GARDENS, 
SUNSET, POPULAR GARDENING 
and FLOWER GROWER will tell 
over 25 million home gardeners 
about this exciting free offer. 









—_— 


| 





* New Borden Emblem 


This nationally advertised emblem tells everyone 
that you handle “‘Borden’s Products for the 
Home Handyman.” Put your decal on the 
window or door. It helps you sell Resinite 
products and Elmer’s® Glu ues and Cements 
all year long. 




















Satis Display Sells for 


You...Saves You Work | 


Colorful counter display unit 
with coupons explains offer. . . 
makes hose sales for you. Dis- 
play holds samy ‘e of “‘Borden’s 
38” which is yours after pro- 
motion. Eye-catching sal 
streamer pulls in customers. /— 


oh x, 
Bonita Garden ‘en Festival. 





pene. <r : 


a — ar PICEA OF BORDERS 


The Borden Company 
Chemical Division 
350 Madison Avenve 
New York 17, New York 


line. Nothing for you to handle. There'll be 
coupons in hard-hitting national magazine ads 
and on store displays available to you. Your 
customer sends us the coupon, along with his 
sales slip and Resinite guarantee tag, and we 
mail the “38” direct. Don’t miss this oppor- 
tunity for greater hose profits. 
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Bordens 9g PLANT FOOD 


Fes. 


Mail to address nearest you: 


The Borden Company 
Chemical Division 
P.O. Box 1589 
Santa Barbara, California 


Please rush the name of the Borden Supplier nearest 
me. I am interested in tieing in with the BORDEN 
GARDEN FESTIVAL. Please send complete details to: 
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with built-in 
staple lifter 








“4.95 STAPLE GUN! 


NOW! BLAST OPEN THE MASS MARKET FOR A 
HANDY, LIGHT STAPLE GUN WITH CONFIDENCE! 


Not only priced right... it’s made right! Arrow’s new JT-21 joins the host of 
other fine Arrow stapling machines to enhance over a quarter century repu- 
tation for quality and integrity of manufacture. 


@ Features Arrow’s famous jam-proof construction! 


@ Takes 1/4” and 5/16” staples to do hundreds of light nailing 
jobs around the house, store or office! 


@ Each packed in its own brilliant display box guaranteed to capture the 
impulse sale! 


oe ons aa wae. 


paseo 





You never lose a sale because... 


ARROW SELLS ONLY THROUGH THE TRADE! 
Write for full line catalog. 


MRraraw FASTENER £[70.,[NC. = 


One Junius Street, Brooklyn 12, New York Handle locks in place for easy carrying 


ae : 
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BLACK & DECKER 


U-10 JIG SAW 


at $10.00 SAVINGS! 






REG $54.50 


NOW 


$4.45° 


This versatile tool makes intricate, curved and 
straight cuts in practically any building mater- 
ial! Fast, easy to handle... and powered by a 
B&D-built motor. And now for Hardware Week 
we’re offering a real bargain on the B&D Jig 
Saw ...a reduction of almost 20%! Talk about 
sales leaders! Here’s your chance to sell more 
jig saws than ever! Limited quantity— order 
now from your wholesaler! Or write to: THE 
Biack & DecKEeR Mra. Co., Dept. H-502, 
Towson 4, Maryland. 


Ask your B&D Wholesaler about new things at 





MORE NEW THINGS ARE HAPPENING AT 





NEW ATT AGHMENT! | 











Moki Decker; © 


World's Largest Maker of Electric Tools 
HARDWARE AGE, FEBRUARY 13, 1958 


Biack & Decker Fioor 
Polishing Attachment 


Now the ladies are part of your 
power tool market! If there is any 
4” electric drill at home, just sell 
this new attachment. It goes on 
in less than 30 seconds .. . and 
the lady has a light, easy-to-use 
floor polisher. Comes with twin 
brushes that apply the wax, plus 
two snap-on lambswool pads 

for final buffing. 

If there’s no drill at home, you 
can make her and her husband 
happy by selling the double 
value of a B&D \%” Drill and 
Floor Polishing Attachment for 
less than the cost of many floor 
polishers alone! Take advan- 
tage of the tremendous sales 
potential in this fascinating 
new attachment by 
Black & Decker! 


papi 









Find Your san | 
Wholesaler in 
‘Yellow Pages’ 





~ under “Tools-Electric” 





The name all America buys... 











LACK & DECKER HEDGE-TRIMMING ATTACHMENT 


1 Q35 Turns any B&D \” Utility 


RETAIL Drill into a powerful hedge- 
trimming tool. Adjustable 
handle. 13” blade. 
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Black & Decker 
enters Yard ‘n‘ Garden 


- field for Spring 58! 





Backed by more than 30 years of 
brand-building advertising in maga- 
zines, newspapers, radio and TV. 








e Combination Floor Display 


e Lawn Edger ’n’ Trimmer 
Counter Card 


e Hedge-I' rimming: Attachment 
Display 


e Hedge ’n’ Shrub Trimmer 
Counter Card 


e Combination Store Streamer 


HARDWARE AGE, FEBRUARY 13, 1958 





10:05 A.M. The test begins. 
Making a variety of cuts, the 
Black & Decker Saw will get 
rugged, continuous on-and-off 
use in 2” lumber. 


4:00 A.M. It’s 18 hours since the test 
began. The Black & Decker Saw has used 
10 blades and has cut over 4,000 feet of 
lumber so far. Technicians will spell each 
other to keep up the steady pace. 


lala 
ARTUR ES 


mo a oo 
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8:30 A.M. Over twenty-two 

hours of work and a third shift 
of technicians. The B&D Saw is 
as fresh as a daisy although it 
has used 13 blades to this point. 


eS 


7-DAY TORTURE TEST PROVES 
B&D SAW TOO TOUGH TO BEAT 
... ON THE JOB, IN THE STORE! 


How would you get an unbiased check on your 
saw’s performance? Black & Decker called in 
United States Testing Company, Inc., Hoboken, 
N. J., and told them to give it a torture test! 

For one full week—a B&D Saw was tested day 
and night without a chance to cool off . . . sub- 
jected to more wear and tear than most saws ever 
get in a lifetime of use. And the saw stood up! 
After seven days and nights, the saw was found to 
be in perfect condition! Here’s proof that Black & 
Decker is too tough to beat! 


A REAL SALES PLUS FOR DEALERS! 
NEW LOW PRICES IN TIME FOR 


SAWTIME 98 


ON BLACK & DECKER SAWS! 





And Black & Decker will be tough to beat in 
the store, too! We’re telling the story of our 7-day 
Torture Test to consumers and builders — in 
Popular Mechanics, Popular Science, American 
Builder, Practical Builder and other top publica- 
tions! We’re helping dealers with literature, point- 
of-purchase displays and other merchandising aids. 
Get in on Sawtime, ’58! Talk to your Black & 
Decker wholesaler now! THE BLack & DECKER 
Mrc. Co., Dept. H-502, Towson 4, Md. 


SEE YOUR WHOLESALER! 


1. EASIER HANDLING—Light- 
ness and balance, easy adjust- 
ments, safety features give 
better control in the wood. 


2. MorRE PowER—Cool run- 
ning B&D-built motor is cus- 
tom engineered for abundant 
power on tough sawing jobs. 


3. PROVED RUGGEDNESS— 
Your Black & Decker Saw is 
built to last for years of de- 
pendable sawing. Unsurpassed 
B&D quality! 


4. BETTER VISIBILITY—Ex- 
clusive picture-window view 
insures line-of-cut accuracy. 
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Test continues through the night: After twenty-four hours of on-the-job service, the saw was still in 
top operating condition. It was then put on laboratory testing machine to continue this grueling 
ordeal for another 6 days and nights. Entire experiment was under impartial supervision of the 
United States Testing Company, Inc.,* a leading independent laboratory. *Report No. 37135, Nov. 27, 1957 


Black Deckers = 


World’s Largest Maker of Electric Tools Look under "Tools-Electric” 
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AN EASY HANDLING 


RIDING ROTARY 
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A new reel-type 
rider, too! 


Here’s the riding mower 

for customers who take 

special pride in their lawns 

and prefer the clean-cut- 

ting action of a reel-type 

machine. Fastened secure- 

ly to the rugged, depend- 

able precision-built 21” 

Worcester reel mower, this 

sulky gets its power from 

the mower engine. Ideal 

for customers who want a 

moderately priced riding - 
mower that’s easy to om SHEAR MASTER® #/DER 


Model 910.-T, 
dle, easy to store. 21° cut, recoil starter 


Convenient clutch and speed controls « All steel, contour-type seat 
tips up for easy access to engine * Weight of operator provides addi- 
tional wheel traction « Operator rides up front away from fumes and 
clippings « Low center of gravity for stability « All-steel tubular frame 
¢ Rubber-mounted chassis for minimum vibration. 














The complete line your customers prefer... 


5 ROTARIES 


Model 330-T, 21” cut, 
self-propelled, recoil 


Model 310-T, 21” cut, 
recoil starter 


Mode! 300-T, 18” cut, 
recoil starter 


Model 300-S, 18” cut, 
rope starter 


Model 300-E, 18” cut, 
electric, UL approved 
All gasoline-powered 
models with 
Briggs & Stratton 
4-cycle engines 


Wide range of types, 
sizes and prices 


You can please all your customers with 
Worcester lawn care equipment. Whether they 
prefer one of the new, easy-handling riding 
mowers, a clean-cutting reel or rotary, a light- 
weight hand mower or sweeper — Worcester 
satisfies! And satisfied customers are your most 
valuable asset for word-of-mouth advertising 
and repeat sales. To build your reputation — 
and your profits — sell Worcester, the better- 
built mowers that require a minimum of service. 





all self-propelled 
Model 900-R, 21” cut, 
recoil starter 
Model 900-GR, 21” cut, 
Hi-cut, recoil 
Model 750-R, 18” cut, 
recoil starter 
Model 750-GR, 18” cut, 
Hi-cut, recoil 
Model 750, 18” cut, 
rope starter ip, 


Briggs & Stratton 


. i; 
4-cycle engines 


~ ; 
Ai 


2 new RIDING 
MOWERS 


Model 100-T, 26” cut, 
rotary. recoil starter 
(illustrated) 
Model 910-T, 21” cut, 
reel-type, 
sulky riding attachment 


2 LAWN SWEEPERS 


Model 250-L 
30” width, 8 bu. capacity 
25” width, 6 bu. capacity 


5 HAND MOWERS 


Mode! 550, 18” & 16” cut 
Tubular steel handle 


Model 450-H, 16” cut 
Tubular steel handle 


Model 350, 16” cut 
Hardwood handle 


Model 350-H, 16” cut 
Tubular steel handle 








line for volume! 








malathion 


ore and more of your 


because 

















insecticide %?’’ 


customers will be asking, 


e « « they'll read John Cameron 
Swayze's 2-page malathion article 
(our ad) in May Reader’s Digest 


... full page editorial story 
(our ad) in Life — June 2, 1958 


... your customers will hear about 
malathion on Network Radio 


| ...see malathion on TV Home Digest 


...see the same, full color 
malathion ad in Better Homes and 
Household that comes to you on this .. 


Send coupon today... 





American Cyanamid Company 
Phosphates and Nitrogen Division 
Dept. HA, 30 Rockefeller Plaza 
New York 20, N. Y. 


aciiesiaiiesieaiedadeaeieaememeten 











FREE FulLt COLOR DISPLAY 


Pictures show customers common insects and damage they do. In full color, 
for counter or wall. Hands out free leaflets, displays brand of malathion you 
sell. Only 18/2 inches wide! Does the selling job for you! 


NAME 





ADDRESS 








CITY ZONE —_.. STATE —a 








controlled. 





Center. 
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A NATIONAL CASH REGISTER issues a printed, itemized receipt with each sale. All credit transactions are mechanically 
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A. HUTTAR, owner of Huttar’s Garden MUTTAR’S GARDEN CENTER has benefited from the great savings made possible by a National 


{ } 


“My Calional System 
saves me’2400 a year... 


pays for itself every 11 months!” —uuttar's Garden Center, stoten Islond, N. ¥. 


“We were losing $150 a month until 
we installed our National System,”’ 
writes A. Huttar, owner of Huttar’s 
Garden Center. “Our National Cash 
Register has given us complete cash 
and credit control, thereby increasing 
our profits greatly! 

“Every transaction recorded on 
our National is departmentized at the 
time of sale. This method of handling 
sales reduces bookkeeping costs to a 
minimum and makes it possible for 
us to tell at any time how much 


business we have transacted. Impor- 
tant, too, are the dependable, printed 
records our National furnishes. They 
provide greater protection for cus- 
tomer and for store. 

“In this way our National System 
saves us at least $2,400 a year, pays 
for itself every 11 months!”’ 


(ttle) “harttar 


Owner of Huttar's Garden Center 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


86 





m. 





Syste 


Your business, too, can profit from the time- 
and money-saving features of a National 
System. Nationals repay their original cost 
quickly, then continue to return a regular 
profit. For complete information, call your 
nearby National representative 
today. He’s listed in the yellow 
pages of your phone book. 


*TRADE MARK REG. U. S. PAT. OFF. 





CASH REGISTERS » ADDING MACHINES 
ACCOUNTING MACHINES 
nce paper (No Carson Required) 
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HERE ARE THE SPORTSMASTER AND COLUMBIAN OUTDOOR ITEMS 


that come in your 1958 





““PROFIT-STARTER’’ STOCK 







































[ 





No. 7MR 

1-GALLON SPORTSMASTER FAU- || 5.INCH 
CET JUG — WITH FOLD-AWAY | TUMBLER 
LEGS THAT SNAP INTO RECESSED | FITS UNDER 
BOTTOM FOR CARRYING. THE FAUCET 


(Legs available on 7MR and 6MR only ) 
Patent 2,804,989 













No. 3604 
COFFEE CADDY 
AND CUPS 
36 cup capacity 
Brown “‘Fineline”’ 
Porcelain Enamel. 


Set consists of 
Coffee Caddy 





No. 15 
CHARCOAL GRILL 
Porcelain Enamel 


\ 3 
~S ’ 







ereal — 
“take-along”’ size 


and 4 matching Cups. 


with your FREE Sportsmaster Display! 





Galer-Speeding features galow in 


SPORTSMASTER PICNIC JUGS! 


Six models and sizes to choose from —each a volume-building 
value that means business . . . lots of its . . . for you! 


FIRST ANYWHERE! New “Hi-Lo” Model with fold-away 

“Magic-Rise” Legs . . . a SPORTSMASTER first that makes 

serving drinks easier . . . features a new protected 

“hideaway” faucet that can’t be turned on accidentally 
. . A STAND-OUT BECAUSE IT STANDS UP! 








COLUMBIAN ALUMINUM JUGS 


with White Porcelain Enamel Liners 





No. AY 
Two Gallon, Faucet 


SPORTSMASTER TWO-TONE BROWN JUGS 


White Porcelain Enamel Liners 


No. A7 
One Gallon, Faucet 





No. 6MR 


1\4-Gallon with 
Magic-Rise Legs 


No. 8M 
One Gallon, Spout 


No. 7M 
One Gallon, Faucet 


No. 9M 
Two Gallon, Faucet 


SPORTSMASTER ICE CHESTS 
15MH — 9x 21% x 11% inches 
24M — 134% x 22% x 12% inches 
24MH — 134% x 22% x 12% inches 
3IM— 134% x 22% x 15% inches 





No. 24M or 31M 


ICE CHEST WITH DRAIN No. 15MH 
COLUMBIAN 2400 and 3120 cu. in. ICE CHEST 
ALL-ALUMINUM ICE CHESTS —— ag a 


A24— 22% x 134% x 12% inches 
A31— 22¥% x 13% x 15% inches No. A24 or A31 
r orm = en ICE CHEST 
WITH DRAIN 
2400 and 3120 cu. in. 


INDIANA, U.S.A. 








HAUY yu, | No TERRE HAUTE, 





















HOTTEST 


selling idea up to NOW! 


the sure-fire 


SPORTSMASTE R* 
SELF-MERCHANDISER 


Fu 


> 
) SuTDecn LIVING 5 DEPARTmENT 








Colorful “Theme Center’’ 


for a multi-profitable 
OUTDOOR LIVING DEPARTMENT 
in YOUR store! 


yours at 

splay NO Cost 

. will be shipped by 
your jobber right along 
with your initial 
PROFIT-STARTER ‘ : 
Stock (just 9 Jugs, 
6 Chests and 3 
Barbecue items) 


in SPORTSMASTER 
and COLUMBIAN 

















merchandise. 
| = YZ co wee LU Op TAN ) Write for the name of your 
ees LA ID IL A\I 
| SK PA D1 eAl SPORTSMASTER JOBBER NOW! 
aes i W7 VERRES AAUTS, IND., U.S.A. | 
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Selling up- 
the secret of 
better profits 











Outdoor living lines can be really profitable 
















—if you concentrate on selling up. This 
year use the ideas in this guide to help you 


do a better job of selling up. 
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How to beat the squeeze 


The key to profits in spring goods this year will be in 
selling up. You'll make more net profits putting your 


efforts in selling merchandise that carries a bigger markup. 


by Paul Eisenberg, assistant editor 


Sell up. 

That is the key to better lawn and garden merchandising in your hardware 
store this Spring. 

That is the key to more net profits from your lawn and garden department, 
your way to beat the profit squeeze. 

This Hardware Age Spring Merchandising Guide will help you merchandise 
the items that carry a bigger markup. The Guide is to help you make more sales, 
and keep more of your gross profits. 

How can a Guide do this? 

Let’s begin at the beginning: 


(1) The spring market is as traditional as Christmas. Each year home owners 
get restive with the first signs of warm weather. They want to get outdoors 
and work on their lawns and gardens. They suddenly become customers for tools, 
equipment, seeds, fertilizers and the many other products available. Some of . 
these home owners are buying tools and supplies for the first time. Many, how- 
ever, are buying replacements for old, worn out or lost tools. 


(2) The spring market, in more recent years, has come to include an ever 
growing list of items for living outdoors. More and more folks are eating out- 
doors regularly, spending leisure hours on the patio or under a shade tree, taking 
their exercise and indulging their sports desires on lawn athletic equipment. 
This trend is still on the upswing. It is expanding the spring market in the 
number of items of merchandise that can be offered, and in sales volume and 
profit potentials. 














(3) The spring market this year will have its full share of price competition. 
Super markets, discount houses, va~iety stores are not going to overlook the lush 
sales and profit possibilities of such a well-defined market. 

Now, what can you do to get your share of a traditionally large market, to 
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on profits 
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From coast to coast and border to border your customers soon will be moving 


outdoors using lawn and garden supplies and outdoor living equipment that 
head up the major merchandise lines in your spring merchandising program. 





ride the trend on outdoor living equipment, and to buck price competition? Study 
this Guide carefully. Gear your merchandising efforts this Spring to: 

Use promotional merchandise to create store traffic. Let your customers know 
you have low and moderate-priced numbers, but use it to bring customers into 
your store. 

Then use store traffic to move higher-price, better profit merchandise. Sell the 
promotional number if you have to, but work hard to sell up. 

Selling up has three vital elements: 


(1) Merchandise, in all price ranges and make sure you have enough merchan- 
dise in the higher price range. 


(2) Display, promotional models right beside better priced models so customers 
can compare, see and feel the difference in quality. 


(3) Salesmanship, built around product knowledge, that can point up the 
advantages of buying better models. 


Here are some important facts about your 1958 spring goods market: 

Power mowers—new customers, 13 million potential; replacement sales, 4 mil- 
lion potential; parts and service sales, $83 million. 

Lawns, gardens—tools, $130 million market; chemicals, definitely in bigger 
demand; garden hose, 70 to 80 percent in use now needs replacement; seeds, 
trend to better grades of grass. 


Outdoor living—total market, $1 billion; furniture sales up 45 percent in two 
years, now about $235 million; outdoor lighting coming up fast, a $5 million 
market this year; charcoal sales, 300,000 tons, a 50 percent gain in four years. 


Sporting goods—tremendous growth, up 300 percent in 10 years. 





How to get more net profits 


. . » Upgrade your sales 


. . . Apply flexible pricing 


. . « Use psychological pricing 


You can make your share of the tremendous outdoor living market more 
profitable than in recent years, despite increased competition, by using these 


three merchandising techniques: 


—Upgrading sales. 
—F lexible pricing. 


—Psychological pricing. 


Here is what each is and how to use it. 





Upgrs 


Today’s lawn and garden customer is quality- 
conscious. 

So gear your selling campaign this spring to 
take advantage of this trend. 

Go after the customer who is prepared to buy 
quality merchandise. But aim, too, for the price- 
conscious customer with the idea of upgrading 
him after he enters your store. 

Manufacturers are planning their spring sales 
drives along these same lines. 

Many manufacturers are adding newer, bet- 
ter-quality models to the tops of their lines. They 
are putting their big promotional push behind 
these better-grade models even though they are 
building promotional models for competitive 


reasons. 


92 


ading sales into higher profit brackets 


Plan your sell-up campaign the same way. 

Be sure you have full and complete line of out- 
door living goods. Watch your fill-in orders to 
maintain inventory on better models. 

The customer who is replacing his lawn and 
garden is ready to make quality purchases. He 
is the one who moved into his new suburban 
home a few years back. His funds were limited 
then so he was more interested in price mer- 
chandise. 

Now he’s interested in quality. He wants a 
good lawn, a pretty garden, a patio so he can 
live outdoors comfortably. He regards these as 
investments to improve the value of his home. 

The customer who is expanding has tried out- 
door living on a small scale. He has cooked out- 
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doors on a small, stripped down barbecue. He has 
just a few pieces of outdoor furniture. He en- 
joys what he has tried. Now he wants more 
pleasure from expanded outdoor living. 

The customer who is just starting out doesn’t 
know exactly what he needs. He may be attracted 
by price, but he will buy quality merchandise if 
he is assured it is a better buy in the long run 
and that he will get better results. He will take 
the advice of you and your employees if your 
sales talk is convincing. That’s where product 
knowledge pays off. 

But be sure you also keep promotional models 
on hand so you can start your sell-up campaign 
on price-conscious customers. 

Use your promotions, displays and knowledge 
of the products you sell to upgrade customer pur- 


from lawn and garden sales... 


chases. Compare one model] with another. Point 
out the features that make one model a better 
buy than another. 

Remember to tie-in the sale of related mer- 
chandise. The customer who buys a stripped- 
down promotional model will need many acces- 
sory items. Selling accessory items is another 
form of upgrading customer purchases. 

When you plan your sell-up campaign, remem- 
ber that there are three types of customer who 
are ready to be sold up. These are: 

—The customer who is making replacements 
of lawn and garden merchandise. 

—The customer who is expanding his invest- 
ment in lawn and garden lines. 

—The customer who is starting out building 
a new lawn and garden. 





Flexible pricing means breaking with your 
traditional pricing system. 

Instead of working on a flat margin of profit 
on every item you sell, you vary your margin. 

It means taking a lower-than-usual margin of 
profit on promotional items, and a higher-than- 
usual margin on items where you have no com- 
petition. 

Here’s how it works. 

Suppose a supermarket chain is featuring pro- 
motional barbecues at $9.95. Similar promotional! 
barbecues cost you $8 each. Working with a 
normal 33.3 percent margin, you would sell your 
barbecues for $12 or $11.95. 

But that is too high to match the competition. 
You will lose sales to price-conscious customers. 

So you put flexible pricing to work. You work 
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with only a 20 percent margin of profit. Your 
barbecue now sells for $9.95 too. Customers are 
just as likely to come to your store to buy. 

When the customer enters your store you up- 
grade the sale. The customer compares the pro- 
motional barbecue with the better models. He 
decides to buy the better model, not the promo- 
tional model. 

When the customer upgrades his purchase, 
you get a larger margin of profit, thanks to flexi- 
ble pricing. 

That’s because you are working on a larger 
margin of profit on each succeeding model up 
the line. 

The customer, meanwhile, feels he made a good 
buy. Since your promotional model was com- 
petitive with the supermarket’s, he believes you 
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How to get more net profits 


(Continued ) 


work on the same low margin on all items. So 
he doesn’t believe he overpaid for the higher- 
priced model. 

Don’t worry about scaring off customers with 
a higher-than-usual margin of profit. Few cus- 
tomers know the true value of merchandise. If 
the item looks like it has value, customers will 
expect to pay more for it. 

The important thing is for the item to look 
expensive and for you to be able to point out 
some features about it that you cannot do on the 
lower-priced model. 

Remember, too, that your competition pro- 
motes only certain key items for the outdoor 
living market, such as deck chairs, barbecues, 
mowers. These are the items used to lure cus- 
tomers to their stores. 

Your competition will not promote the smaller 
items, such as hose menders, clamps, etc., which 
you stock. Also, even if your competition does 
stock these items, your customers usually will not 
take the time to comparison-shop these items. 

Here again you put flexible pricing to work 
for you. Suppose you normally sell hose washers 
for 15¢ a box. Did you ever consider selling them 
for 19¢ a box? 

If you did raise the price to 19¢, chances are 
the customer would not be aware of it anyway. 
He has no idea of the true value of hose 
washers. 

Look around your store. How many smaller 
items you stock on which you could raise your 
prices a few cents each without hurting sales? 





Psychological pricing means setting your price 
at the figure that will produce the most sales. 

In other words, if the retail price should be 
$5, you sell the item for $4.98, because it makes 
the price seem lower to the customer. He doesn’t 
think of the item as a $5 item, but rather as a 
$4 item. 

Since customers are used to this odd-penny 
pricing, you can put this psychological pricing 
to work in reverse for your benefit. 

Instead of selling an item for 75¢ or $1.65 at 
your normal margin of profit, sell it for 79¢ or 
$1.69 or even $1.79. 

The odd-penny pricing makes the customer 
think he is getting a bargain. The price is about 
what he expects to pay, so he does not complain. 
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How flexible pricing 
boosts net profits 


The table below shows how flexible pricing 
improves profits. 


The figures are for two different power mow- 
ers. They show that you can take a smaller 
margin of profit on a promotional mower to keep 
competitive, and a better margin on a higher 
priced model. 


For example, the sale of a $40 and a $60, your 
cost, mower at a 33.3 percent margin of profit 
yields you a $50 gross profit. If the $40, your 
cost, mower is sold at a 16.7 percent margin of 
profit, and the $60 mower at a 44.4 percent mar- 
gin, your gross profit amounts to $56. 


Here are the figures for a $40 and a $60, your 
cost, mower with profit margins in terms of 
flexible pricing: 


Your Margin Retail Your 
cost of profit price profit 
$40 33.3% $60 $20 
$40 28.5% $56 $16 
$40 23.0% $52 $12 
$40 16.7% $48 $ 8 
$60 33.3% $90 $30 
$60 37.5% $96 $36 
$60 41.1% $102 $42 
$60 44.4% $108 $48 








He is not aware that the odd pennies may actual- 
ly be more than he would pay for the item on a 
flat margin of profit. 

Go over your stocks. Add a few pennies in 
price to your lower-priced items. See if the price 
is still not as attractive as before. Make these 
price changes to make up for your lower-than- 
usual margins on larger items. 

Use this psychological pricing in jumble dis- 
plays. Take an assortment of low-priced mer- 
chandise and better merchandise and put them 
into a basket or box at the price of the better 
merchandise. Label them at a special price. Cus- 
tomers will snap them up because they appear 
to be at a bargain price. 
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How to upgrade a sale 


.. + through promotions 


The upgrading of a sale begins with your promotions. That’s when you slant 
your selling to attract all types of customers and to set up your store as head- 


quarters for top lines. 


It’s pretty tough to try upgrading at the personal selling level when promo- 
tions have featured only low prices. It’s equally tough to upgrade when you 
have not featured a price that brings in price-minded customers. 


Here are some ideas to help you shape up your promotions. 


Demonstrations... 


Lawn and garden lines are loaded with possi- 
bilities for demonstrations. 

Just think of the dramatic things you can do 
with a barbecue demonstration. You’ve got 
something to please the eyes, and more impor- 
tant, the noses of your customers. If barbecuing 
a ham, chicken, weiners or hamburgers doesn’t 
draw customers what will? 

Demonstrations, also, give you opportunities 
to display accessory merchandise. 

With a barbecue demonstration you can show 
charcoal, tools, tableware, spices, and so many 
other things. 

With a power mower demonstration you can 
show other lawn equipment, garden tools, fuel 
containers, and so on. 

You can run a demonstration outside your 
store, if you have the room. With an outdoor 
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How to upgrade a sale through promotions 


(Continued ) 


garden shop you could run a separate demonstra- 
tion with just about every major line. 

Remember: a demonstration is to put price 
models up against each other, to show and to let 
the customer see or feel the difference. 

Where there is a wide range of prices it pays 
to emphasize the middle price range. The demon- 
stration, then, can talk up the advantages of the 


Clinics 


A clinic has all the advantages of a dem- 
onstration, plus a tremendous advantage in 
getting down to the specific needs of your 
customers. 

Select a theme and make this a dominant 
feature of the clinic. Themes could be: how to 
improve a lawn, how to raise roses, how to make 
the soil richer. Pick some theme that has news 
value in your community. 

Select a prominent man, or woman, to speak. 
It might be the garden editor of your news- 
paper, head of a local garden club, or a nursery- 
man. The bigger the name the better. 

Select a spot in your store, or outside, where 
you can display your lawn and garden lines. 
Set it up so customers have to walk passed such 
displays to get to the clinic. 

Set up a program for personal consultations. 
Give your customers opportunities to bring in 
their personal problems and let the program 
expert give them advice. 

A clinic goes over particularly good on a 
week-end day, or at night, when wife and hus- 
band can attend. 

You can encourage attendance with door 


Advertising 


Limited budget—Feature models in your 
middle price range. 

List the features and the price. Call the model 
a “good value,” “good all-round performer,” or 
a similar name that implies the model has value 
yet is offered at a price. 

Then list the fact that other models in this 
line are available at your store at higher and at 
lower prices. 


Middle range budget—Feature models in two, 
or more, price ranges in same advertisements. 
Put the illustrations side by side. List the fea- 
tures of each model, and prices. 
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higher priced models, the extras the customer 
gets, longer life of the item, and so on. The 
demonstrator also can mention the lower price 
models. 

In any case, play up the value of the model 
being demonstrated. Then swing into a presen- 
tation of how much more the customer gets in 
the other model. 





OX hardware BRISTOL stages an EVENT 
of great importance to every home gardener 
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prizes, and also clinic specials. Suppliers can 
join in with demonstrations of their lines. 





Big budget—Feature both ends of your price 
range, on major spring lines, but in separate 
advertisements. 

One way to do this is to use classified news- 
paper advertising for low price models, display 
space for institutional type copy for higher 
priced models. 

A better way is to use display space for all 
parts of your price range. You can use both types 
of advertisements in the same issue of your 
newspaper, or concentrate price model ads on 
one day, higher price model ads on other days. 
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How to upgrade a sale 











... through displays 


Displays take over the sales job, once advertising and promotions have pulled 
traffic to your store. 
There are two basics for displays that upgrade a sale. 


(1) Arrange models and lines of given merchandise so a price comparison is 
apparent to customers. This is a basic rule for self service hardware stores. It 
is equally basic in salesmen stores. Customers shopping around can make their 
own comparisons before a salesman takes over the sale. 


(2) Arrange merchandise by related lines. This builds add-on sales, upgrades 
the sales slip. 
Here are display ideas, in pictures, to boost lawn and garden profits. 
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Steel goods display 
along wall helps 
customers decide 
which tools are best 
suited for their 
needs. 





upgrade a sale through displays 
(Continued ) 











Three types of hose displayed 
along wall by stairs lets customer 
decide which type to buy. 


Mower display helps salesman 
show features of various models 
to customer and play up advan- 
tages of buying better model. 
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How to upgrade a sale 
.. + through product knowledge 


Outdoor living customers are eager for knowl- 
edge. They seek advice to improve the appear- 
ance of their lawns and gardens. 

That’s why newspapers and magazines devote 
so much space to lawn and gardening sections. 

That, too, is why many outdoor living cus- 
tomers buy their outdoor living needs at the 
store that can give them advice to help them 
with their problems. 

If you and your employees know the answers 
as to which garden chemical or seed to recom- 
mend, or which tools these customers need, they 
will come to your store. 

That’s why it is important that you and your 
employees know the products you sell. 

Product knowledge pays dividends, too, in 
upgrading customer purchases by pointing out 
why one product is superior to another. 

Manufacturers are stepping up their activities 
this year to make it easier for you and your 
employees to recommend the right products for 
specific customer problems. 

For instance, many chemical products are 
being packaged with the product use labeled in 
larger type than the company name. 

Also, to simplify your task of recommending 
the right chemicals, many manufacturers have 
prepared extensive charts showing plant ail- 
ments and the recommended treatment. These 
charts are available on request. 
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Selling features of mowers and barbecues are 
clearly outlined on labels on the products and in 
brochures, catalogs, and envelope stuffers. 

Sales training films are available for showing 
to your employees from many manufacturers. 
Other manufacturers and your wholesalers will 
supply speakers to explain the various products 
at sales training sessions. 

You and your employees can also read the 
various garden books now being published, many 
of them by outdoor living goods manufacturers. 
These give the answers to many gardening prob- 
lems and outline features of the company’s 
products. 

Let your employees take home samples of the 
products you sell. Let them use them at home 
to learn the differences and the outstanding fea- 
tures of each. They'll be able to do a better 
selling job. 

Before your spring selling campaign begins, 
arrange a training meeting or series of meetings 
with your employees. 


For product knowledge information 





turn the page 


99 





suBvpiIO[ YO 

‘LGC ‘UoIuyelewW ‘ayvUuesIe PROT 

‘inydjns ‘weqiay ‘auepull ‘ueydvo 

Avads ‘ouvyjeivey ‘auoueqjor ‘ulyyrdAd 
Jeaddos ‘LTqq ‘anydjns ‘qoutz 

‘uvjdeo ‘auouejol ‘uliyyerdd 


[10 ABpeo “ULIP[eIp “UOIYel/eu 
‘aprxojng ‘;Auosedid ‘,qaq ‘euepuly 
svaids ‘suouejol ‘1Oo;yoAxoyjowm ‘ul.yyorAd 
wuegiay ‘topyoAxoyujoul 
‘inydjns ‘ayeuesie pra ‘aqyrueie 
‘auvyyeiey ‘qoulz ‘asuepull ‘Lad 


jsnp Avaids 


LOT YIAXOY OU 
‘aytjoAid ‘ulizyerAd ‘auouejzol 


” 


Avads 


ouBpPIO[YO ‘IO; yYoAXOY OU 
‘1addoo ‘ajevuesie peel ‘Lad 
‘anydjns ‘uvydeo ‘ouepull ‘uoryyeleu 


ysnp Avids 


. ‘ kK ‘ 
ysNp kvads euljootu ‘ulAyyetAd ‘auouejol 
Jaddoo ‘anydins ‘,qq ‘qoeutz 


‘uvjdeo ‘auouejyor ‘ulayyordd 


ysnp Avids 


jsnp Avids ULIp[aIp ‘auevpzo[yo 


ouepull ‘1o;yo 
-Axoyjow ‘uvjded ‘uorlyyeleUul 


dOW 
‘apiluevAd winissejod ‘auepazolyo 


Avads 


Avaids 
Aevads 
Aevaids 


L-SVS ‘A-VZ 
LSS “d-¥'S 


ysnp 
}snp 
Avaids 06 VOL ‘e}yeuesie wnipos 


S]BIIWIaYD ISaYy} JO d10OW 
10 9Uu0 Ule}JUOD pP[NOYSs jJonpoig 


Sse pasn si joOnpoig 


‘wajqoud s seawoysnd ay} Buimoys ‘ajps D Buiyow of Aay si 440] UO UUN|OD 
}OU, OFONj “Buiyoow sajos yoys OD Bulinp suoissnosip 40} pasn Osjo puD 


sjesimeys uspseb pue ume] 31JOW 


jsnp [eaio0y 
‘Avids 10 jsnp 9sod 


jsnp oj}vUI04 


10 JSNp 9[qQe}aZIA 


ysnp [ev}UuswWeUAO 
‘Avids [10 


Avids 901} 4Inaj 
IO jsnp [Bvioy pue asol 


ysnp 991} yn 
‘ABIdS 901} JINIJ 


@PIdIzIasSUI 


Aeids 10 Jsnp oj.RWOo}4 


aprlorjoesul 


Avids uapives asodind-|[e 


Jaj[ty ssveis qeao 
Ia[[ty¥ yeo uostod 10 AAI uostod 


Ja[[ty paem 
Ia[[ly sseais 


[[98 0} jJonpoig 


SId9MOY 194j}O0 pue Sasol 
uo 4ysna ‘Maplium ArapMmod “4yods yoriq ‘s.1e 
-Jeyo asoi ‘say aepids ‘srsddoy jeg ‘spryudy 


S9[qvjIS9A UO YYSI[G JUR[d 


sjejuswWeUIO ‘sqnays 
‘susaIZ19A0 uo “dja ‘staddoyjea, ‘spryde 
‘Snq son, ‘Ay oylyuM ‘SaapIds per ‘alvog 


SI9MOY ‘Sa/qejasaA ‘S}INAJ UO 
}sni ‘mopliu ArepMod ‘yods jvea, ‘yods youig 


s9[q ey 
-939A UO S1910G ‘SWAIOM ‘SAv[[Id1ayevd ‘saTjeeg 


$901} INA uo 
YJOW 4INAfy [VjusIIO “yosZevuU aldde ‘aljaeq 
esouvder ‘avijidiajeo 4yuey ‘yJou Bullppog 


SaiqejaseaA uo sprydy 


Alajao ‘seoyejod ‘sa0zvul0y uo 4YSITG 4URId 


SSIMIve ‘sqnais ‘saaddoyssvis ‘syJOW UMP] 
‘SOJIULIO} “Soyovod ‘sjuR SB Yons sBnq UMPB'T 


$901} JINIJ pue salqe} 
-a80A ‘S1aMOY UO SJIOSUT UMOUYUN ‘snolieA 


PI9MYIIYD “ssvis qeig 
yevo uosiod 10 AAI UOSIOd 
9/3814} ‘uleyuRld ‘suoljeapuep ‘spaaM 


y[BVmapis 
10 o1jed Jo syoRid usamjeq BuImoiz ssviy 


walqoid Suruspivs s.Aawojsnd inox 


‘pupog ulfsajnq as04s unoA uo paysod eq uD? UOIJOWJOJUI SIy] “sWa;qoud 
uepinB pub UMD] JO} PUsWIWO.eJ Of sjodiWeYy> UspsnDH sD osJaLJ 


Jas NOA sdjay aHpejmouy jonpold 


E, FEBRUARY 13, 1958 


‘ 
4 


HARDWARE AC 












What you should know about outdoor lighting 


Here are some fundamental facts _ lighting only specific areas of the Fourth, the source of light should 
you need to know to sell outdoor lawn and garden. always be shielded from viewer’s 
lighting. Third, lighting the patio area eyes. 

First, outdoor lighting of lawns, adds another room to the house Here are some of the basic types 
gardens, or patios should never at- during summer. It makes the patio of outdoor lighting fixtures you 
tempt to duplicate daylight. useable for entertaining, relaxing need to start an outdoor lighting 

Second, it should be subtle, high- or dining outdoors after dark. department. 


Mushroom lamps Pee ite 





These lamps, mounted on stakes, 
are used as path lights and also 
to light floral borders. Units also " 
come with stands for use along- 
side chairs on patios. Double- 
mushroom units are also avail- 


able. 











y Morning glory lamp 


This bell-shaped lamp can be used 
A several ways. On a short stake, it can 
be used as a path light. It can also 
be set near flower beds for night light- 
ing. In an upward position, it can be 
placed inside the umbrella of an um- 
brella table to light the table for 
| night-time dining. 





Lantern post lamp 


This is one of the most common 
of outdoor lighting fixtures. It is 
used principally mounted on the 
side of the house, on a post at 
the head of the sidewalk or drive- 
way leading to the house or 
around the patio for lighting the 
outdoor dining area. \ 














Lily-pad lamps 

These are used in pools to 
light the water. Waterproof 
units float. Plastic or rubber 
shield, shaped like a lily leaf, 
hides the source of light, looks 
life-like in daylight. 





PAR projector lamps 


These are used mainly for lighting 
up trees. Lamp can be mounted 
on trunk high in the tree pointed 
straight downward or low on the 
tree pointed straight upward for 
interesting effects. Lamps can 
also be used in pairs mounted in 
the ground to light smaller trees. 





Tulip lamps 


These lights are inserted in the 
ground in front of flower beds to 
show off flowers at night. Light 
is covered by plastic or metal 
shield resembling a flower or 
leaves to hide the light source. 
Use a white bulb to show off 
natural colors of flowers to best 
advantage. 











Step lamps 


These lamps, with their pie plate- 
shaped tops, are used as path 
lights and also to light steps 
near the house. They can also 
be used in much the same way 
as mushroom lamps. 





Cattail lamps 


These lamps, used mostly for lighting 
shrubs or statues, should be used in 
pairs for side lighting. Head-on light- 
ing by one lamp can cause shadows 
and creates a grotesque picture. 


What you should know about mower engines 






Here is product information about power mower engines that will be 
useful in sales training, and floor selling, to boost lawn and garden sales 


volume. 


When a customer for a power mower asks you 
the difference between a 2-cycle engine and a 
4-cycle engine, do you know the answer? 

Besides being different in their mechanical 
operation, 2-cycle engines and 4-cycle engines 
have different maintenance requirements. Ex- 
plain these differences in maintenance to your 
customers. The 4-cycle engine has a crankcase 
for oil, just like an auto engine. Oil must be 
added separately and kept filled to the proper 


The 2-cycle engine has no crankcase for oil. 
Pistons are lubricated by oil mixed with the 
gasoline. Be sure to remind customers buying 
2-cycle engines to add oil to their gasoline or 
they will burn out their mower engines. 

A safe way your customers can remember this 
when buying a 2-cycle engine is for them to buy 
a 214-gal gasoline can. Then they fill the can 
with 2-gal of gasoline and add 1 qt of oil before 





level. 
drained and fresh oil put in. 


Periodically, the crankcase 


should be 


engine. 


pouring this fuel mixture into their mower 


Which grass seed you should recommend 


Here is product knowledge that you can use to establish your store as 
headquarters for grass seed. This information can be used in sales 
meetings to provide salesmen with facts to use on the sales floor. 


Here are the grass seeds to 
recommend for various sections of 
the country: 


NORTHERN COOL CLIMATES 

Kentucky bluegrass, a general 
utility lawn grass that grows 
slowly in hot dry weather. 

Merion bluegrass, an improved 
selection of bluegrass that is more 
vigorous than the Kentucky strain. 

Rough-stalked bluegrass, a 
strain that does best in moist, 
shady places. 

Bluegrasses are the backbone of 
good, permanent lawns. They re- 
quire full sun, plenty of fertilizer, 
water and good drainage. 

Bent grasses, a luxury strain 
except in coastal areas, need plenty 
of moisture, fertilizer, and protec- 
tion against disease and insect in- 
jury. They will not stand drought, 
heat or shade and are the first to 
suffer in hot dry summers. 

Fescues, a strain that will toler- 
ate poor soil, drought and shade. 


SOUTHERN WARM CLIMATES 
Bermuda grasses, most widely 
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used in the South, must be fed 
heavily and frequently during the 
growing season. 

U-3 Bermuda grass, a cold toler- 
ant strain for cooler areas of the 
South, keeps its color slightly 
longer in the fall. 

St. Augustine grass, grows in 
sun or shade, needs little mowing 
and endures salt spray but will not 
stand wear. 

Centipede and carpet grasses, 
both coarser strains, spread rap- 
idly, form dense turf and need 
little maintenance. 

Zoysia Matrella and Meyer Zoy- 








Shaded area on map 
is best for Northern 
grasses. White area 
for Southern grasses. 


sia, two strains that grow well in 
most sections of the South. 


DRY-LAND CLIMATES 

Buffalograss, a native strain 
that can withstand cold, heat and 
drought. 


GENERAL 

Ryegrasses and redtop, used 
largely in mixtures to give cover 
to lawn while slower grasses are 
becoming established. 


LAWN SUBSTITUTES 
Ivy, myrtle, pachysandra and, in 
southern California, dichondra. 
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Stock control... 


key to bigger profits 


You make more money in seasonal lines by keeping staple items 


in stock. You have faster turnover by preventing top-heavy 


inventories. This stock control plan fills both these needs 


by checking against maximum and minimum quantities. 


Every dealer has his own system of stock con- 
trol for seasonal lines, such as lawn and garden 
merchandise. 

Some dealers keep a running stock balance 
recorded on display sample sales tickets. Each 
time a unit is sold, one unit is deducted from the 
total stock on hand. 

Other dealers have a maximum-minimum fig- 
ure written on display sample tickets. An oc- 
casional visual check shows what items need to 
be ordered. 

Many dealers let wholesalers’ salesmen count 
stock and suggest order quantities. 

A lot of dealers rely on memory—of last year’s 
sales, this year’s receipts, and this year’s sales 
to date. 

But with outdoor living lines booming in 
variety and complexity, none of these “systems” 
is adequate. 

What is needed to step up profit is a system of 
stock control for seasonal lines that is less cum- 
bersome and time-consuming than full-time 
stock control plans, yet certain to control lows, 
outs, and surpluses. 

The one-page form is the HARDWARE AGE 
Seasonal Profit Planner. It fills the bill by being 
effective, simple to begin and maintain, and low 
enough in cost to be practical for large and 
small dealers alike. 
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This stock control system is based on the 
maximum-minimum control principle. It is 
organized along the lines of regular stock control 
plans that you are familiar with. But much of 
the detail and complexity of regular systems 
has been left out. 


Here is how to use this system: 
(1) You can put 15 items on each sheet. The 
only information you have to fill in to get the 
ball rolling is name and number of items, names 
of suppliers, cost and retail prices, and maxi- 
mum-minimum (M-M) figures. 


(2) Maximum-minimum figures are gaged by 
you. They are entered in the block next to M-M 
on the left column, under “Item.” The mini- 
mum amount you select for each item is the 
danger or low point. Any time you have this 
amount or less in stock, you should telephone 
your supplier for more, for you are in danger 
of losing sales. The maximum amount figure is 
the quantity you judge to be enough, without 
being too much. 


(3) A long series of columns topped with the 
letter “O.”” (meaning order) contains little boxes 
with slanted lines. In each box, underneath the 
slanted line, your salesman counting stock enters 
a figure for each item. This figure is the addi- 
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Stock control . . . key to bigger profits 
(Continued ) 


tional amount of stock needed to bring your 
total stock on hand up to the maximum amount. 
Each column is dated as counts are made. Your 


order should be made out as soon as possible to 
this date. 


(4) When a sheet or a book of sheets has been 
counted, you examine the figures under “OQ.” 
columns. These figures are the basis for your 
next order. If the figures are odd amounts or 
less than minimum quantities for full discount, 
you alter them. If your figure is different from 
the figure underneath the slanted line, you enter 
this figure on top of the line. Then your order- 
ing is simple and accurate. 


(5) There is room for 10 stock counts on the 
front of this sheet. When you turn the sheet, 
there is room on the back for another 10 counts. 
This means you can count seasonal lines every 
week or every other week. One sheet will carry 
you all of the way through a season for 15 items. 

Some dealers may want to use these sheets 


How to use the H. A. Se 


as a basic-basic stock control for non-seasonal 
departments. These sheets will satisfy this need 
for any department in your store, or the whole 
store if need be. 

Any dealer now using a maximum-minimum 
stock control plan will find these sheets especially 
valuable for better organization of stock control. 

While this system contains less bookwork and 
detail than a full stock control plan, it is a giant 
step forward for a dealer who has no formal 
stock control at all. 

It will, if regularly maintained, control lows, 
outs, and surpluses for an unlimited amount of 
staple items. 

The sheet illustrated fits into standard three- 
ring binders. With a once or twice a month 
stock count, these sheets are good for up to a 
full year of counting. 

After sheets are used up, they should be 
stored for reference the following year. They 
are loaded with vital sales information to guide 
next season’s buying plans. 





Here is a sample stock control sheet, showing you what basic 
information is listed for each item and how a stock count is trans- 
lated back to an order. The letters in the paragraphs below refer 
to the same letters on line 2 of the sheet on the opposite page. 
Study this form to see how easily you can control your stock for 


lows, outs and surpluses. 


“M-M” stands for maximum-minimum quantities. You fill in the amounts. 


Selling price here, whether it be foot, pound, each, or yard. Make sure the 


selling price is in the same unit quantity or measurement as the cost price. 


A Here you list the name of the item. 

B 

C_ Sizes, color, or stock number go in this space. 

D Supplier’s name here. You know his address, so it needn’t be listed. 
E 

F 


This is where you write in the cost price. 


G The person who counts stock enters a figure here. This figure is not the actual 


count of merchandise on hand. 


It is, rather, the difference between the 


amount of stock on hand and the maximum figure you have entered in the 
“M-M” block in the far left-hand column. 

For example: If the “M-M” block reads 6-12, this means that 6 pieces 
is the minimum stock, and 12 pieces is the maximum. If the actual count 
is 5 pieces, your clerk should write in the figure 7. This represents the dif- 
ference between stock on hand and desired maximum level. 

Since you wouldn’t want to place an order for an odd quantity of 7, you 
would probably write the figure 6 above the slanted line as your order 


amount. 


H The “O” column means order. The date here represents the date the stock 
is counted. Your order, based on this count. should be placed right away. 
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, How much does this system cost? 





HARDWARE AGE Seasonal Profit Planners 
cost $! for 50 sheets. This will give you a sea- 
sonal or year ‘round stock control for 750 items. 

In larger quantities, the sheets cost less: 200 
sheets for $3.50. This quantity gives you a stock 
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control for 3000 items. 

A set of instructions is included with each 
order. 

Write: Editor, HARDWARE AGE, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 








Invite your custom- 
ers to open a credit 
account 
store by simplify- 
ing application pro- 
cedures. 





your 


How to upgrade a sale 


Credit is your number one tool in upgrading a 
sale. 

Not all customers have as much ready cash to 
spend for lawn and garden merchandise as they 
would like to have. If you offer credit, you can 
get your customers to spend more than they 
originally planned to with cash purchases. 

Credit leads to increased sales. If you don’t 
believe that, take a look at these figures from a 
recent Dun & Bradstreet survey: 


Stores Stores Stores 
with 25% with26 + with51% 
or less to 50% or more 


credit sales credit sales credit sales 
Average sales $99,660 $205,030 $256,200 


Owner’s salary 5,581 8,406 8,711 
Net Profit 1,495 3,691 3,843 
Total return 7,076 12,097 12,554 


These figures show that the higher percentage 
of credit sales a store has, the higher its sales 
volume will be. 

The use of credit today is almost universal. 
Customers are no longer afraid to buy goods on 
time. It’s the accepted way to buy things today. 

Here are two credit plans you can use to good 
advantage in selling outdoor living needs: 

(1) Revolving credit. 
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. through credit 


(2) Instalment payments or budget accounts. 
Revolving credit works this way: 

The customer decides how much he can pay off 
each month. You decide whether to extend credit 
for six, eight, ten months, a year, or longer. 

You allow the customer to buy up to the limit 
of his total amount of credit. He pays a small 
service charge each month on the unpaid balance. 
As he pays off his balance, he can buy on credit 
again up to his total limit. 

Instalment payments or budget accounts work 
this way: 

A customer buying a big-ticket item or sev- 
eral medium-priced items that have some security 
value, such as a power mower or lawn furniture, 
signs a conditional sales contract for the amount 
to be financed. 


He makes the required down payment. Then 
his service charge is figured out in advance and 
included in his monthly payments over a speci- 
fied period of time. 


Later you can convert this to an open end 
budget account. After the customer has paid off 
part of his balance, you can allow him to buy 
other merchandise that has security value and 
add this new amount to his unpaid balance. Then 
you figure out new monthly payments over a 
new period of time. 
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Tool rentals .. . 





Richard Roe, a suburban homeowner, wanted 
to add a patio to his home last spring. 

When he found how much a contractor 
wanted to put in the patio, Mr. Roe decided 
to do it himself. He needed a concrete mixer 
and hand tools to complete the job, but to buy 
them would make the project too costly. 

His local hardware dealer was unable to help 
him. So Mr. Roe went to another hardware 
dealer who offered a rental service and rented 
his tools there. 

While he was in the store, Mr. Roe also 
bought fencing to put around his grounds and 
rented a post hole digger. 

When his project was completed, he bought 
a $29.95 barbecue at the hardware store on the 
day he returned his rental tools. 

From that time on, whenever Mr. Roe needed 
anything he went to this second hardware store 
instead of to the one in his neighborhood. 

The story of Mr. Roe and his neighborhood 
hardware dealer will be repeated many times 
this spring in many communities. 






extra lawn, garden profits 


The hardware dealer who offers rentals will 
attract customers who are interested in rent- 
ing, not in buying, and make them permanent 
customers. 

If you don’t have a rental department, now 
is the time to start one. Use tools for lawns 
and gardens as your starter items. Then ex- 
pand into a year-around department. 

If you do have a rental department, play up 
your lawn and garden tools in your promotions. 
Use signs around your store. Mention rentals 
as part of your tie-in selling. Feature rental 
items in your ads. 

Plan now to promote your rentals for the 
outdoor living market. It will pay you divi- 
dends in these ways: 

You will get profits from your rentals. 

You will build store traffic. 

You will establish your store as headquarters 
for every lawn and garden need. 

You will open the way to future sales. Many 
customers will buy a tool after they have tried 
it on a rental basis. 





Here is a list of outdoor tools to rent to lawn and garden customers. Fees listed after each tool 
are what other dealers charge for one day. Some dealers post hourly, weekend and weekly rates. 
In setting your fees, take into account the cost of the tool, how many times it will be rented, cost 
of upkeep, and what your competition charges. 


Fee per day Tool Fee per day Tool Fee per day 

Breaker, concrete ............ $12.50 Roller, lawn ..............50¢-$1.50 Spreader, lawn .-.-- -00¢-$1.25 
PG, WN 6s hia a. ORS $1.50 See CS SPS wencbeeetkaxkous $8 Stretener, fEmce <.....cceece: 75¢-$1 
6's «sade ain 25¢-$1 ce nee pone a ae $7.50 ee Pee, te Cee $2.50 
epee $1.50 Saw, chain, cle.tric .......... $5-$12 Se. ia a dite > cvavbbnanr 50¢ 

ee SNEED oa asc as-c cee 50¢-75¢ Sieh clei elie...) dal TO a ttc rcccene cee 

power post hole ....$7.50-$12 Sreeeer Gis BOE cc cc cc cccscwes $10 

RA, BOD nn nade cuekoun 50¢-$1.50 SPORT OR, SORES... 56... 5 Ee TI 6 aici, oo 600s wes $6-$10 
BEEOe, GOMONORS. csc cacccsi $3.50-$10 Sprayer, small ............ $2.50-$5 Trimmer, hedge, electric ....$1.50-$4 
Mower, power, electric ..... $2-$2.50 a er ee 75¢-$1 Trimmer, long-handle tree ...... 50¢ 
Mower, power, gasoline ....... $3-$6 I WOU iwc cncdasccccas $5-$6 Wheelbarrow ..............$1-$1.50 
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Salesmen incentives... 


sell higher priced numbers 


Incentive plans cost little and return big dividends 


because they make your good salesman a still better 


salesman when he knows he earns more for selling more 


Encourage your employees to sell up with some 
form of incentive plan. 

An employee incentive plan is good business. 
No matter how good a salesman an employee 
is, he becomes a better salesman when he knows 
there is an opportunity to earn more money. 

Basically there are four types of incentive 
plans you can offer your employees. Pick out 
the one best suited to your needs and offer it 
to your employees. 


Straight commission 


The straight commission on sales is the most 
common employee incentive plan. 

This involves giving employees a commission, 
usually one percent, for every dollar’s worth 
of sales they make. 

Explain that they will earn more off of one 
sale if the sale is higher-priced merchandise 
rather than low-end models. 

If you wish, set up a sliding scale of commis- 
sions. Set a higher commission on sales 10 
percent above your average unit sale. This will 
encourage employees to try to sell higher-priced 
goods from the start in order to get the higher 
commission. 


Bonus 


The bonus can be used separately or in con- 
junction with the straight commission. 

Decide on a sales goal for a particular line or 
for the entire outdoor living department. Then 
when sales reach that figure divide the bonus 
among all your salesmen. 

Such a plan avoids any bickering among em- 
ployees as to who set up a sale or who actually 
made the sale. They all benefit from increased 
sales. 
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A variation of this is the individual bonus. 
This works the same as the group bonus. Each 
salesman receives a bonus when he reaches a 
predetermined sales goal. 


Push merchandise 


The use of push merchandise is a good way 
to get employees to push certain merchandise. 


Set aside the top-line products you want to 
push by stamping “P.M.” on the price ticket. 
This signals salesmen that they will get a sub- 
stantial P.M. bonus for selling the item. 


Profit sharing 

On a profit sharing arrangement, you divide 
a percentage of your profits with your em- 
ployees. You can do this on all profits or only 
on profits above a predetermined figure. 


Doing it on profits over a predetermined figure 
has the advantage of encouraging employees to 
sell more in order to be sure they will be 
eligible for profit sharing. 


Explain to employees that the more sales they 
ring up, especially on higher-priced merchan- 
dise and through tie-ins, the more profits the 
store has and the more money they earn. 


In setting up your employee incentive plans, 
remember these points. 


(1) Any operating expenses you incur from 
paying employee incentives can be deducted 
from your income tax as a payroll expense. 

(2) Never set your sales goals at exaggerated 
heights. Keep them within reach. If goals are 
too high to be reached comfortably, employees 
will figure they haven’t got a chance to earn 
the extra pay and won’t even bother to try. 
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Tie-in sales... 





key to extra profits 


Related merchandise sales, to dress up promotion models 


and to supplement basic purchases, open up ways to 


increase sales, check averages and boost net profits 


Take a tip from automobile dealers in plan- 
ning your outdoor living sales program. 

Not everybody buys a Cadillac, an Imperial, 
a Continental. Many persons buy a lower-priced 
car and add accessories to make it a luxury 
model. 

The auto dealer increases his profit with ac- 
cessory sales. 

You can do the same thing. 

If a customer doesn’t want to buy a super- 
deluxe barbecue, sell him a promotional model 
with a low mark-up. Then sell him accessories 
to dress it up. Boost your profits in your 
accessories sales. 

The autodealer sells an automatic transmis- 
sion. 

You can sell a battery-operated or electrically- 
driven spit. 

The auto dealer sells power steering. 

You can sell an auxiliary cutting board and 
service lamp. 

The auto dealer sells power brakes. 

You sell smoke hoods for quicker, more thor- 
ough cooking. 

The auto dealer sells a heater. 

You sell charcoal and fire starter. 

The auto dealer sells safety gadgets. 

You do too. You sell fire tongs, a barbecue 
mitt and barbecue cook tools. 

This is just a sample of the sales approach 


you can use for building tie-in sales for all your 
outdoor living products. 

If yours is a self service store, arrange related 
products in groupings so customers are reminded 
of these additional needs. 


Where you deliver the sales talk, be more 
subtle. Don’t just ask the customer if he’s in- 
terested in buying a certain item. Suggest the 
item for doing a specific task. 


Tell the customer buying a barbecue, for in- 
stance, that he can convert it into a deluxe model 
for just a few more pennies by adding an auto- 
matic rotisserie or hood. 


Use credit as your selling tool in making tie- 
in sales. Explain to the customer how he can 
add to his unit now and pay for it later while 
he enjoys these additional benefits. 

Use the chart on the next page to train your 
employees in making tie-in sales. Post it on 
your bulletin board where employees can see it. 

You might want to copy the individual group 
listings and put them on posters near the vari- 
ous items as reminders to customers of what 
they need to complete their complete outdoor 
living plans. 


For a tie-in sales chart 
you can use to boost profits 





turn the page e 









































Here is your check list of related merchandise items 


Use this check list for sales training meetings, for posting on employee bulletin boards, 
for making signs at related merchandise displays. Various lawn and garden basic 


needs are given, plus related merchandise customers may need, to encourage tie-in ‘a: 
selling. 

For outdoor cooking smeat thermometer For power lawn mowers 

barbecues and grills basting set gasoline storage cans 

charcoal cook book grease guns 

charcoal scuttle fire mitt electric starters 

fire starter fire rake starter cords 

electric fire starter fire tongs storage cover 

hood fire shove] spare wheels 

reflector salt and pepper shakers 

hand spit barbecue forks, spatula, etc. 

power spit barbecue tool holder 

battery motor apron 

electric motor chef’s hat 

skewer food markers 

wire cooking basket beverage holder 

shish kebaber can opener 


hamburger press 


cooking utensils 





barbecue pick 
carving set 


folding metal table 





lawn chairs lawn edger 
lawn table mulcher attachment , , 
lawn umbrella grass catcher 
paper plates and cups lawn sweeper 
plastic plates and cups fogger attachment ' 
picnic spoons and forks carburetor additive 
serving trays funnel 
patio garden bell or gong rotary mower file 
portable ice chest oil can 
service lamp outing jug spark plugs 
worktable and cutting board outdoor lighting abrasives 





oven thermometer barbecue brush muffler 
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to help you increase profits on lawn 


For planting, maintaining screening 


gardens plastic film 
flower, vegetable seeds insecticides 
knee pads fungicides 
seed markers pesticides 


plant stakes 
sprinkling can sprayers 
fertilizer fencing 
wire cutter 


post hole digger 


lawn seed 
lawn aerator 
lawn seeder 
fertilizer 


fertilizer spreader 





peat moss 
manure rake 
peat moss fork 
sand hoe 
compost spade 


plant food wheelbarrow 


growth stimulant garden cart 


floral hoe 


hose 
floral spade nozzle 
bulb planter coupler 
floral shovel sprinkler 


turf edger grass barrier 
garden rake 
garden spade 
all-purpose hoe 
transplanting tools 
cultivator 

hand fork 

pruner 

string 

spading fork 
wooden flats 


clay pots 


measuring cups and spoons 


For planting, maintaining lawns 





and garden lines 


metal shears 
mower and accessories 
edger 

lawn roller 
grass shears 
weeding tools 
weed killer 
pesticide 
fungicide 
insecticide 
mulch 
sprayer 

work gloves 
fencing 


post hole digger 


For watering purposes 
hoses, rubber and plastic 
hose shutoff 

hose nozzle 


hose mender 





gooseneck connector 
Y-connector 

hand spray 

repair coupling 
washers 

faucet adapter 

hose reel 

sprinklers 


faucet bubbler 
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Here’s your timetable 





for outdoor living sales 


Use the merchandising timetable below for best outdoor 


living sales results. This timetable shows you how to 


plan ahead to tie-in with national promotions and how 


to shift your selling emphasis to get the most unit sales. 


Tie-in opportunities 


®@ National Home Improvement 
Month 

@ Spring Clean-up Week (check 
your community for actual 
dates) 

@ March 20 First day of spring 


Tie-in opportunities 


®@ Spring Clean-up Week (check 
your community for actual 
dates) 

@ April 21-27 National Garden 
Week 

@ April 24-May 3 Hardware 
Week 






Tie-in opportunities 


@ Spring Clean-up Week (check 
your community for actual 
dates 

@ May 4-10 National Home 
Demonstration Week 

@ May I! Mother's Day 

@ May 30-June | Memorial Day 
Weekend 






























































































W hat to feature 


Pruners, trowels, work gloves, 
snips, hoses and sprinklers, water- 
ing cans, gardening books, grass 
seeds and clover, flower and 
vegetable seeds, outdoor furni- 
ture will be your customers’ first 
needs; start layaway plans for 
mowers and barbecues. 


W hat to feature 


Fertilizers, spreaders, forks, hoes, 
planting tools, flower and vege- 
table seeds are at their height; 
outdoor lighting sales should start; 
mower sales also start now; begin 
barbecue promotions late this 
month; oe. sales of unfinished 
outdoor furniture. 





W hat to feature 


Weed killers, plant foods, hand 
tools, hoses and sprinklers begin 
moving toward their peak; mow- 
ers are at their peak; lawn furni- 
ture sales are strong; barbecues, 
accessories and picnic supplies 
are good sellers just before the 
holiday weekend. 
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Tie-in opportunities 


@ Graduations and weddings 
@ June |5 Father's Day 
@ June 21 First day of summer 


Tie-in opportunities 
@ National Hot Dog Month 


@ Picnic Month 


@ July 4-6 Independence Day 
Weekend 


Tie-in opportunities 


@ Get ready for Labor Day 
Weekend which starts August 
29 


Tie-in opportunities 


@ September | Labor Day 
@ September 23 First day of fall 


Tie-in opportunities 


@ Let's Go Hunting Month 

@ October 19-25 National Thrift 
Week 

@ October 3! Hallowe'en 
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W hat to feature 


Hedge and grass shears, edgers, 
lawn foods, weed killers and in- 
secticides move into foreground; 
barbecues reach their peak, push 
tie-in sales of barbecue acces- 
sories; outdoor play sets and 
sporting goods move into promi- 
nence. 





W hat to feature 


Start clearing out slow selling bar- 
becues, mowers and outdoor fur- 
niture; promote cutting, trimming 
and transplanting tools and fall 
vegetable seeds; feature barbe- 
cue accessories; rakes, edgers and 
shears continue moderately good. 


W hat to feature 


Promote grass seed for fall plant- 
ing, also seeders and spreaders; 
outdoor lighting sales prospects 
are better as days grow shorter; 
feature outdoor furniture for rec- 
reation rooms; start clearing out 
all mowers you cannot profitably 
store through the winter. 


W hat to feature 


Feature lawn and leaf rakes, in- 
cinerators, mulchers, seeders, lawn 
fertilizer, hoses and accessories; 
continue to promote outdoor 
lighting, add emphasis to its 
adaptability to Christmas light- 
ing. 


W hat to feature 


Camping needs and hunting sup- 
plies are featured now; fall seed 
and sprinklers sell if weather is 
hot and dry; rakes and incinera- 
tors sell well; start layaway plans 
for barbecues and mowers for 
Christmas gift-giving. 


















Here are five ways to run promotions that will bring 


more customers into your store. You can use these 


to start your sell up campaign and keep it rolling. 


How to put on promotions 


Are you sure you haven’t overlooked anything in planning your step-up sales 


program for outdoor living supplies? 


Full stocks, displays, advertising and product knowledge are important to up- 
grading customer purchases. But don’t overlook promotional devices to make 
your step-up sales campaign even more successful. 

Here are ways to run successful promotions for your outdoor living depart- 
ment that will make your step-up sales campaign easier and more effective. 


How to run a contest 


First decide on the type of contest you want 

to sponsor. This can be a simple drawing for a 

prize, a guessing contest, or a competitive 
contest. 

Drawing for a prize is the easiest contest to 

run. Decide on the prize you will award, either 

a merchandise certificate or a particular item, 
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such as a promotional barbecue, or mower, or 
something equally attractive. 

Then have customers come into your store to 
register for the drawing. Don’t require them to 
buy anything to enter. Most people will buy 
something in your store anyway when they come 
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to enter. So make them feel they have a chance 
to win something for free. 

After your drawing has been made, you can 
use the registrations as the basis for a mailing 
list. 

A guessing contest requires a bit more work. 
Fill a jar with seeds or make a jumble display 
of hose nozzles, couplings, washers, etc. 

Ask customers to register their guess with 
you. The customer with the most nearly correct 
answer WINS. 

The competitive contest differs from either of 
the other two. In this contest you sponsor a 
prize for the most unusual barbecue recipe, the 
biggest flower, most colorful garden, or some 
other category. 

Work out details of your contest in advance 
and print or mimeograph the contest rules. Urge 
persons planning to enter the contest to pick up 
their copy of the rules at your store. Posting 
rules in advance eliminates any confusion about 
contest details. 

Start your contest at the beginning of the 
season and award your prize late in the season. 
Keep up customer interest by showing what dif- 
ferent contestants are doing each week. 

If possible, have someone from a local garden- 
ing club or the gardening editor of the local 
newspaper act as judge. This gives you added 
promotional value for publicity and takes the 
final decision out of your hands. 

Show a picture of the winning display or recipe 
in your store window after the contest is over. 
It will still draw traffic to your store. 
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How to make living demonstrations 


Use a plot of land near your store to plant a 
lawn and garden to show the effects of different 
products you sell. 


For your lawn, divide the area into sections 
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and plant different types of seed in each section. 
Use plant food on half of each section so cus- 
tomers can see the difference between treated 
and untreated lawns. They will also see the dif- 

- 2 ference between cheaper lawn seed and quality 
lawn seed. 

Prepare the same type of arrangement with 
early blooming flowers. Treat half the flowers 
with plant foods, insecticides, and fungicides. 
Leave the other half untreated. The difference 
will be immediately visible. 


How to conduct a clinic 


First, decide whether yours will be a flower 
clinic, a lawn clinic, or an outdoor cooking clinic. 
Then contact your wholesaler about the possi- 
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that increase tratfie 


bility of having some of his representatives 
appear at your clinic to answer customer ques- 
tions about products and to demonstrate their 
uses. 

Also try to get the gardening editor of your 
local newspaper to speak. Ask your county farm 
agent to attend to answer questions about gar- 
dening problems peculiar to your area. 

If yours is a cooking clinic, build interest by 
labeling it for men only. Women will turn out 
anyway. This way you insure having a larger 
crowd. Arrange for the home economist from a 
local radio or television station or from the local 
utility company to teach the recipes. 

Offer free coffee and doughnuts or hot dogs 
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as another inducement for customers to attend. 
Try to arrange for door prizes or to award 
gifts to the first 50 or 100 persons attending. 
This will draw more people to the clinic and in- 
sure an early turnout. 
Start planning your clinic at least two months 
in advance. This way you will be sure to have 
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the speakers you want at your clinic. Advance 
planning also gives you a chance to line-up special 
sale merchandise to tie-in with the clinic. It also 
gives you a chance to ask wholesalers to possibly 
donate door prizes. 

Be sure to advertise your clinic in advance so 
customers will know about it. Post notices 
around your store, notify local garden clubs, re- 
mind customers in your store personally. Also 
send out mailers and use large ads in the local 
newspaper and on radio or television. 


How to work with garden clubs 


Work as closely as you can with local garden 
club projects, but never make it appear as though 
you are doing it for commercial reasons. 

When your first new merchandise arrives, 
contact the president of the local garden club. 
Offer to demonstrate new products at a club 
meeting. 

Select only merchandise that has interesting 
operating features, new styling, or features that 
will simplify gardening tasks and at the same 
time create prettier gardens. 

Make your talk educational, not a sales pitch. 
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Do not mention price unless someone specifically 
asks for the price of the item. Otherwise your 
talk will seem more like a prolonged sales mes- 
sage rather than an educational lecture. 
Arrange with your wholesaler to supply a 
speaker, or movie, on ways to achieve better 
gardening results. Usually speakers and films 
can be obtained without charge. Indirectly, they 
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How to put on promotions that increase traffic 


(Continued ) 






sell products and club members will remember 
your store when they buy. 

Offer your services as a consultant to answer 
any specific gardening questions club members 
may have. Suggest that members either inquire 
about solutions to problems at your store, or 
offer to conduct a clinic at a club meeting. 

When you sponsor a contest dealing with floral 
arrangements or prettiest flowers or largest 
flowers or some other phase of gardening, ask 
the garden club to judge it. This makes the club 
feel important and takes the judging problem 
out of your hands. It also helps you get free 
publicity for your store. 


How to prepare a mailing list 

You can prepare a mailing list by any one of 
the following methods: 

If you have credit accounts in your store, copy 
the names of all your credit customers. Credit 
customers shop your store regularly, so they are 
your best prospects to be receptive to any mailer 
you send out. 

Run a contest. Contestants fill out the entry 
blanks with their names and addresses. You take 





these names and addresses for your mailing list 
after the contest is over. 

If you run a clinic, have a drawing for door 
prizes. Use the registrations afterward for your 
mailing list. 

Use your city directory. The directory carries 
a listing of residents by street addresses. Decide 
on the area you want to cover by mail and copy 
the names of residents in this area from the 
city directory. 
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_ ‘Turnover eases the profit squeeze 





You can have too many, and too few, stock turns a year, and some dealers 


mix cost and retail prices in figuring turnover. Here is a brief account 
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of what turnover is and how you can make it work to get more net profits. 


(1) Fiction—‘“I only carry about a $20,000 average inventory to do $160,000 in 
sales a year. That’s 8 stock turns. I’m really making money!” 

Fact—While quite improbable, 8 stock turns a year is too many. Your costs of 
buying, handling, bookkeeping, etc., and sales lost while you’re out of stock, will 
cost you more than you will gain. An ideal maximum stock turn lays somewhere 
between 4 and 6 turns a year. (See HA issue, Nov. 7, 1957, page 57). 


(2) Fiction—‘I’m happy with 1.2 stock turns a year in outdoor items. I’d rather 
keep my margins and profits high than trim prices to get a faster rate of turn- 
over.” 

Fact—A high margin of profit is just a paper profit until you sell something. 
You can’t bank a paper profit. Fast turnover may have to rely on lower gross 
margins of profit than you’d like. But five stock turns on an item that gives you 
25 percent margin of profit is much more desirable than one or two turns on the 
same item with 3344 percent or higher margin. 


(3) Fiction—‘“I buy my lawn and garden items in small quantities and I buy often 
.. maybe three times a month. That’s bound to give me a fast rate of turnover.” 
Fact—This is not necessarily so. Turnover is based on total sales in relation 
to total inventory. You’d probably have just as many sales, a high turnover rate, 
and much less buying expense by placing a single, sizeable order a month. And 
you would make your suppliers a lot happier. 


(4) Fiction—‘“There are many low turnover items I have to keep in stock, or my 
customers will say I don’t have a complete selection.” 

Fact—Every dollar you tie up in antique hardware is worth three dollars ina 
basic staple item that will turnover three times a year. Sure, discontinuing a few 
slow sellers may disgruntle some old and steady cusomers. But you must remem- 
ber that the store that “has everything” usually also has less than two stock turns 
a year. 


(5) Fiction—‘I have an average cost inventory of $3500 in outdoor lines, anu 
my retail sales average $10,500 a season. This means I have three stock turns a 
year. 

Fact—You can’t mix cost and retail figures when you’re computing turnover. 
A $3500 inventory at cost is roughly equal to $5000 at retail. So if you do $10,500 
in retail sales for the year or the season, your turnover rate is not three times, 
but just a shade above two times. 

















How to find display space 


for outdoor living supplies 


Here are seven ways you can increase your 


display area to show off full and complete 


stocks of outdoor living merchandise 


Complete lines of outdoor living supplies so 
you can upgrade customers’ purchases call for 
large display areas. 

Here are seven ways to find display space in 
your store: 


(1) Start with your windows. Feature different 
outdoor living products in window displays 
throughout the selling season. Tie-in your 
window displays to various national promotions. 


(2) Devote your seasonal display area to out- 
door living supplies. If your store layout does 
not include a seasonal display area, arrange one 
this spring. Use it later to promote other 
seasonal items. 


(3) Use your sidewalk to display mowers, bar- 
becues, and lawn furniture. Arrange displays so 
customers can compare one model with another. 


(4) Rearrange your stocks. Take some off- 
season lines off of your islands and arrange 
smaller displays of these goods. Put the over- 
stock in your storage area. Use the fixtures 
available from the rearrangement for your out- 
door living goods. 


(5) If you have a parking lot, use part of this 
for an outdoor living area. Make your display 
compact so that you don’t use up your entire 
parking area. 
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(6) Use an adjoining lot. Fence in this lot and 
arrange your stocks by lines or set up this lot 
as a patio area showing the customer just how 
he might use these products at his own home. 


(7) Open an annex. Rent another store or 
building or use your storage building, if you 
have one, for an outdoor living annex. Feature 
the annex in your ads so customers will know 
where to find it. Post signs in your store direct- 
ing outdoor living customers to your annex. 
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This window doubles as a 
display area and a demon- 
stration section for patio 
needs. 








window to show off outdoor lighting 
to best advantage. Build base of wood, 
sheet metal or grass barrier. Fill with 
peat moss and place real or artificial 
flowers on top. Then place in these 
lamps: A, lantern post; B, cattail; C, 
mushroom; D, tulip; E, PAR projector; 
F, Christmas tree lights; G, morning 
glory. Turn display on at night against 
darkened store to show outdoor lights 
in action. 






This dealer puts his sidewalk 
to use as a display area for 
mowers and barbecues. 
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What’s your gardening tool 1.Q.? 


How many of the following gardening tools can you identify by their 


silhouettes? You should be able to name them all and know their uses 


to do an effective selling job in your outdoor living department. 


. This is a 


. wire cutter 
. grass shear 
. pruner 


2. This is a 


a. hedge shear 
b. long-handle shear 
c. mattock 


. This is a 


. pruner 
. hedge trimmer 
. wire cutter 


Ny TH 


4. This is a 


a. grass whip 

o. lawn edger 

c. long-handle grass 
shear 


5. This is a 


a. lopping shear 
b. hedge shear 
c. mattock 


6. This is a 


a. bulb planter 
b. garden trowel 
c. transplanter 


7. This is a 


a. 3-prong cultivator 
b. garden fork 
c. back scratcher 


8. This is a 


a. mattock 
b. axe 
c. pick 





V 


9. This is a 


a. scythe 
b. grass whip 
c. hoe 


10. This is a 


a. weeder 
b. spade 
c. bulb planter 


> ne \ 


11. This is a 


a. pruning saw 
b. rotary mower file 
c. rip saw 


12. This is a 


a. power drill 
b. electric hedge trimmer 
c. electric grass shear 


Correct answers 


Consider yourself well-posted on garden tools if you identified all 
12 correctly. If you identified 10 or 11 correctly, brush up a little. D-| | D-/ p-¢ 
If you identified less than 10 correctly, start studying up on your 9-0 | 9-9 D-7 
merchandise or you'll lose sales. q-6 D-G q-| 


4°71 O-§ oy 
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The name 
that brings them in...the line that sells them 


Melnor wraps the garden market in a profit package and hands it 





to you! With brand new items...great new improvements...new lower 
prices on famous Swingin’ Spray oscillating sprinklers...advanced 
packaging like nothing you’ve ever seen...the biggest, most exciting 
advertising campaign in garden history... 


and the promotions that give you extra profit! 


(Turn page for full details!) 








A —~6C OUR MILLIONTH SPRINKLER YEAR! 


























Melnor’s “Early Bird” Package Promotion.. 


477% DEALER PROFIT! 


“EARLY BIRD’’ PACKAGE SPECIAL 
No. 6000 contains: 


New! Even more powerful than last year’s 
sellout! Special No. 6000 is pre-packed and 
ready to ship, containing an assortment of 
all 4 models of America’s No. 1 oscillating (3) No. 550 Swingin’ Sprays @ 7.95 each 23.85 
sprinkler and a special free bonus of two (2) No. 700 Swingin’ Sprays @ 9.95 each 19.90 
of Melnor’s fastest-moving, attractively (1) No. 1000 Swingin’ Spray @ 12.95 each 12.95 
carded hose accessories: AQUA-GUN 
hose nozzles...the sensational squeeze 
nozzle and STOP’nFLO hose shut offs 

. top selling instant shut-off that elimi- 
nates long walks to the faucet. 


RETAIL 
VALUE 


(2) No. 525 Swingin’ Sprays @ 6.50 each 13.00 


FREE BONUS 
(4) Aqua-Gun Hose Nozzles @ 1.50 each 6.00 
(2) Stop 'n Flo Hose Shut Offs @1.30each 2.60 





TOTAL RETAIL VALUE 78.30 
DEALER COST 41.82 


ow: DEALER PROFIT 36.48 
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Melnor’s skin-packed Garden Aids in FREE revolving rack! 


NEW SEE’n SELL ACCESSORIES! 


visible, easily accessible. And Melnor 
gives you the handsomest, selling-est 
display rack you've ever seen absolutely 
free! Of course, all skin packed items 
also available without rack. 


Melnor again takes the lead in giving 
you the latest selling tools! Here’s a 
complete garden accessory de- 
partment in one space saving, self serv- 
ice rack. The sell is in the packages 
themselves . . 


basic 


.each accessory clearly 


No. 158S MELNOR’S SEE 'N SELL RACK ASSORTMENT 

contains: 92 Individual pieces, including 20 different items from Aqua-Gun nozzles to 

couplings. All individually skin packed and carded...TOTAL RETAIL VALUE 60.20 
DEALER COST 38.12 


DEALER PROFIT 22.08 


So te ONIN al A OE Sr RISE MEN 


eevee 


nN DH 0 


— 





























- — 
MEA ‘if 


MELNOR INDUSTRIES, Inc. 


Now! Our top-selling hose accessory has a partner! 
Both with modern design and exclusive “Green Trigger” 


2 MELNOR AQUA-GUN HOSE NOZZLES! 


No. 425 STANDARD AQUA-GUN 
The handiest garden hose nozzle ever 


No. 450 DELUXE AQUA-GUN 
Heres’ an Aqua-Gun that does every- 


made! Slightest hand pressure gives 
hundreds of spray positions... from 
fine mist through full stream. Can be 
locked and reset with a flick of the 
Green Trigger. Shuts off instantly... 
with just a squeeze of the Aqua-Gun 
handle. 


thing the standard model does plus 
make dozens of watering devices easier 
to use. With a quick turn, watering de- 
vices can be attached and used with all 
the advantages of the squeeze control. 
Has “Green Trigger” for automatic lock- 
ing and resetting. Knurled brass guard 
ring for protection of threaded adapter. 


See your wholesaler for further details. 
300 DEWITT AVENUE, BROOKLYN 36, NEW YORK 












Sales are Easier, 
Turn-over is Faster... 


nt Ie 


Do-it-Yourself 


REYNOLON 


TRAOEMARK 


vinyl film 
The strong, clear, 
sparkling plastic film 





When you sell 


REYNOLON 


VINYL FILM _ ; 









a. 


J 

















Here are & good reasons why: 


3 Reynolon is non-porous — dust, dirt, 





1 Reynolon polyvinyl! chloride film is 
super-clear — and clearness counts 


in do-it-yourself film uses. A 


a Reynolon stays bright and 
attractive — wipes clean in a jiffy 5 
with a damp cloth. 


liquids can’t get through. 
Reynolon is strong —is wonderfully 
soft and pliable. 


Reynolon has a soft luster that 
actually beautifies as it protects. 














Reynolon vinyl film has countless 
uses that can save you time and 
money. You can use it to make furni- 
ture, appliance and tool covers and 


to cover other items. Use it for storm 


and oe oe other low cost glass 

ee substitutions. Use 
Reynolon is a product of the Plastics Division of estieain seletinn- ie Fen cloth 
the Reynolds Metals Company. Consumers know and to handle. ome cay 
rely on this company name. It’s a household name This strong, clear, bright film 
beautifies as it protects. It’s non- 


porous — dust, dirt, liquids can’ 

through. But everything a ae 
through it is crystal clear. Resists 
tearing, won't crack or fray. Wipes 
clean with a damp cloth. — 


with millions of families who have made 
Reynolds Wrap the outstanding first choice among 
all household aluminum foil. 










Reynolon vinyl film =e 

is sold by the yord 
in better hardware 
ond department 
stores -— : 


rIMPORTANT!I 


Reynolon consumer advertising helps 
build business for you! This Reynolon 
advertisement in the American Home 
magazine tells more than 3 million 
homemakers to see their hardware 
dealer for plastic film. 







Here’s How To Make These Advantages Work For You 


Ask your hardware distributor if he is supplying you with 
Reynolon plastic film. If so, use the points above in your 
sales talk. If the film you are selling is not Reynolon, or if 
you are not yet handling this popular do-it-yourself product, 
write for names of suppliers of this superior film. 











PLASTICS DIVISION 
REYNOLDS METALS CO. 


GROTTOES, VIRGINIA 
Watch Reynolds All-Family Television Program, ‘‘DISNEYLAND,” ABC-TV 


REYNOLON 
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There’s a new line on this year’s income tax report, line 6(a) 


to report travel, entertainment. transportation expenses. It’s 


caused a lot of confusion. Here is an authentic explanation of 


this line, and what you can do to prove these exvenses are deductible. 


... How to figure 


1957 income taxes 


This is the second of two articles on your federal income tax return, prepared 
for Hardware Age readers by J. K. Lasser & Co. The first article was in the 
Jan. 30 issue, page 21, on travel and transportation deductions. 


by Howard F. Elin, partner 
J. K. Lasser & Co. 


and 


Sydney Prerau, director 
J. K. Lasser Tax Institute 


What entertainment expenses you can deduct 


You can entertain business customers in many ways. 
Lunches, suppers, theaters, concerts, ball games, and 
nightclubbing are among the more usual ways. And 
you can deduct cost for these items if they are essential 
to earning your salary or business income. Any cost is 
appropriate if it is spent under a business obligation 
and if it wouldn’t otherwise be undertaken. 

Entertainment expenses are not restricted to busi- 
ness customers. Even entertaining employees may be 
essential, and the costs may be deductible. 

Example—A drug company’s field manager on peri- 
odical trips to visit the salesmen under him spent 
heavily for tickets, meals, candy for the wives, toys for 
the children, and so forth—in a successful effort (as 
he proved in court) to maintain friendly relations with 
the salesmen and their families and to increase their 
efforts and their sales. The Treasury disputed his 
deductions, but this was “clearly wrong,” according to 
the Tax Court. The sales manager was paid a salary 
plus a bonus of the average increase in business made 
by the salesmen. By getting their goodwill, he was 
increasing his own income. 


Home entertaining costs can amount to a large 
deduction. Many executives and business men find the 
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home the best place for making business contacts. 

A systematic record of home entertaining costs can 
result in much additional income after taxes— 
especially when a room in the home is set aside for 
business entertaining. 

An accurate record of home costs entering into your 
business entertaining would include: 

Depreciation of furniture used in entertaining. A 
recent case allowed a taxpayer to depreciate furnish- 
ings bought for a home rumpus room used in enter- 
taining business customers and employees. The items 
included a cocktail bar, stools, chairs, and sofas. 

Business telephone calls. 

Business literature, equipment, and supplies. 

Rent or house expenses (including depreciation) 
allocated to the business use of your apartment or 
house. 

Household expenses for food, liquor, light, servants 
used in entertaining. 

Expenses for decorations, repairs, and miscellaneous 
services; but not for remodeling, renovating or re- 
building which are capital expenditures amortized over 
their useful lives. 

Example—A Wall Street customers’ man deducted 
the expenses of entertaining his customers at his New 
York apartment and his summer home, claiming that 
these expenses were necessary to retain their patron- 
age. The Treasury argued that since he had been in 
business for years, and many of his customers were 
his friends, the entertainment was primarily personal. 
But the Tax Court allowed the deduction. 

But you cannot deduct as entertainment expenses a 
personal expense as the cost of a wedding or similar 
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Crystal Tempo is available in 16-o0z. Cooler, 
12-0z. Beverage, 9-0z. Old Fashioned, 6-oz. 
Juice, and 4¥2-oz. Cocktail. The other col- 
ors are available in 16-0z. Cooler, 12-oz. 





Beverage, and 6-o0z. Juice. Also Harlequin 
Set in 12-oz. size—set of 8, assorted 2 each, 


Crystal, Aqua, Golden 
and Charcoal. 












LIGHT AND LOV ELY , vag 
: ~4 sunshiny sett s spark 
ee styling of beautiful Golden — ee 7s ~ 
@ china, Reed & Barton “Pointed Antique” — “ 


acons- 


* r a] 
- vith TEMPO in 
sibbey cYery-day crystal 
efecto sy Re cow or «py! That 
ate nooner ey $ exciting Tempo brings to the f 
ng glasses have the 
the elegant look of expe 


amily 
clean sumple lines 
nsive imports. Yet your 


osts so little! Crystal in 5 sizes 
Golden Charcoal. Aqua in 3 sizes 
—only about $2 00 to $2.50 fora 
set of 8! In fact, the tiny price 
tag on all Libbey glass wil] 
tempt you to own 2 or 3 sets 





> 2 ang LIBBEY 


means profit for you! 


Libbey’s full-page, glowing-color 
advertisement in the April issue 
of Berrer HoMes & GARDENS will 
show your customers the lovely 
styling of Tempo glassware... 
drawing customers to your store to 
buy it. 


Tempo is striking glassware for 
an added touch of elegance in 
every-day dining . . . priced to 
every-day budgets. It’s available in 
four delicate colors—Charcoal, 


LIBBEY SAFEDGE GLASSWARE 


Aqua, Golden, and Crystal. Crystal 
comes in five sizes, the other colors 
in three. 

Check your stocks and place 
your order now to gain maximum 
benefits from Libbey’s advertising 

. and remember that customers 
will want several sizes for com- 
plete sets. 

Call your Libbey Distributor now 
or write to Libbey Glass, Division 
of Owens-Illinois, Toledo 1, Ohio. 


AN (1) PRODUCT 
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LUMINOUS AND Lov ‘ae 
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LOOK 
POR THE LIBBEY ® ON EVERY CLass 


SAFEDCE GLASSWARE | 


Owens-Intrnots 


CENERaAL 


AN (D) rrovect 


JPPICES TOLEDO 





Every set is handsomely gift boxed, in sets of 8 
of each size. Priced to retail at about $2-$2.50, 
every glass backed by the famous Libbey guar- 
antee: “A new glass if the rim of a Libbey 
“Safedge’ glass ever chips.” 





GENERAL OFFICES - TOLEDO 1, OHIO 







Introducing... 
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Profitably stock and confidently 
recommend this newest member of the 
Cortland Brand. This new all-welded 
fabric is used for fences, poultry pens, 
small animal runs and general utility 
uses. It has exceptional strength — 
the result of an electric welding process 
that firmly joins the wires together at 
crossing points with no loss of zinc pro- 
tection at joints. Meshes are uniform; 
wires are straight and fabric lies flat 
when unrolled. Available in 1” x1”, 
2” x1” and 4”x2” standard widths 
galvanized before welding. Special mesh 
and wire gauge combinations, galvan- 
ized or plain steel, as well as non- 
standard widths are available on special 
order. 


stah for Cortland 


WICKWIRE BROTHERS, INC., Cortland, N. Y. 


NAILS & BRADS - WIRE NETTING - WIRE SCREENING - HARDWARE CLOTH 
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personal celebration even though 
many of the guests are your cus- 
tomers. 


Example—A treasurer of a shoe 
novelty company gave what the 
court described as quite a “wedding 
for his daughter.” He claimed the 
wedding as a justifiable business 
cost since 60 per cent of the guests 
were customers or potential custo- 
mers. The court said “‘No’”—a wed- 
ding is not ordinary and necessary 
expense of carrying on a business. 


You cannot deduct the cost of any 
entertainment that violates public 
policy. That’s what the Tax Court 
said when it disallowed a taxpayer 
the cost of entertaining an employee 
of a government agency that bought 
from his company. 

You cannot deduct costs that 
frustrate any sharply defined state 
law or policy. If you buy liquor for 
entertaining customers in a dry 
state or county, you cannot deduct 
the cost of the liquor. 


What about your personal share 
of the entertainment bill? 

You may meet Treasury opposi- 
tion in deducting the part of a bill 
that covers your participation in 
entertaining. 


A recent decision says you cannot 
deduct your share unless it is more 
than you would normally spend on 
yourself. You have to show that 
you entertained only for business 
reasons, not personal pleasure. 


So you may have to reduce your 
deduction by what you would nor- 
mally spend on yourself. When you 
lunch alone, suppose your bill in- 
cluding a cocktail and luncheon 
comes to about $2; but when you 
lunch with a business customer, 
your bill runs to $8. On examining 
your return, a Treasury agent 
might ask you to cut that bill by at 
least the $2 that is your personal 
share measured by your’ usual 
lunch bill. 


You can deduct the cost of gifts 
to business customers or clients. 
And one case even permitted a de- 
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PENN SUPPLY & METAL CORPORATION 


IMPORTANT 1833 N. Sth STREET PHILADELPHIA 22, PA. 





SALES AIDS Please send complete information 
about your “Billy Penn” Vent Kits. 


FREE LEAFLETS INSTRUCTIONS COUNTER: DISPLAYS Name 


Street 


ALSO: A full line of RAIN-CARRYING EQUIPMENT (aluminum, copper. __ LT EE 


steel): FURNACE PIPE & ACCESSORIES: over 2,000 other METAL SPE- 
CIALTIES for the hardware trade. WRITE FOR ILLUSTRATED BROCHURE! 


ee on oth 2 oe ae. en ee 2 eorten- Stel - 2 Baten 
1833 WN. Sth Street Philadeiphia 22, Pa. 


- @ MY FAVORITE DISTRIBUTOR IS: 
Firm 


ER Smee om ae ee 
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SPRING SPECIAL_, 


’ 
§ 
z 


UNIVERSAL 


at an unbelievable 


For a limited time only you can offer this Coffeematic 
Spring Special at the astounding price of only $14.95! 
Imagine ... the most famous name in coffeemakers, 

a deluxe quality, chrome-on-solid copper, 8-cup 
Coffeematic with the exclusive Flavor-Selector at such 
a price! This beautiful new model out values any 
other coffeemaker on the market. Backed by BIG 
Universal advertising in top national magazines, you're 
headed for a sell-out. But get your order in now... 
the supply is limited. 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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QUICK CHANGE 
For faster turnover in less space, show Eagle's Packaged 
Products. Eagle's electrical supplies move fast—and make a 
money for you. Check with your Eagle Wholesaler today. 
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SHO-PAK. 





CAT. No. 900 
_ JIFFY 

PUSH - PULL 
PLUGS on 
individual! 
cards. 










_ “TIME 
AT. NO. 670 , 
O ELAY” PLUG FUSE DIS 


PENSER holds 50 fuses 
(10 boxes) . 





































caT. NO. 0914—10 
DETECTO LITES om 
eye-catching self-selling ,+ wo. D84 
display card. on colorful wa 
selling card. 





1—10 NITE-LITES 
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Illustrated above are only a few displays from over 
1500 approved Eagle wiring devices—available to 
you for ''one source’ buying. They're fast sellers— 
and money makers—because of the famous Eagle 
quality — customer acceptance —and self-selling 
~— merchandising aids. Send for a FREE Eagle catalog 
— *§ ~& «=%%—and go over the Eagle line with your wholesaler. 
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EAGLE ELECTRIC MANUFACTURING CO., INC. 


LONG ISLAN! e348 Se ° NEW YORI 
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duction for gifts to business asso- 
ciates. 

Example—A movie actress, made 
gifts of silverware, jewelry, and an 
oil painting to her studio’s dress 
designer, a dialogue director, and 
an agent. She was under no legal 
obligation to pay them. In fact, 
the designer, and the director were 
her friends. The Treasury dis- 
allowed the gifts as nondeductible 
personal expenses. But she con- 
vinced the Tax Court the gifts had 
a business purpose for these two 
reasons: 

1. There was a direct relation 
between the gifts and her profes- 
sion as an actress. 

2. The recipients had given her 
additional services which aided in 
her success. 

But this type of gift will get 
close scrutiny from the Treasury. 
You’ll have to show how the gift 
can be helpful to you or increase 
your income. 


Club dues expenses you can deduct 

You can deduct club costs if they 
are required in earning your pay 
or business income. But as personal 
social motives are usually involved 
in club membership, to get a deduc- 
tion you may be called upon to show 
that you joined the club to meet 
people for business reasons, that 
you did meet them, and that the 
acquaintance helped your business. 


Examples: 


(1) A lawyer who didn’t like 
golf joined a golf club so he could 
meet certain attorneys and bank- 
ers, half of whom were members of 
the club. As a result of the acquaint- 
ances he made, he got large fees. 
He quit the club when it no longer 
helped him to obtain legal work. 
His dues were OK’d as deductible. 

(2) An architect claimed he 
joined a club for business reasons, 
and the record showed a large per- 
centage of his fees was derived 
from contacts made through the 
membership. The Tax Court allowed 
him to deduct two-thirds of his dues 
—not all, because it thought he en- 





PLETE 


COMainarion 


IRONING PACKAGE 


INCLUDES: 


Rid-Jid Knee Room@ Ironing Table with 
new stop-or-go wheels. Offers maximum 
knee room, | 2 instant height adjustments, 
sparkling chrome and yellow finish. 


Rid-Jid Airflow Pad and Cover Set af 
Y2 price. New three-layer, one-piece 
unit with Silicone cover and Glass-Fiber 
Poly-Foam pad. 














MODEL 7C 


Coupon for 2 Rid-Jid Silicone Replace- 
ment Covers at ' price. 





FOR 


+16° 
PACKAGE 


COMPLETE 
FULL PROFITS FOR ALL CLASSES OF TRADE 
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NEW STOP-OR-GO 
WHEELS 












A 


NOW WITH STOP-OR-GO@ WHEELS 





Fs 
bz. AR @Nationally advertised in 
EA Ladies’ Home Journal, Better 
/ Homes and Gardens, Good 


/ 


| Housekeeping, Brideé’s. Stock 





be “< up on Rid-Jid Complete Combi- 

Sa nation Ironing Package. Free 
WHEELS GO... WHEELSSTOP... WHEELS GO.*%. WHEELS STOP... Promotion Material Available. 
when you lift ta- | when ironing table whenyovrollironing when you set ironing 
peredendofironing is in stand-up table to or from’ table in storage 
table in sit-down _ position. storage. position. 

. position. 
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THE J. R. CLARK FAMILY OF FAMOUS Al@Jid QUALITY PRODUCTS 
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Roll-Or-Tot ie \\ 4 
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Laundry Corts \\ ms Aluminum Clothes Racks Ironing Tables 


Ladders 


THE J.R. CLARK COMPANY 


SPRING PARK, MINN, @ READING, PA, 
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This ad sold out 
Boontonware $s 
Place Setting Promotion 


FOR OVER SOOO DEALERS 








Last year every one of the more than 3,000 dealers who tied 
into Boontonware’s Place Setting Sale with Boontonware’s 
planned advertising and displays, sold out “Sale” stock com- 
pletely and substantially boosted open stock sales. The new 
’*58 promotion is bigger and better than ever. Dealers who 
tie in by using the all-new ads and displays are sure to have 
an even greater success. It’s the first of the ’58 series of 
planned sales events for Boontonware Program Dealers that 
mean constant month-in, month-out volume, as those dealers 
who have participated over the past years well know. So this 
year tie in all the way. 


Become a Boontonware Program Dealer! Write for details today. 


Wate’ BOONTON MOLDING CO. 
Boonton, N. J. 
finest of all Melamine dinnerware 
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joyed himself at the club while he 
was working. 

(3) A doctor who depends on 
referrals from other doctors joined 
a club with a large doctor member- 
ship. If his deduction of dues is 
challenged, he will have to prove 
that other doctor members actually 
referred patients to him. 

(4) A liquor store owner joined 
several country clubs to help sales 
in his business. Neither he nor his 
family ever used the golf or swim- 
ming facilities at the clubs. And as 
soon as he went out of business, he 
dropped his club memberships. He 
was allowed to deduct his club dues 
in part, for the Tax Court was not 
entirely satisfied that he did not use 
the clubs for some personal benefits. 

(5) A lawyer used the Bankers 
Club almost exclusively to entertain 
clients. He wasn’t sure of the 
amount of his expenses, but esti- 
mated club dues were either $100 
or $150 a year, and monthly ex- 
penses were around $30 to $40. The 
Tax Court allowed an annual de- 
duction of $500. 


Many other types of organiza- 
tions may give you a business ex- 
pense, for example, dues paid to a: 

Trade association if it is con- 
ducted for the purpose of further- 
ing the business interests of its 
members. 

Community “booster” club con- 
ducted to attract tourists and 
settlers to the locality where the 
members do business. 

Chamber of Commerce if it is 
conducted to advance the business 
interests of its members; if an 
employee is directed to join to 
further the company’s business in- 
terests and the company pays his 
dues; or if the employer requires 
him to belong as one of the duties 
of his business position. 

But you can’t deduct club dues 
after a period of time in which 
membership has not actually pro- 
moted your business. 

Example—A Birmingham dentist 
in practice for over 46 years had 
long been a member of the Lions 
and of a country club which he 
originally joined to develop business 
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WITH EACH PURCHASE OF 
RUBBERMAID DRAINER TRAY! 


No. 1170 For short counters OR No. 1171 For standard counters 


Here’s how the Promotion Works 

For each dozen Rubbermaid Drainer Trays you buy—either #1170 or #1171 
in any combination you want—you receive one #8858 Promotion Kit. 
Promotion Kit Contains: 


1. A dozen sets of #1903 and #1904 scrapers, (in regular polyethylene bags), 
* banded together, and marked ‘‘Both Free’’—with your purchase of Rubber- 
maid Drainer Tray. 
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A traffic-stopping easel display card. 
A 4-color wall or window display banner. 
A sample of free mailing-folders. 


> 


Free proofs of promotion ad mats. 


RUBBERMAID, INC. °° WOOSTER, OHIO 
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GIVE YOUR CUSTOMERS TWO DELUXE SCRAP 


FREE 











Ba 


ERS 


To Promote this offer, 
You Get! 


Free Easel Display Pieces 
Free Window Banners 
Free Ad Mats 

Free Consumer Folders 
Plus . . . Full-Color 
Consumer Advertising 

















Entire Promotion backed by 
full-color consumer advertising 
timed for March and April 
Selling. Order now! Noorders 
accepted after March. 
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G/amorene GOES NETWORK TV 
PRE-SELLS NEW PACKACE! 


Limited TV offer: FEB. Ist —“‘while it lasts” 


watch 
Clamorenes qa 
‘TREASUREHUNT’ «==; 


starring JAN MURRAY ue 


Tuesdays 7:30 to 8:00 P.M. (NYT) 


ee NEWEST | jv we. 
Glamorene COMBINATION ? fa d | - , 


the ‘GIANT’ 98¢ PINT 


(makes 9 pints) Fr A 


and INTRODUCTORY SIZE fees 


(makes over 1 full pint) 





















S 














&. 








BOTH for only 98* retail come 


Glamorene 
PRODUCTS 


GUARANTEED T0 OUTPERFORM ap PRICE 
GUARANTEED TO OUTSELL... | profit | 


ANY OTHER LIQUID CLEANER PROTECTED! 


















CONTACT YOUR LOCAL DISTRIBUTOR or write: GLAMORENE, INC. e 175 ENTIN RD., CLIFTON, N. J. 
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contacts. But now his business de- 
duction of dues, meals, and other 
charges at both clubs are dis- 
allowed, for he failed to prove that 
his membership is actually bringing 
him patients. 


Telephone and telegraph costs 


Charges for local and _ long- 
distance calls and telegrams for 
business purposes are deductible, 
and so are charges for installing 
home phones used in business, but 
proof of business use must be 
shown, 

Phone calls on the office or busi- 
ness phone present no problem. 

For business calls outside the 
office, reasonable cash outlays are 
deductible. 

But deductions for use of a home 
phone are generally questioned by 
the Treasury. 

When one taxpayer deducted all 
the toll charges for calls made at 
his home, the Court denied the de- 
duction in full because no allocation 
between business and personal calls 
was made. But a businessman con- 
fined to his home by illness for a 
period of six months was permitted 
to deduct $1150 for business tele- 
phone calls. 

A separate home phone for busi- 
ness calls in addition to one for 
personal calls avoids the problem of 
allocation. If you do not have a 
separate phone for business calls 
and you use your home phone for 
business, keep a diary record of the 
business calls. For long-distance 
calls, it may be advisable to arrange 
with the phone company to transfer 
the charges to the office phone. 


How do you prove your 
expenses? 


The Treasury has indicated that 
it is not going to require more 
detailed information than in the 
past. 

On the major expense items where 
you can get a receipt, you will prob- 
ably be asked for it. 

On other expenses less susceptible 
to direct proof, here’s what the 
Treasury says: 

“Close approximations of items 
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H-24S COMPACT HAMPER 
with snap-hinge, ventilated 
cover .. . leak-proof bottom 
has molded-in feet. 171” 
high. Rust-proof, clatter-proof, 
safe to use anywhere. $4.95 


B-36S OBLONG BASKET 

with matching basketweave 
decoration, molded-in feet. 
14” high—18 qt. cap. . $2.49 


COLUMBUS PLASTIC PRODUCTS, INC., Columbus, Ohio 


Om Tie Pditiy Med Ow 6>'s in, 


Nine in aac 








H-35 S TOILETRIES TRAY 


and TISSUE HOLDER. Fits 
any toilet tank top. . $2.98 


H-30S BRUSH HOLDER 
and matching plastic brush 
with handy shelf for clean- 
er. Can‘’t rust nor mar 
RRR ene $2.98 









WORLD'S LARGEST MANUFACTURER OF PLASTIC HOUSEWARES 
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FOR FAST SUMMER PROFITS 















































MATCHED BARGECUE TOOLS 


Handsome, rugged _ tools 

that go fast to bring big 

profits. Gleaming, non- 

tarnishing chrome, _ rustic 
| hardwood handles and gen- 
| uine leather hanging thongs. 
: Available in bulk or in color- 
- ful Gift-Display cartons. 













GIFT DISPLAY CARTON 


\ 3-piece, 4-piece, and 5-piece Sets in 
attractively printed corrugated Ship- 
ping-Display-Gift cartons. 


| fAND-OUTS 


Cook-and-serve pans 
(7” dia.) in glistening 
chrome with hardwood 
handles and leather 
| thongs. Available in bulk 





or sets of 4 in attractive 
Gift-Display cartons. 


_ Plan your promotion now on fast- 
' moving Everedy Barbecue Tools, 
Skewers and Hand-Outs—ring up big 
profits all summer long. For full infor- 
mation on prices, shipping, etc., and 
your copy of the new Everedy catalog, 
write direct. 























THE EVEREDY © FREDERICK, MD., U.S.A. 





Ra a 








Craftsmenin CHROME «© COPPER «+ STAINLESS 
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not fully supported by documentary 
proof can frequently be reached by 
reconstruction through reliable sec- 
ondary sources of information. 

“In connection with an item of 
traveling expense, it might be pos- 
sible for a taxpayer to satisfy the 
examiner that he was in a travel 
status a certain number of days out 
of each month or year but impos- 
sible for him to establish the details 
of all his various items of travel 
expense by documentary proof. 

“In such a case rail fares or 
plane fares can be ascertained with 
exactness and automobile costs 
approximated on the basis of mile- 
age covered. 


“A reasonable approximation of 
meals and lodging might be based 
upon receipted hotel bills or by 
applying a daily rate—determined 
upon the basis of actual costs pre- 


This is the second, and final, 
article in this Lasser tax 
series. For the first article 
see H.A., Jan. 30, p. 21. 


vailing in the particular community 
for comparable accomodations—to 
the provable days of travel. 


“Items such as tips, taxi fares, 
and the like can be based upon a 
reasonable approximation.” 


You should take care to preserve 
receipts or vouchers such as the 
following: airplane ticket receipts, 
rail stubs, receipted hotel bills, con- 
vention vouchers, receipts for busi- 
ness gifts and the receipted bills 
from a club where you do your bus- 
iness entertaining. 


It would be a good idea to keep a 
tax diary, especially where receipts 
are not available. Commissioner 
Harrington agrees that a diary en- 
try will support deductions that 
cannot be supported by receipts or 
vouchers: 


“Tf a man took a taxicab from the 
railroad station to his hotel and 
entered it in his little black book, 
that’s all we would require. We 
wouldn’t require him to get a re- 
ceipt from the taxi driver.” 


But remember that the agent may 






















HOME BUILDERS AND SUPPLIERS! 


Here's a powerful “assist” to help your sales 
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seal above 
to help you. 





/ 


eeeand page 13 sends customers 
right to your door! 


Imagine! Three of the most influential prime movers in the home build- 
ing and improvement field are putting sales material right into your 
customers’ hands, so they can get started immediately! This $125,000 
contest is going to be the building industry’s major effort in 1958, and 
no one knows the need for such a promotion better than home improve- 
ment suppliers and lending agencies! 

This is your program, designed by your own industry, to help your busi- 
ness. Tie-in with it and give it your full support, because you will gain 
increased profits in the long run. Get hold of an entry blank yourself, 
and see what a good job page 13 does of building traffic for you and 
sending you “hot” prospects. 


Display this seal—the sign of Contest Headquarters—so cus- 
tomers can recognize you as a contest authority. For further in- 
formation contact: The Home Improvement Council, 2 East 54th 
« Street, New York 22, New York. Phone: PLaza 1-7178, Don 
y » Moore, Executive Director. 
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MEREDITH OF DES MOINES 


—America’s biggest publisher of ideas 
‘Annual Sales: 250,000 for today’s living and tomorrow’s plans 
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Get General Electric's 1958 Fan Line... For 


Fabulous Prices 


A NEW, FULL LINE OF PORTABLE FANS FOR THE VOLUME MARKET! 










































Deluxe Automatic % 95° Electrically reversible 

20" Portable Fan—W-10 — 20" Portable Fan—W-7 

e Super powerful—5000 CFM{ ® Three speeds each way $ 95 * 
e Electrically reversible ® Powerful—4000 CFMit meee 
e New diffuser grill e Automatic thermostat control ® Circulates or ventilates 

e Three speeds each way @ Window mounting panels included ® Safety grills 





Electrically reversible Powerful 20" 
Portable Twin Fan—T-4 Portable Fan—W-6 Now only 
@ Three speeds each way 4 95 ® Easily reversible ~ 95 * 
@ Fits casement or sash windows ‘spas ® Ventilates or circulates —_—- 
e Circulates or ventilates ® Powerful—4000 CFMt 
e Safety grills ® Three speeds—safety designed 


Promote General Electric Fans for fast turnover—AT BIG PROFIT 


*Manufacturer’s recommended retail or Fair Trade price. tCertified by General Electric Fan Engineering Laboratories on basis 
of samples tested by NEMA standards. General Electric Company, Automatic Blanket & Fan Dept., Bridgeport 2, Connecticut. 
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' Full-Powered Cooling —General Electric’s new 
Certified Air Circulation} assures customers of the full 
cooling power they pay for, want, and need! 


Fabulous Prices—lowest prices ever on General 
Electric Fans—for even faster sales at the same full 
margin! 


Full Profit—for the full season! General Electric 
Fans are fair-traded all season long. Preferred by con- 
sumers, sell out first—give you fastest turnover. 


Plus—aA new over-the-counter replacement warranty. 
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GENERAL ELECTRIC 
FAN WARRANTY 


authorizes immediate replacement of any 
defective fan within one year and repair 
or replacement of any defective fan motor 

within five years. 
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Model W-8 without 
electric reverse, $34.95* 


20" Electrically reversible 
Window Fan—W-9 


® Three speeds each way $ 95* 
® Fits windows from 20" to 38" wide — 
® New sunburst safety guard 


® Cools up to 5 rooms 


Progress ls Our Most Important Product 


GENERAL 
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ull Powered cooling 


! Full Profit! 
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New 20" Portable fy 
Roll-Around Fan 


® Rolls easily anywhere 
© Three speeds Lf xe 
® Converts to 20" portable fan & 

© Adjustable height and tilt A 


Personal Fan coeaniing Fans 





new D 95° 16¥4" V-164 


mance $5495° 








ALL-PURPOSE FAN HASSOCK FAN 
@ Broad, powerful air stream @ Draft-free cooling 
e Versatile e Two sets of fan blades 
e Extra safe e Three speeds—safety design 
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Spectacular Kromex |) 1 Combination 


will BOOST Housewares Sales! 














YOU CAN bp 
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with the purchase of 


famous KROMEX “Pantry Partners”’ 
4-Pc Matching Kanister Set 0) ! rs | 


Get in on this red-hot 
combination deal. It's 
Kromex's regular 
fastest-selling Kanister 
line — smart, seamless 
tu-tone aluminum with 
Pink, Turquoise, Yellow 
or Black trim. Act fast. 
Offer positively expires 


February 28th. 











































Complete Dp Promotion 
Package Includes: 








Newspaper Ad Mats, Display 
Cards and Window Banners 











Kromex’ Corp. 


S880 East 72nd Street, Cleveland 3, Ohio 
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How to figure 1957 


income taxes 
(Continued ) 


ask you for substantiation of a 
diary entry where the expense is 
capable of direct proof. 

You should keep any records of 
reimbursements and_ allowances 
that you receive from your em- 
ployer. 

Remember that if you can’t sub- 
stantiate these expense allowances, 
your business expenses won’t be 
allowed under line 6(a) and if you 
elect the standard deduction, you 
will lose them altogether. 


Remnant tagging moves 
short lengths of screen 


Here is a way to dispose of short 
lengths of wire insect screening. 

When a roll of screening gets 
down to about four yards, tie it up 
and tag it as a remnant. Mark on 
the tag the length of the piece to 
the nearest yard under the actual 
length, and price it according to 
that length. The gage and the 
actual length should also be put on 
the tag. 

Stack remnants near your regu- 
lar screen display so that customers 
can easily make their own selec- 
tion. 

The turnover of these odd lengths 
is quick. Customers feel that the 
slight price reduction is worth- 
while. 
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' | kept telling you, ... ‘sweep the 
floor, sweep the floor.’ ” 


Rival Mea eee 
The safest, Safest, SAFEST | 


eur PROTECT-0 


Exclusive with QROFLE 














U. PROTEL Pat. Ap 





Only Rival has a Complete line « 
PROTECT-O-MATIC™ electric and hi 
food slicer models. 


Rival PROTECT-O-MATIC revolutionizes slicer sales wit] 
. exclusive selling features than all other slicers combin 
creates sales where they never existed before—turns “jus 

ing” store traffic into cash-on-the-line customers! 
PROTECTO-O-MATIC is just one more proof that you : 
get “first things first from Rival.” Be ready for the big slice 
boom that’s coming with Rival’s largest ad campaign ever 


More Home Food Slicers Were Sold in 195. 


Than In The Previous Two Years Combinec 
Act Today! Ask your distributor or write 


RIVAL MANUFACTURING COMPANY, Kansas City 29, M 
RIVAL MFG. CO. OF CANADA, LTD., MONTREAL 
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I home food slicers made! 


O-MATIC sticers 


MECT-0-GUIDE.. 


. Pat. App. For 










NO OTHER DOMESTIC OR 
IMPORTED FOOD SLICERS 
HAVE ALL THESE EXCLUSIVE 
FEATURES: 


1. PROTECT-0-GUIDE™ 


Patented food clamps completely protect the 
hand while slicing all foods of all lengths! 
Only “Protect-O-Guide” lets you slice extra 
long roasts, bacon slabs, or loaves of bread 
without presectioning! Only “Protect-O-Guide” 
completely shields your hand from the slicing 
blade at all times! 


2. PROTECT-0-LOCK ™ 


Exclusive locking device shields blade and 
protects hands when slicer is being washed 
or stored. 


3. PROTECT-0-STOP ™ 


Exclusive ‘‘Protect-O-Stop” supplements suc- 
tion feet assuring safe, steady slicing on 
any surfacel 


4. INSTANTLY REMOVABLE BLADE 


Exclusive! Protect-O-Matic’s serrated blade is 
instantly removable. Safe, easiest to clean! 
No tools needed. Serrated blade never needs 
sharpening! 










S. 


ne of 


id hand 


les with more 
combined! It 
s “just-look- 


t you always 
ig slicer sales 
n ever! 
» 1957 
bined! 


plus 


Exclusive Thickness Gauge and Regulator 
Handle instantly sets the exact size slice 
wanted; “Fall-A-Way” Dip guides slices to 
platter; removable Food Carrier for easy 
washing; jumbo-size suction feet; gleaming 


29, Missouri All Chrome finish for everlasting beauty. 
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You 
MAKE 





‘MORE MONEY 


TM4 ! 


WITH 
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in SALES 

in PROFITS 

in DEMAND 

in PERFORMANCE 
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TM-4 puts THE MOVE IN PAINT REMOVER... 


J. T. ROSS & CO. 
Highland Park, Ill. 
... “never have we had a product meet such enthusiastic con- 
sumer demand . . . TM-4 should prove to be our biggest dollar 
seller in household chemicals.”’ 
J. T. Ross 

NORTHERN WHOLESALE HARDWARE CO. 
Portiand, Oregon 
“TM-4 .. . outselling all others. We are selling more TM-4 than 
the rest of the paint removers carried put together.” 

H. J. Bailey, Manager 

Paint Dept. 
FELTON SIBLEY & CO., INC. 
Philadelphia 6, Pa. 
“. . . TM-4 has established itself as the leader over the other re- 
movers we Carry and we have just scratched the surface.”’ 
Walter G. Sibley 






© Independent university tests prove TM-4 Paint Remover best. 
The amazing TM-4 formula has not and cannot be duplicated. 


e TM-4 was used to remove up to twenty coats of paint and 
stain in renovating INDEPENDENCE HALL. 


e TM-4 is the easiest paint remover to use. 
e TM-4 has 100% money back guarantee on every can. 


Nationally maintained prices:* ¥% Pint .89c, 
¥% Galion $4.49, Gallon $7.98. 
* You make $1.00 on every quart. 


Pint $1.49, Quart $2.49, 


WINFIELD BROOKS COMPANY * WOBURN, MASS. 
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A homeworkshop club can 
make friends for store 


The growing interest in home- 
workshop projects has encouraged 
some dealers to start clubs for 
power tool fans. These clubs at- 
tract all types of customers. Some 
of these groups even attract 
women customers. - Be - 

Dealers who sponsor clubs of : 
this type usually have the groups 
meet in their stores after business 
hours. 

Members of these clubs do not 
like to have a dealer try to sell 
them merchandise at club meet- 
ings. 

In most instances the dealer has 

at least one member of his staff 
on hand to take orders for equip- 
ment or materials members want. 
These employees always empha- 
size that they are there to help 
club members get power units they 
need for their projects. 

Store employees are encouraged 
to join these clubs. 

Some clubs sponsored by dealers 
have a small fee, as low as $1 per 
year for dues. The fee helps pay 
for electricity and acts to discour- 
age those who are not truly inter- 
ested in power tool work. 

Demonstrators from power too! 
factories can help to make club 
meetings more interesting to mem- 
bers. Their show-how sessions can 
help to make club members more 
interested in the use and owner- 
ship of power tools. 

Some of these clubs hold exhi- 

bitions of their members’ work in 
the sponsoring dealers’ stores. 
Dealers in some sections will sell 
the items club members make, giv- 
ing the proceeds to the individuals 
who made them. 


HARDWARE HUMOR 
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lo DIRECT A SHOPPER into your store, you first must 


attract her attention. One of the best ways to do this is 
with an eye-appealing Pittsburgh Open-Vision Store 
Front. People associate modern stores with progressive 
merchants and up-to-date merchandise and services. 

A Pittsburgh Open-Vision Store Front can add attrac- 
tion power to any type of retail store, whatever its size 
or location. Hundreds of satisfied merchants have re- 
ported substantial increases in business, in traffic and 
prestige after they modernized their stores with Pittsburgh 


Open-Vision Store Fronts. They have discovered that 


FREE BOOK. 


For more information on 

Pittsburgh Open-Vision Store Fronts, 
send in the coupon and we'll 

be glad to send you 

our new store front booklet. 
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open-vision design allows them to use their entire sales 
floor as a display area easily seen from the sidewalk. 
With the great variety of Pittsburgh Store Front Prod- 
ucts available, the design possibilities are almost unlimited. 
You can choose from such products as Pittsburgh Polished 
Plate Glass and Twinpow’ Insulating Window Units for 
the open-vision front, and Prrrco” Store Front Metal for 
the supporting members. To complete the installation, 
there are TuBELITE’ Doors, Hercuttre” Plate Glass Door- 
way Assemblies, and Pirrcomatic’ . . . the nation’s finest 


automatic door opener. 


Pittsburgh Plate Glass Company 
Room 8123, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pennsylvania 


Please send me a FREE copy of your store front booklet. 
Name 
Address 


City ee State 


SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITEO 





How can you guide a shopper's footsteps ? 
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Here’s your chance to 
CLEAN-UP 


_.with a powerful adogre 


SPRUCE-UP FOR SPRING 
PROMOTION 
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FREE 


FREE 





PLUS! 


... Packaged 
for profits! 


Autoyre offers you 
everything you need 
for a store-wide sale 

making your store 
headquarters for all 

Spring Housecleaning 
needs! Cash in now 
for extra traffic, extra 
volume, extra profits 
on most of the 


products you sell. 




















HERE’S THE COMPLETE MERCHANDISING PACKAGE YOU GET WHEN YOU TIE-IN: 








WINDOW STREAMERS AD MATS LAYOUTS 
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COUNTER CARDS PRICE TAGS 





go UP7 FOR SPRING 


~~... 


FAIRFIELD = 


wow eee 

















ee 














[RAOvo SemuPt Ty scaner | 


mn | 


| 
| 








RADIO-TV SCRIPTS 


c 
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IDEA BOOKLETS 





BIGGEST NATIONAL AD CAMPAIGN TO 50 MILLION HOMEMAKERS 


YOUR STORE CAN LOOK LIKE THIS WITH AUTOYRE’S FREE SPRUCE-UP FOR SPRING WINDOW- STORE TRIM KIT. 














INSIDE = BATH - —— 
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(yes Rif 


























MR. DEALER—HERE’S HOW YOU TIE-IN: 
: 1. Choose Autoyre’s PROFIT PACKAGE #1! A complete sampler 


assortment of fastest selling Autoyre accessories ideal for 
spruce-up, fix-up, remodeling. Gleaming chrome fixtures 
from 59¢ to $4.39...a complete group for every budget 
from the four most popular lines on the market today! 


2. Choose Autoyre’s PROFIT PACKAGE #2! Select one or more of 
five store-proven merchandising displays with assortment 
to build your own bathwares department. Maximum sales 
and profits in minimum space. There’s a display with 
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; © 1958 THE AUTOYRE COMPANY, 221 North LaSalle Street, Chicago 1, Illinois 
accessories at the price your customers want! A Subsidiary of Ekco Products Company 
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THE AVP Company 


From pine...to pulp... 
to paper...to people... 
through KVP 


““‘We make the nation’s most complete 
line of household papers. We 

comb 3,400,000 acres of woods to 
find suitable trees to remake into 
protective papers. Some call us 

“Tree Farmers’—we cultivate more 
trees than we cut. So there will 
always be KVP paper for the future.” 


£as 


en 





Get easy, profitable sales by displaying KVP 
Freezer Paper and KVP Shelf Papers. Now, star 
salesman Don McNeill is selling them on the 
great, morning network radio show, ““The Break- 
fast Club.”’ In your area he sells your best cus- 
tomers—the young housewives who buy 86% 
more household equipment. 

Nearly three million Breakfast Club listeners are 
hearing that KVP Freezer Paper is the ideal way 
to save food color, flavor, moisture. Also these 
listeners are continually being told the unique 
advantages of KVP Shelf Papers. KVP Glazed 
Shelf, Enameled Shelf and Kalafilm Shelf Papers 


LG re teln Ay ie OPN 


“Selling for YOU...in Y 
Don McNeill with KVP Freezer and Shelf Papers 
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: ; Be oe Bean no oe 
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UR sales area 


will sell themselves when you display them. 


In addition to Don McNeill, Better Homes and 
Gardens, Farm Journal and Parents’ Magazine 
regularly carry the advertising of both KVP 
Freezer and KVP Shelf Papers. 

Write for samples and complete information about 
KVP, the nation’s most complete line of house- 
hold papers. 


Other KVP Papers: KVP Baking Cups + KVP 
Dusting Papers > KVP Waxed Paper + KVP Gift 
Wrapping « Harvey Baking Cups + Harvey Dustex 
¢ Harvey Table Ensembles + Harvey Nut Cups 













Y Katamazoo, MicuHican 
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Homemade Rack Saves 


Space and Sells Rods 


Limited space in the fishing depart- 
ment can be taken care of with a 
display unit similar to this. It can be 
built for less than $10. 

Burrus Hardware in Nashville Tenn., 
had this one made of 2 x 4 in. 





lumber and 11/5 in. pipe bracing. This 
open display lets customers care- 
fully inspect and test each rod. The 
rods rest in broom clips on the pipe 
and set into rubber casters at the 
bottom. 


Highway Ads for Store 
The Allen Hardware Co., Wales, 


Wis., uses a number of impressive 
highway billboards to advertise paint, 
lumber, and hardware. The signs are 
in the outline of the state of Wiscon- 


% 
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_fn The Heart of 
America’s Dairiland 
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sin. They have a medium yellow back- 
ground and black lettering. Signs 


feature the slogan, “In the heart of 


America’s dairyland,” and show a 
small map of the Wales area. 





| 
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SELL THESE 


that Cost 
1/3 LESS than 
Gard*N*Beauty ‘““OLD-STYLE’”’ 


Gard*N*Beauty FLOWE c : 
WELDED FENCE rhs 14 R BORDER Fencing oe 

















‘i Li 


. and customers 
you attract to your 
store with this much- 
in-demand fencing are also 
prospects for every garden supply 
item you sell . . . so stock up on G&B 


quality products—now! 





Fi VOhy. Order from your jobber’s stocks, TODAY. 


GILBERT &2aBENNETT 


GEORGETOWN 1, CONNECTICUT 
BLUE ISLAND, ILLINOIS 






Tape it easy, Mac! 
















* 


Gold Seal Tape 





swings easily in tight places 


For making a neat splice in cramped 
quarters recommend Gold Seal Plastic 
Tape, in handy 20 ft. rolls. It’s made- 
to-order for making neat splices in ter- 
minal boxes and other confined areas. 
Easy to hang onto... . easy to “swing” 
... easy to mold into a neat, thin wrap- 
ping. And Gold Seal sticks and stays 

. it’s a quality tape that builds re- 
peat sales. Jenkins Bros., 100 Park Ave., 
New York 17. 


Plastic 


IN HANDY 
20 FOOT ROLLS 



















Ten 20 ft. rolls in the 
Handy Pack can 


Single 60 ft. rolls in 
individual metal cans 


















Commercial and Specification Grades 
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Gold Seal FRICTION — RUBBER — PLASTIC Tapes. . 





Your hobbies can pull traffic 


Indian axe makes interesting in-store display. 


Ny TAWiser x 


eee 








Your hobbies can pull store traffic, like they do for Herman 
Lowe in his hardware store in Bowling Green, Ky. 

Mr. Lowe is a traveler, photographer, Indian relic collector. 
Each year his travels produce photographs for his one-man 
exhibit at a state college in Bowling Green and his travelogues 
at hospitals, schools, and clubs. The best of his prints he exhibits 
in his hardware store. 

Indian relics make interesting in-store displays. Here is a 
recent display, a leather thonged axe model with rough wooden 
handle. Next to it, Mr. Lowe displayed a long-handled model 
currently on sale in his store. @ End 
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To introduce the first new kind 
of knife in your lifetime 


ELUNE” 


Waverly Edge f, 


8” STEAK SLICER REG. $2.95 


Now ONLY 
Sia? 


FULL MARKUP FOR YOU 
Retail Sale from Feb. 1 to March 31, Ends at Wholesale March 15 








SHARP 
FROM YEAR 
TO YEAR 








Makes the hardest cutting job easy! 


This is the sale that pulls them in... a sale that 
has been pre-tested with terrific results! 


Test store sold 396 Waverly Edge Knives in 
AVERY EDGE . es just 3 days using this half-price special as a 

Ls “4 leader (store name and full details on request). 
Order new Waverly Edge from your Ekco-Flint 
Distributor today. 


xe re. 


FEATURE ALL 11 NEW FLINT WAVERLY EDGE KNIVES, 
Stainless Steel Blades . . . Pakkawood® Handles. 
(4 Sample knives shown below) 


2 ¢ : % Rees ; 
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With FREE Display Fixture 


: . ee ; } , -- 6” Sandwich Knife 3” Paring Knife 
STEAK Man E L = Retail $2.50 Retail 98¢ 
jildi ae oF — 
] AT 73%" Swedish Cook’s Knife 9” Bread and Cake Knife 
‘ . Retail $2.95 Retail $3.50 
. Ask Your EKCO-FLINT Distributor About Special Waverly Assortment 


ADVERTISED 


iN 





. the greatest name 










in housewares 


Show More and Sell More! 


® 
Six ¥% price Knives on Display Card 


gets you into this promotion quickly Ekco Products Company, Chicago 39, Illinois 
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PLASTIC CLOTHES mm pay. S&S 
LINE a ae Sa. da 


” Guaranteed by = 
Good Housekeeping 
oF 45 apveanistd word 


There’s more strength, longer wear and less stretch in 
Shuford’s TIGER LILY because the tough, plastic cover is 
extruded over a long-lasting tire cord rayon core. 


For more sales, bigger profits ... display nationally adver- 
tised Shuford’s TIGER LILY plastic clothes line up front 
in your store! 


In White and Azure Blue, Pin-up Pink, Tiger 
Yellow and Mint Green pastels . .. guaranteed 


Display high profit not to fade onto clothes. 


’ ® 

Shuford’s HAWTHORNE Two connected 50 foot 
4 . : continuous length hanks 
Braided Cotton Clothes Line smn teiintieaity aniheaet 
in Shuford’s Ever-Wrap- 
e Pre-stretched e Stronger e Wears Longer a ileal lenient 
Shuford’s biggest selling solid braided cotton clothes 4 of eye-appeal and buy- 
line. Two connected 50 ft. hanks individually pack- © appeal! Shipped in color- 

aged in Shuford’s Ever-Wrapped clear film bag. 12 ful self-display carton. 





hanks in sales-making self-display carton. 








CLOTHES LINES « TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS e WEATHER STRIPPING 
COTTON & RAYON YARNS ¢« EXTRUDED PLASTICS 








tena 
World’s Largest Manufacturer of Cotton Cordage 2841 
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Color 
promotes 






housewares 


A complete line of housewares 
and household maintenance prod- 
ucts, chosen and displayed on a 
basis of color and eye appeal, 
brings many women customers to 
Choate’s Hardware, 3839 E. Speed- 
way, Tucson. 

The attractive housewares sec- 
tion regularly accounts for from 25 
to 30 percent of the store’s busi- 
ness, and, John Choate, Owner, says 
this traffic makes his store a family 
shopping place. 

Color is the thing which attracts 
women and induces them to come in 
and browse about the department. 
Not gaudy color, but the pastels to 
which women like to key their 
kitchens or bath rooms. 

Women are offered a wide choice 
of color at Choate’s. For instance, 
there are mixing machines in 
white, pink, blue and yellow; enam- 
eled serving carts in those colors, 
plus green and red. Hampers, waste 
baskets and other items are shown 
in so wide a range of color that al- 
most any woman can carry out her 
favorite color scheme. 

“It requires a larger outlay for 
inventory to stock so many colors,” 
Mr. Choate says. “However, sup- 
pose a woman comes shopping for 
the canary-colored mixing machine 
she has seen advertised. If she 
doesn’t find it here she will go else- 
where to buy. In such cases, hav- 
ing the color range often makes 
the difference between a sale and a 
lost customer. 

“Then, too,” he said, “the wide 
choice of color we offer might be 
considered our method of advertis- 
ing. Women have learned that they 
can save time by coming here first 
for their needs. This reputation 
not only brings our women cus- 
tomers back regularly, but they 
recommend us to others.” 

Pink shelving, colorful glassware 


HARDWARE AGE, FEBRUARY 13, 1958 








es, 
Sa 



















Borg offers a new $8.95 model for 30 days only at 
$1.00 off retail...with a coupon advertised May 4 in 
155 Sunday newspapers, including Metro and Parade 
supplements...and local dealers listed. 


A merchandising winner in the food field, now used for 
bath scales... /ike printing 31,000,000 $1-bills in newspapers, 
good only on Borg Scales! 


The new model (4124C) is the same as Model 4224 
selling widely at $10.95 except no chrome trim on 
platform, offered regularly for $2.00 less—and avail- 
able at $1.00 less than that for 30 days only, with the 
$1.00-off coupon. 


The ad-listed stores will get the Borg traffic during 
May. Be sure you’re /isted. 


(Denver west prices slightly higher) 


—, 


the BIG name in Bath Scales 
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Satisfied Customers 
increase Profits, with 


You can be sure of securing maximum cus- 
tomer satisfaction and good will when you 
stock and sell Republic SRK (Semi-Rigid 
Kralastic) Plastic Pipe. 

The submersible pump replacement instal- 
lation on the opposite page is a good example. 
Here, because of the existence of the pump 
house, it was necessary to remove the original 
pipe by pulling and hack sawing short lengths. 
The Republic SRK, on the other hand, was 
completely assembled outside and inserted, 
with the pump attached, through the door and 
down the well. 

The installation was completed quickly and 
easily, and will provide trouble-free service 


REPUBLIC 





for the life of the pump. Republic SRK is 
certified safe for drinking water use by the 
National Sanitation Foundation. In addition, 
it is extremely strong, light in weight and cor- 
rosion resistant. SRK is readily cut with a 
handsaw and joined with brush-applied sol- 
vent and sleeve fittings, or threaded male 
and female adapters. Finally, it costs /ess than 
ordinary pipe. 

Water well piping is only one of the many 
farm and home applications you can cash in 
on when you handle Republic SRK Plastic 
Pipe. For full information on all Republic 
Plastic Pipe Products, simply clip and mail 
coupon, today. 











FASTENERS — over 20,000 types and sizes of standard bolts and 
nuts are supplied in eye-catching, tough, non-smudging packages 
that make attractive self-selling displays. 





STEEL PIPE—for plumbing, heating, air conditioning and all other 
home and building uses. This high-quality pipe is available in a full 
line, in sizes you want. Call your Republic Pipe Distributor. 





REPUBLIC ENDURO® STAINLESS STEEL— is used by leading housewares 
manufacturers for utensils that will stay new looking a lifetime ... 
will never chip, crack or flake ... will resist rust and corrosion. 





WIRE NAILS AND STAPLES — c complete line for every farm and 
home use. Also ideally suited to and accepted by the building trades. 
Made from steel wire specially produced for nail manufacture. 
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PLASTIC PIPE 


REPUBLIC ® 
STEEL 


Wolds Widest Range 
% Standard Steels and 
Stack Produclad 


REPUBLIC STEEL CORPORATION 
DEPT. C-5147 
3154 EASY 45TH STREET + CLEVELAND 27, OHIO 


Please send me more information on: 


OC) SRK Plastic Pipe ) Bolts & Nuts 
01) Wire Nails and Staples C) Steel Pipe 


EE ee a Se 
Company 
Address 


0 EES State 


| 
stim dana 


PO x. ete 
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When You 
Sell a 


grease type 
lubricant 


Sell the best ! 
Cel 








PACKAGED TO SELL! 

In new eye-catching display cartons. 
PRICED TO SELL! 

Three handy sized tubes—25¢, 50¢, $1.00. 
ADVERTISED TO SELL! 

Millions of sportsmen and home- 
owners read about Lubriplate regu- 
larly in The Saturday Evening Post, 
Field and Stream, Popular Me- 
chanics, Motor Boating, Outboard, 


Popular Boating and other maga- 
zines. 








ASK YOUR JOBBER FOR 


LUBRIPLATE 


AND SELL IT IN YOUR STORES 
LUBRIPLATE DIVISION 
FISKE BROTHERS REFINING CO. 








129 Leckwood St., Newark 5, N. J. 
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and dishes, kitchen gadgets with 
colored handles help to lend the 
color that attracts women to the 
department. 


It is not color alone, though, 
which has built up the reputation 
of this housewares department. 
Just as important is the wide varie- 
ty, and their high quality. 

Mr. Choate recalls that when he 
started his business, in 1948, lack 
of capital restricted his buying so 
that he used empty boxes to fill 
vacant shelf spaces. 


He employs two full-time sales- 
women. While they sell all over the 
store, they are very helpful in keep- 
ing a line on women customers’ 
tastes and selecting housewares. 


One nice thing about the house- 
wares business, as Choate sees it, 
is its steady year ’round volume 
and the fact that so little of its 
merchandise is seasonal in its ap- 
peal. 


Copper and aluminum ware, 
kitchen gadgets, household mainte- 
nance supplies, giftwares and most 
of the other lines in the department 
sell equally well in summer and 
winter. 


This freedom of housewares 
from seasonal change is more true 
in Arizona than in most localities, 
for people do much outdoor living 
during the mild winters. 

Patio supplies, barbecue grills 
and such things that sell in some 
sections chiefly during the sum- 
mer months are in demand here 
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| ) SE, gleam 
in every 
gardeners eye! 


Red 
Rack. 


The most-wanted, most- 
needed gardening aid in 
ears! REDY-RACK ends 
orever the problem of 
misplaced tools in the 
garden . . . lost tools in 
winter storage. Comes 
complete with cultiva- 
tor, spading fork, regular 
trowel and transplant- 
ing trowel. Rack beauti- 
fully finished in brilliant 
red . . . tools in green. 


KEEPS GARDEN TOOLS HANDY 
in the garden ...or in storage 
Sticks into the ground. Keeps tools con- 
venient — no more stooping or bending 
. «» no misplaced tools. Carrying handle 
_ hangs on garage or tool house wall — 

__ prevents lost tools in storage. 


| Now’s the time for sales! 


DEALERS . . . DISTRIBUTORS. . . 
MANUFACTURERS REPS. — call, 


wire or write for full details to: 





















MANUFACTURING CO., INC 





COLCHESTER, ILLINOIS 











Cuts Weeds 
Mows Lawns 
Saws Trees 


» NEW MARKETS! 


GREATER 
F PROFITS FOR YOU! 


with 


ROOF VP’ MOWER 
Puts the BIG PLUS in your 
‘S58 PROFIT PICTURE with 
# Exclusive Dealer Franchise 
& “Years Ahead” Features 
# Wide Public Acceptance 
# Extensive National Ad Program 
* EXCLUSIVE VARIABLE PITCH 
PLUS Gives Instant Blade Adjustment for 
Any Cutting Job. 


e Self Propelled Drive e Full 26” Cut 
e Choice of Engines * Many Other Features 


WRITE TODAY for Free Literature and com- 
plete details of Exclusive Franchise Plan. 
ROOF MFG. CO. 


Pontiac 2, Illinois 


















‘ 
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Bissell presents the first high-styled 
promotional carpet sweeper 


NEW BISSELL 
RELIANCE 


A dependable, conventional sweeper with 

advanced styling. Heavy-gauge, all-steel 

case finished in appealing Coral baked 

: enamel. Slightly smaller than full-size 

° sweepers, but with full-dust pan capacity. 
Will give many years of superior service. 

Now you can sell a genuine Bissell at a price 


that will pull in the traffic! 
$ O95 


Retail Value 


The "“Sweepmaster"™’— Stores 
flat against wall, sweeps close 


to baseboards. Fine for wall- 
to-wall carpeting. $15.95 



















The “Grand Rapids'’— Many 
new features include self- 
adjusting brushes, top- 
opening dust pans, choice 
colors. $16.95 





_ - | 





The ‘Bissell-ette’’—Fireside 
favorite for ashes and crumbs 
Little brass and black beauty is 


‘alate gift. $7.95 





The “Continental’’— Only 
gift sweeper ever made 

Gleaming chrome finish. 
Presentation box. 
The finest! 
$23.95 


The ‘‘Breeze"’—Has oversize 
dust pans and bumpers. Does 
big sweeping job at small 
price. Metallic green or red 
$12.95 








A complete new line 
of carpet sweepers, 


and that’s 
not all... 
























Bisse ig 
ee, ~Profit 


| Margin 
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SPECIAL INTRODUCTORY OFFER 


lets you give customers a 
FREE can of Shampoo 
Master Liquid Rug Cleaner 
—worth $1.98— when 
they buy the Sham- 
poo Master Applica- 
tor at $14.95, at full 
profit margin to you. 
Both items packed in 
one carton. 








\ And now Bissell gets women off their knees... with 


New Bissell 






BREAKING | 
“SALES RECORDS 
IN ALL TYPES 
OF OUTLETS 


Sales-tested in 12 test markets. Sales 
techniques perfected. Consumer de- 
mand proved. Big and small dealers 
alike reported sellout after sellout. 
Reorders poured in during first month. 
OUTSTRIPPED SALES FORE- 
CASTS 5 TO 1! 


SAFE FOR ALL TYPES OF RUGS 
... even antique Orientals! 









4, 
@ O, 
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Guaranteed by ~ 
Good Housekeeping 
tt ~ 


V 
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Here’s the Ad that Spearheads 
Bissell’s Mighty Shampoo 
Master Advertising Campaign 
This Spring! 

Campaign kicks off with 4- 
color, 2-page spread in LIFE 
Magazine. Six Sunday Mag- 
azine ads like the one above 
will appear in supplements — 
plus full-page, 4-color ads in 
LOOK, READER'S DIGEST, SATUR- 
DAY EVENING POST, GOOD 
HOUSEKEEPING, BETTER HOMES 
& GARDENS, and full-page ads 
in many big-city newspapers. 
Shampoo Master will also be 
advertised on the very top 
nighttime TV shows. 





Introducing Bissell’s 
**2-Minute Pick-Up’’ with 
6 Full Pages in Sunday 
Magazine Sections! 


Ads like this begin in 
February and continue 
throughout the spring 
house-cleaning season— 
paving the way for the big 
April-May Sweeper-Stakes 
promotion. ook for 
Bissell ads in This Week, 
Parade, and other Sunday 
magazine sections. Dealer 
helps will be available 
FREE to help you tie in 
with the Bissell ‘‘2-Minute 
Pick-Up.”’ 
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completely New Professional- Type Home Rug Cleaning! 





Shampoo Master 


. : 


EVERY HOME __ 
WITH RUGS 
NEEDS ONE! 


Took 3 years to develop. 
Given grueling laboratory 
tests. Then tested in hun- 
dreds of homes in every part 
of the country. Results: pro- 
fessional rug-cleaning per- 
formance, complete customer 
satisfaction and overwhelm- 
ing enthusiasm, 100% de- 
pendable and durable. 








NOW! Women shampoo 
rugs standing up! 


Easy as using a carpet sweeper! 
Just glide Applicator over rug. A 
trigger in the handle releases liquid 
rug cleaner which sponges deep in- 
to rug fibers, removing soil and 
stains. When rug is dry, simply 
vacuum. Rug is bright and clean 









as new! wi 

Cleans a Square Foot for 1/%¢ a 

Each can of Shampoo Master Lady, Get Off Your Knees! Removes All Kinds of Stains 

— Rug Cleaner cleans one- Now Bissell’s new Shampoo Master Removes all stains professional clean- 
and-a-half 9 x 12 rugs, or 162 Applicator does all the hard work for ing can remove. ilk, coffee, soft 
square feet of carpeting. you. Nostooping. No scrubbing. drink and greasy food stains disap- 








pear with a few easy strokes. 


Bissell Sweepers and Shampoo Master in ’58! 






Ist time in Housewares history! 
BISSELL SWEEPER-STAKES 
Your customers can win a whole CARPET 


OF CASH...plus their choice of $2,000 
prizes Bissell puts up for you, in your name! 











Biggest national drawing ever 
put in back of sweepers. Your 
customers will have a chance to 
win cash prizes from $967 to 
$9,670! Plus their choices of 
three $2,000 prizes which Bissell 
puts up for YOU to give to those 
of your customers who win na- 
tional prizes! Get Bissell display 
materials for this great trade- 
getter. Ask your Bissellsalesman! 






























GET A BISSELL 
“CARPET CARE CENTER” 
AND EVERYTHING YOU 
NEED TO PROFIT FROM 
BISSELL’S BIG PUSH! 


























Get a 
FREE BISSELL 


“Carpet Care Center’ ff 


The 3-way peg-board that presents your 





Sweepers and Shampoo Masters for fast 
turnover ... and saves space, too! 


1 As a Center Aisle Merchandiser: ‘Carpet 
Care Center’ can display products on both 


sides. Adjusts from 54” to 62” high. Covers 
2’ x 3’ floor area. 


2 As a Wall Display: Legs remove easily, and 
‘“‘Carpet Care Center’’ hangs on wall by hang- 
ers. No floor space needed! 


3 As a Floor Display: Fits in corners or against 
wall, takes little floor space. 





- 


BIG BONUS! Get a free shampoo master 
window or floor display with your free 
“Carpet Care Center’’! 







Here’s what you get And here’s your selling plan 


Order your ‘“‘Carpet Care Center’’ and here is the 
assortment of products and display that really puts 
you in business! 


BISSELL CARPET CARE CENTER ASSORTMENT NO. 9658 
Retail Selling Price Your Cost 












BISSEll 
TRAILBELAZER 


FOR RETAILERS 
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CARPET CARE CENTER 









































1 Grand Rapids $16.95 $11.02 
1 Sweepmaster 15.95 10.37 = 2ensemmnmme 
: Sense — mye THE BISSELL SHAMPOO MASTER 
1 Reliance 9.95 6.47 = 
3 Shampoo Masters 44.85 29.91 aoe 10 mas tat wont oF » 
1 Case (12 cans) Shampoo 
Master Liquid Rug Cleaner 23.76 15.44 


HOW TO TE He WIT Tet eateoe eres Cecrreee 
~~ Ou S Oe Tearrn 


“CARPET OF CASH” PROMOTION 








$124.41 $81.63 
PLUS 










(1 Bissell ‘‘Carpet Care 
Center” plus 1 Shampoo 
Master Display, a $30 value!) 14.95* 


1 Shampoo Master $14.95 FREE* 
$96.58 


*You get FREE, one SHAMPOO MASTER, retail value BISSELL CARPET SWEEPER COMPANY 
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of $14.95, which returns the full cost of your display. 






is just one year-long season for all 
housewares. | 
Mr. Choate handles only high | 
quality merchandise. His customers | 
do not expect to buy at limited price | 
variety store prices, but they rely | 
on him for better quality. He sells | 
| 
| 


throughout the year. Hence, there | 
| 





NEW! profit with another 
Campbell Chain EXC/usive ! 


only merchandise that he can guar- 
antee, with the backing of the 
manufacturer. 


“TI think a merchant’s way of 
handling complaints and adjust- 
ments is important in building 
friendships. It’s usually easy to 
size up a complaint and decide 
whether it rates a replacement or 
adjustment. 


“Sq, 


“If so, I believe in making the | 
adjustment without haggling. On 
the other hand, if I feel that the 
complaint is not well founded I tell 
the customer firmly that I will have 
to refer the matter to the manufac- 
turer. 


“T never let a customer argue or 
browbeat me into making an ad- 
justment,” he explained. “From a 
business standpoint, I think an ad- 
justment grudgingly given can do 
you more harm than no adjustment 
at all.” 


In addition to housewares, that 
make the store especially appealing 
to women, it is always sparkling 
clean, neatly arranged and well 
lighted. 


There are both front and rear 
entrances, with off-street parking | 
in each area. The rear entrance | 
and its surroundings are just as 
clean and well kept as the front. 









m™ Blue Cemper 


PRE-CUT, PACKAGED CHAIN 


@ 3/16", 1/4”, 5/16", 3/8” Proof Coil | 
Chain . . . in lengths of 10’, 15’, 20’, — 
50’ and 100’ . . . in attractive self- 
service packages. 

@ Instantly identified by the rich blue 
color ... tempered right into the chain. 


Now, for the first time chain moves from 
the back room to the front counter. No 
cutting, measuring, wrapping .. . over 
25% of your sales are in these pre-cut — 
lengths. Stays clean and easy to handle. - 





ee ee 


.” 
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Stock a representative selection and —” 
watch impulse buying make chain | 
buyers out of ‘‘shoppers.” Start selling 
Campbell ‘‘Blue Temper”’ Chain today. e 
Contact your Campbell distributor or ~ 











—_— | PATENT APPLIED For Write direct for details. or 
aes at Pre-Cut, Packaged Chain also available in Hot Galvanized <j 





CAMPBELL CAMPBELL CHAIN Comsany 


York, Pa.—W. Burlington, lowa 
CHAIN 


Portland, Ore.—Sacramento, Calif.—E. Cambridge, Mass. 


Makers of the famous Lug-Reinforced Tire Chains 














"Has it got power, or hasn't it?” 
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REYNOLDS ALUMINUM 


LAWNSCAPE TRIM 
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By the makers of Reynolds Wrap 


2 fast moving, profit building 
items for Spring 





Screen Materials 
Springtime is screen time—and this year 
new homeowners and old homesteaders 
alike will be making their own screens with 


Reynolds Do-It-Yourself Aluminum. 


Screens are easy to make with Reynolds 
Do-It-Yourself Aluminum . . . a complete 


-$gereen can be made in about 15 minutes. 


Preformed screen sections in 6, 8 and 12 
foot lengths, snap-in corner locks, braces, 
vinyl splines—all the materials for your 
customers are ready made—make sure your 
stock is complete. Show your customers the 
advantages of making their own screens— 
and get tie-in sales of miter boxes, saws, 
files and aluminum screen wire. 


Lawn Edging 


Here is the superior aluminum lawn edging 


that your customers will be buying and 


using this year. Reynolds Aluminum Lawn 
Edging is heavier gauge—.0/9 gauge alu- 
minum instead of .016 like most others. It is 
stucco embossed for still more strength. 
And, only Reynolds Aluminum Lawn Edg- 
ing has rolled—not crimped—edges for 


greater safety, easier installation. Now 


available in two popular packages. . . 100 
foot “Take me Home” roll—the length pre- 
ferred by users; plus a handy 40 foot, 
““Lawnscape Trim” roll for small, trimming ~ 
jobs. Both rolls are marked every 12”... 
easy to cut to needed lengths. Sure to be a 


_ best seller this spring, so stock up today on 
Reynolds Aluminum Lawn Edging. 
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DO:IT-YOURSELF 






































Make your Reynolds 
Do-it-Yourself Aluminum rack 
a “Profit Center" in 1958... 


Homeowners go for Do-It-Yourself Aluminum be- 
cause it makes home fix-up easier—it’s just the thing 
for many particular repair or maintenance jobs. A 
completely stocked rack is a high-volume, big- 
profit, center—keep yours stocked and out where 
your customers can see it—you’ll find customers 
coming back time after time for more, handy, Do- 
[t-Yourself Aluminum. 

Remember, ordinary woodworking tools are all 
that’s needed with Reynolds Do-It-Yourself Alumi- 
num—it won’t harm hand or power tools. You can 
build profitable related items sales with Reynolds 
Do-It-Yourself Aluminum, too—ask your customers 
if they need tools, blades, bits etc... and aluminum 
fasteners . . . when they shop your Do-It-Yourself 
Aluminum rack. 





Reynolds Do-it-Yourself Aluminum advertising 
packs local punch—appears in Parade and This 





Week Sunday supplements—reaching customers 
in your trading area. Plus, “how to” projects in 
Popular Mechanics and Popular Science. 









Matching 
| Hostess Tray | Tot's Table 


MY as 


Free—Project Sheets for your customers. Keep 
your rack full—send today for complete list. Use as 
mailer, envelope stuffer, pass out to customers. 


Double Channel 
Track Sets for 
Sliding Doors 


Here’s a Do-lIt- 
Yourself Aluminum 









item that’s a must REYNOLDS 
for home craftsmen 
building projects HELPS YOU 


where sliding doors 
are planned. Glass, 
masonite, plywood 


BUILD SALES 


all fit—and glide— AND 
. . perfectly in the 
smooth, preformed PROFITS! 





Yor 4 inchchannels. 

Double Channel Track Sets come in six foot 
lengths, have a wide flange far easy fastening to 
frame, and have a handsome satin-striated finish on 
the exposed side. 

Next time a home craftsman buys material for 
cabinet work, show him Reynolds Do-It-Yourself 
Sliding Door Track Sets—he’ll thank you and be 
back for more. 





Watch Reynolds All Family Television Program ‘‘Disneyland’’, ABC-TV. 


REYNOLDS Do-It-Yourself ALUMIN 


2498 South Third Street, Louisville 1, Kentucky 
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Vertagreen's 


COMPLETE 








full color ads in series for NATIONAL MAGAZINES will 
“have over 12,402,800 readers. To include Better Homes and 
Gardens, Saturday Evening Post, American Home. LOCAL 
NEWSPAPERS will have strong local-level promotion. 
Place your tie-in and follow-up ads and associate your store 
with Armour's national campaign. DISPLAY MATERIAL, 
gay and colorful, is available for extra point-of-purchase 
selling. Important folders, streamers, and window dis- 
plays all help you sell VERTAGREEN, the complete-line 
plant food with the complete-line of advertising! 







































































ARMOUR FERTILIZER WORKS «© Atlanta, Georgia 


Manufacturers of Vertagreen, a complete line of lawn and garden foods... 

















Rose Food, Sheep Manure, Armorganic, Vertagreen for Acid-Loving Plants, Cattle 








Manure, Tomato Food. 
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WASHINGTON. 
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: "Neha OOD. see plaids a 





(Continued from page 10) 


Court curbs damage suits 
under Robinson-Patman Act 


Hardware dealers will find it 
tougher to sue competitors for 
treble damages on charges of un- 
lawful price-cutting. 

The Supreme Court, in a 5 to 4 
decision, ruled that private treble 
damage suits cannot be filed un- 
der the price discrimination sec- 
tion of the Robinson-Patman Act. 

But, the court noted, dealers 
can file suits for damages under 
other anti-trust acts. 

The Robinson-Patman Act out- 
laws the selling of goods at un- 
reasonably low prices in order to 
put a competitor out of business. 

Before the court ruling, dealers 
injured by unlawful price-cutting, 
could, under the terms of the Act, 
sue the price-cutting competitor 
for three times the amount of 
damage they suffered. 


interested in marketing 
data? This book's for you 


If you want to get a more accu- 
rate idea of your market potential, 
you will be interested in a new 
book just published by the Census 
Bureau. 

The book, “County and City 
Data Book,” contains information 
about such marketing factors as 
the number of persons, number of 
homes, bank deposits, family in- 
come, marriages, etc., in each of 
the nation’s counties and in 404 
cities. 

Copies may be purchased from 
any Commerce Dept. field office. 
Price is $4.50 per copy. 


Government will take less 
aluminum in second quarter 


The government has cut its re- 
quirements of aluminum for the 
defense stockpile in the second 
quarter of 1958. 

That means a greater supply of 
aluminum will be available for 
use in consumer products during 
the period. 

(Resume reading on page 11) 
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* LUXURIOUS STYLING AND PACKAGING! Never before a shaver and package de- 
signed for maximum eye appeal—top shaver performance—and more profits for you. 
* CO-OP ADVERTISING! New liberal co-op advertising plan available to all dealers. 


* POWERFUL NATIONAL ADVERTISING CAMPAIGN! New Ronson CFL backed by greatest 
advertising push in Ronson history. Big full-page, full-color ads week after week in LIFE and LOOK. 


1Fair Trade price in all states where such conan is in force. 


"FREE! SPECIAL INTRODUCTORY OFFER! 





Cash in on the biggest, easiest shaver 
sales — turnover — profits —you ever made! 
See your Ronson supplier TODAY! 
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NOW! A GREAT NEW ELECTRIC SHAVER 
WITH YEARS AHEAD FEATURES 


..YEARS AHEAD STYLING! 
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Gift-Card Writing Desk 












This handsome counter-unit— 
complete with pen and gift 
cards—YOURS FREE with 
purchase of 7 or more Ronson 
CFL Shavers! A convenient 
writing desk for any gift pur- 
chase in your store. (NOTE: 
this valuable unit available 
only thru this Ronson offer.) 











«-- MAKER OF THE WORLD'S GREATEST LIGHTERS AND ELECTRIC SHAVERS 
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MASONWARE 
Hot Shots 











THREE TIER CAKE PAN SET... your 
FASTEST selling item. Packaged in a color- 
ful poly bag. Conveniently packed; only six 
sets per shipping carton for easier dealer 
handling. Item #81012. 





‘ 


ROUND COOKIE SHEET, another 
Masonware best seller, packaged in a terrific 
four-color poly bag. This is a new and differ- 
ent idea in a cookie sheet . .. and from the 
sales, Mrs. America must love it! Item +17. 





rey 9 
adh 





WEE PARTY CAKE PAN SET, a new item 


that broke in with a bang. Parties, birthdays, 
anniversaries have no season and this little 
cake pan set at an impulse price is a big year 
round profit maker. Packed in easy 1 dozen 
cartons, #345/12. 2 dozen pack, including a 
free wire display rack, #345/24. 





BAKEWARE 
SERVING TRAYS 
STOVE MATS 


MASONWARE COMPANY 


division of FRAM CORPORATION | 
DEXTER ROAD, EAST PROVIDENCE, R. I. 
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Convention Calendar 





conventions 


shows 


conferences 














For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list 


1958 
February 


11-14 lowa Retail Hardware Assn. 

11-14 C. Y. Schelly & Bro., Inc., Spring 
Merchandising Show, Allentown, 
Pa. 

16-17 Arkansas Retail Hardware Assn. 

16-18 Northern Wholesale Hardware 
Co., Convention & Merchandise 
Show, Portland, Ore. 

16-20 Gift Show, Dallas. 

17-18 Marshall - Wells - Kelley - How- 
Thomson Co. Convention for 
Marshall-Wells Dealers, Duluth. 

17-19 Marshall-Wells Co. Convention. 
Portland, Ore. 

17-19 Pennsylvania & Atlantic Sea- 
board Hardware Assn. 

18-20 Hordware Assn. of the Caro- 


linas. 

18-20 Michigan Retail Hardware 
Assn. 

18-20 Pacific Southwest Hardware 
Assn. 


19-24 Decatur & Hopkins Co. Sprina 
Open House, Boston. 

20-21 Marshall - Wells - Kelley - How 
Thomson Co. Convention for all 
dealers other than Marshall 
Wells dealers, Duluth. 


Convention Check List 


Spokane. 
27-28 Marshall-Wells Co. Convention, 
Billings, Mont. 
March 
2-4 Pacific Southwest Hardware 


April 


July 





22-24 New England Hardware-House- 
wares Show, Boston. 


23-24 Mississippi Retail Hardware 
Assn. 

23-25 Tennessee Retail Hardware 
Assn. 


23-25 West Virginia Hardware Assn. 
24-25 Marshall-Wells Co. Convention, 


Assn. Hardware & Housewares 
Exhibit, Phoenix. 

2-5 Gift Show, Denver. 

9-13 Gift Show, Boston. 

10-19 American Toy Fair, New York. 

16-18 Florida & Georgia Retail Hard- 
ware Assn. 

23-25 South Dakota Retail 
Assn. 


Hardware 


13-17 Southern Hardware Convention 


New Orleans. 


27-30 National Retail Hardware Assn. 
Conaress, Chicago. 











| 
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_American Toy 





National Events 


Fair, March 10-19. 
Temporary exhibits at Hotels New 
Yorker and Sheraton - McAlpin; 
permanent exhibits at 200 Fifth 
Ave. and 1107 Broadway, New 
York. Toy Mfrs. of the U. S. A., 
Inc.. 200 Fifth Ave., New York 10. 


National Housewares Show, July 7-11, 


at Convention Hall, Atlantic City, 
N. J. Sponsored by National House- 
wares Mfrs. Assn., 1140 Merchan- 
dise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 


gress, July 27-30, at Conrad-Hilton 
Hotel, Chicago. Sponsored by Na- 
tional Retail Hardware Assn., 964 
N. Pennsylvania St., Indianapolis 4, 
Ind. 


Regional Events 


Decatur & Hopkins Co. Spring Open 


House, Feb. 19-24, at company dis- 
play room, 93 Berkeley St., Boston 
16. 


Florida & Georgia Retail Hardware 





Assns. Joint Convention, March 16- 
18. Sessions, hotel headquarters 
and exhibit at Roosevelt Hotel, 
Jacksonville, Fla. W. W. Howell, 
P. O. Drawer 1000, 1640 Plant Ave., 
Waycross, Ga. 


Gift Show, Boston, at Statler Hotel, 


March 9-13. George F. Little Man- 
agement, 220 Fifth Ave., New 
York 1. Dallas, at Hotel Adolphus, 
Feb. 16-20; Denver, at Hotel 
Albany, March 2-5; Phoenix, at 
Hotel Westward Ho, Sept. 28-30. 
Allied Exhibitors, Inc., 3832 Wil- 
shire Blvd., Los Angeles 5. 


Hardware Assn. of the Carolinas Con- 


vention, Feb. 18-20. Sessions and 
hotel headquarters at Hotel Char- 
lotte, exhibit at Radio Center Au- 
ditorium, Charlotte, N. C. Martin 
F. Kaelke, P. O. Box 6215, Char- 
lotte 7, N. C. 


Marshall- Wells-Kelley-How-Thomson 


Co. Conventions, Feb. 17-18, for 
Marshall-Wells dealers; Feb. 20-21, 
for all other dealers. Both conven- 
tions at 301 S. Lake Ave., Duluth. 


Marshall-Wells Co. Conventions, Feb. 
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Glasfloss fiber glass Safety-G 


TRADE 


TELL YOUR CUSTOMERS ABOUT... 


NEW GLASFLOSS DESIGN 

The old-type metal grille has been re- 
placed by a new integral chipboard grille. 
EFFICIENT 

Same available filtering area as old-type 
metal grilles. Same top-quality Glasfloss 
fiber glass to trap more dirt, increase 
heating efficiency. 

STRONGER 

Chipboard grille and frame are a single 
die-cut section for added strength. There’s 
less chance of filter damage in transit, in 
storage, in handling. 


SYMBOL OF 


th 


ANNIVERSARY 
1883 —1958 G 


Seti isSsaevrRG 


SAFER 
No sharp edges. Chipboard grille elimi- 


nates any danger of cut fingers or wrists 
when handling. 


QUICK DISPOSAL 

Used Glasfloss Safety-Grille filters can be 
rolled up for easy trash disposal. No more 
stiff metal grilles. 

SELL THE NEWEST FILTER 

ON THE MARKET! 

Be among the first in your area to stock 
Glasfloss Safety-Grille Filters! Available 
in a complete range of popular sizes! 


PLAT & 


SERVICE FOR~ 


rille furnace filters 


MARK 


GET THIS MAILER FREE! 


Designed for an envelope stuffer or counter 
piece. Space for your store imprint. 


DISPOSABLE ia 


FOR SERVICE: 
Call your nearest Glasfloss Distributor or 


PPG Warehouse. 


SEVENTY-FIVE YEARS 


Se ee OU ee 


A PRODUCT OF PITTSBURGH PLATE GLASS COMPANY 











Look what SKIL 
your stock | 
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*SKILMANSHIP is the ability 


that superior 


SKIL tools give you to “do-it-yourself” with 


better results and have more 


ski TOOLS 






SKIL JIGSAW Model 514 
Most versatile workshop tool made 


All-new SKIL jrgaew cuts 
. et on the do 


Se 


ee 

%)" Model 536 
SKILSAW 6% 
Make fast cuts in toughest wood 
it te make the fast cuts Model 536 
t we you top blade speed even 
through 2 « 4's et 45" And when you cut 
fast, you get cleaner, more accurate Mode! 3% 
results. You get SKILMANSHIP the 95 
bility this sow grve® you to do a better 
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yob with profemional result 
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SKIL 4” DRILL with 2.5 


More power for more j 


“up drillin 


reates skilma 


with 5 
at @m 
any 


»OWER n ry 548 
a ri ke owe Rated at 2.5 amp* onty 
only rill th vites you to « ompare the 9 95 
~ rating with other 4” aru Look for 
g aroun the nose of the drill a 


obs with Skilmanship \ 5 ax 


fun doing it 


Terms 


ASK FOR A FREE DEMONSTRATION 


New, Made only by SKIL 


PERMA-GRIT HAND 


SANDER ane FILE 


PERMA-GRIT HAND SANDER 
iasts a lifetime of home workshop use 


PERMA-GRIT FILE 


Makes any wood fade away 


Perma-Grit 


fie « 
Ww 


cv 
oth 


FREE DEMONSTRATION OF SKIL PRODUCTS AT THE FOLLOWING 


wer 
orks 
rcles 
ers 
me © 


File outperforms any ther wo 


om POSH LIONS 


asp. For woe astic of comp 
forwards beckwards or © 
14" blade. One ade coarse 
ide fine. Try * Lasts a life $925 
workshop use 
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DEALERS 


THE NAME AND ADDRESS 
OF YOUR STORE 
WILL APPEAR IN THIS SPACE 


<A” 


Each ad sells 
exclusive SKILMANSHIP* 
benefits to customers 
In your market 













is doing 


BIG 


YOUR STORE 














this spring to move 
1 of SKIL POWER TOOLS! 


SKIL MANSHIP Shia 
Why should you insist 
on SKIL Saw Power’ 







SATURDAY EVENING POST 
ads every week! 


Now, a major advertising campaign by SKIL— 
the only power tool manufacturer to sell your 
customers every week. The POST reaches over 
17,000,000 readers each issue —17 million poten- 
tial customers for SKIL power tools. 


HENYwWIHS 
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nNYwWUHSe 4: 
: 
HGNYWA TIMMS + ot 
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Ta PL 
SKIL TOOLS DO MORE 


ship means 
SKIL TOOLS DO MORE 


@ivw@nvw 


Here are 4 of the February-March ads 


Vsnip . 
Sir 


Look for these ads each and every week. Tie-in your 
tool sales with local advertising. ee ee ee ee 
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Revolutionary NEW <> 


PERMA-GRIT eo" 
HAND * 
SANDER 


~ ...and—month long 
PERMA-GRIT newspaper campaign 


Here’s the hottest item in the retail hardware business 


+ @teGnewtiwe « 





ee ee ee ~ 





—Perma-Grit. Sensational new product developed by 
— ; SKIL. Sandpaper that lasts a lifetime of home work- 
, i oan: + Leste 0 tetime of wemahen eee : shop use. Four amazing products that sell after every 
ae a an wpe Werks material backwards and forward or im | demonstration. Your wholesaler has Perma-Grit in 
K papeaneyemeniag ‘. Sevcunment cin jciee areal aie stock today. Call him or send the coupon special de- 
| Pow dient Perma. patucinamavsitbin, Reece atta onty $228. Andtch tr livery for fast action. 
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PERMA.GRIT 
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Seve is the most amazing ishes ood, paint, — z 
There's no limit to the uses of the , ol of the century “he waliibe — and dry all : 
new Perma Grit —finishes wood Porms-Grit Hand Sander joints . 
twice as wallboard, plastics oy wal] joints v can be used wherever you A. very home wo rkshop ¥ 
fast as sandpape — y ~ mney SHARE formerly used sandpaper uld have a Perma-Grit . 
Only now you can do the job Send Sander’ Only $3.45 
« lasts a ltetime of Buy your Perma-Grit Hand , twice as fast’ Ir _ nary for the mplete kit—with . 
; r ‘ . . } z 
workshop use! Sender Kit today for only $3.4 : home use, you'll never have a hand block, a fine anda - 
Kile contains eanding block om ° to replace your Ron: na-Grit rough sanding sheet nd * 
: out @ touth ox ~~, chest The ~ u ane 
© provides Skiiman ewan yer? camipandr probleme : Hand Sander ask about the other Excit ~ 
ship on every forever ' fy a: for the — z The sharp Tungsten-Car ing Perma-Grit Toole—al4” 7 
sanding job! Perma-Grit tools new Se, aand ¢ bide grits are brazed to 20d file, aand) tsfor @ 
for « rbital sanders and a : steel sheet that dunend rbital Sanders and an 2 
new cutting wheel = to the bolder. This tool fin omesien cutting w > 
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SKIL Corporation, Dept. HBT-28 
5033 Elston Avenue 
Chicago 30, Illinois 


Products made only by SKIL Corpo- 
ration, manufacturer of famous 
SKIL & SKILSAW Products, 5033 
Elston Avenue, Chicago 30, Illinois. 


in Canada: 3601 Dundas Street West 
Toronto 9, Ontario 


C1) Send me more information about sensational SKILMANSHIP Spring 


Program. 


C) Send me name of nearest SKIL wholesaler. 


NAME 





ADDRESS 





CITY 


STATE 














AKAY PLASTIC 
PROFIT MAKERS 
for 1958 


NEW AKAY ROTARY POWER MOWER 
BLADE BALANCER—protects against 
crankshaft damage due to unbal- 
anced blades. Plastic cone is de- 
signed to accommodate any size 





AKAY ADD-A-FENCE in flamingo, pink, 
yellow and white. Streamlined de- 
sign with section joiners and 
corner locks. Ideal for outlining 
gardens, shrubs, and for corner 
markers. Break resistant, color 
fast. Never needs painting. Sug- 
gested retail, four sections plus 
corner locks and joiners, $2.49. 


AKAY “BIG FREEZE” ICE SCRAPER in 
marbleized and assorted colors for 
easier scraping and speedier defrost- 
ing of deep freeze units and re- 
frigerators. Does any rough, tough 
ice removing job with ease. Sug- 
gested retail, 39c. 

ALSO AKAY CLIP-ON WINDSHIELD SCRAPER 
in transparent, self-service packs. 
Marbleized and assorted colors. 
Suggested retail, 19c. 


in new decorator 
colors to match 
your telephone. 
75-foot paper roll, 
pencil and pencil 
holder. Suggested 
retail 98c. 


AKA 








AKAY MEMO-MASTER 


CORPORATION 


shaft hole from %” to 1%”. Com- 
plete unit weighs only one ounce. 
Packed 12 to a “talking” display 
carton for self-service, impulse 
sales. Retails at 69 cents. 


“hi 


| ‘ee 














AKAY PLASTIC ADD-A-TRELLIS in deco- 
rator colors and white. Adds beauty 
and support to all climbing plants. 
Break- and weather-resistant. Won- 
derful for tomatoes, legumes. Two 
3” high by 15” wide sections as- 
semble into one 6’ trellis or into 
decorative combinations. Suggested 
retail $2.98 per set. 









NEW AKAY DRI-FLOR DRIP CATCHER in 
decorator colors and white. Rust- 
proof metal hanger strips make in- 
stallation and removal simple. No 
glues. No suction cups. Easy does 
it! Moisture drains into cups that 
twist to empty. Lasts a lifetime. 
Individually boxed. Suggested re- 
tail, $2.99 each. Also Akay Toi-Tra 
drip catchers for wall-hung flush 
boxes, to retail at $1.79. 


AKAY PLASTIC HOLD- 
A-BOOK in decora- |} 
tor colors. Holds 

recipe books, 
newspapers, texts, 
etc. inhome* office 
and classroom. 
Suggested retail, 
98 cents. 


Division of Hauser Products Inc. 
4034 North Kolmar Avenue Chicago 41, Illinois 



















Convention Calendar 


(Continued) 


17-19, at company warehouse, 1420 
N.W. Lovejoy St., Portland, Ore.; 
Feb. 24-25, at company warehouse, 
131 E. Main St., Spokane, Wash.; 
Feb. 27-28, at company warehouse, 
1300 N. Sixth Ave., Billings, Mont. 


New England Hardware-Housewares 


Show, Feb. 22-24. Hotel headquar- 
ters, Hotel Statler; exhibit at Hotel 
Statler and First Corps of Cadets 
Armory, Boston. Sponsored by 
New England Hardware Dealers 
Assn., Chester C. Putney, secretary, 
665 Boylston St., Boston 16, and 
Housewares Club of New England. 


Northern Wholesale Hardware Co. 


Convention & Merchandise Show, 
Feb. 16-18, at company offices and 
warehouse, 805 N. W. Glisan St., 
Portland 9, Ore. 


Pacific Southwest Hardware Assn. 


Convention, Feb. 18-20. Hotel head- 
quarters and sessions, Hotel La- 
fayette; exhibit at Municipal Au- 
ditorium, Long Beach, Calif. Also 
Hardware Show & Housewares Ex- 
hibit, March 2-4, at Industrial Bldg. 
and State Fair Grounds, Phoenix, 
Ariz. Otto H. Grigg, 1519 S. Gar- 
field Ave., Los Angeles 22, Calif. 


Pennsylvania & Atlantic Seaboard 


Hardware Assn. Convention, Feb. 
17-19. Hotel Headquarters, Penn- 
Harris Hotel; sessions and exhibit 


at State Farm Show Building, 
Harrisburg, Pa. J. Wayne Tisdale, 


23 S. Third St., Harrisburg, Pa. 


. Y. Schelly & Bro., Inc., 448 N. 16th 
St., Allentown, Pa., Annual Spring 








"That's the last time I'll 
price of a hammer to a customer. 
especially when he has it in his 


hand.” 
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You'll see Electrostrip in Good Housekeeping, Popular Science, Family 
Handyman, Home Modernizing, Living’s New Guide and Home Main- 
tenance and Improvement. So will millions of other readers—all ready 
prospects for this “‘install-it-yourself’”’ multiple outlet system. Over 
30,000 inquiries certify excitement and acceptance. 


Small wonder. For Electrostrip brings new electrical convenience to 
every room in the house. Outlets twist in at any spot... can be moved or 
added in seconds. And installation’s simple. Listed by Underwriters’ 
Laboratories, Electrostrip carries the Good Housekeeping Seal. See your 
distributor or write BullDog Electric Products Co., Dept. H, Box 177, 
Detroit 32, Michigan. In Canada, Toronto 15, Ontario. © BEPCO 





Designed to NRHA standards, the 

5-KIT RETAIL PRICE —$49.75 colorful Electrostrip kit contains 

YOUR COST —$29.85 a complete installation and retaiis 

CARTON YOUR PROFIT —$19.90 at $9.95. The 5-kit carton converts 
to a handsome counter display. 
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Made by BullDog Electric Products Co., 


a division of I-T-E Circuit Breaker Co. 
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Lights! Camera! Action! 


The movie, “‘You Can’t Put A Price 
On It!” is available to all hardware 
people for free local showings. Show 
it in your store, at your club or lodge. 
Let it do a job for your tool sales. 

This movie tells an entertaining 
story of how one man got interested 
in a neighbor’s shop and got one of 
his own. Through the words of an 
old timer in ‘do-it-yourself’? the 





Write, wire—‘‘MOVIES’’ 


PRODUCTS CORPORATION 


2222 South Calumet Avenue 
Chicago 16, Illinois 


A DIVISION OF A-S-R PRODUCTS CORPORATION 
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“You cant put a 
price on it!” 


16 mm color movie promotes 


WOK. LINQ, 








y) 
S 









viewer gets the real story of the re- 
laxation and fun that are among the 
principal products of every home 
shop. 


“You Can’t Put A Price On It!” | 


takes 15 minutes to show. It is ap- 
propriate for any adult or upper 
teen group. It is non-commercial 
and, so far as is known, the only such 
film available on this subject. 

Write at once about a free show- 
ing in your community. Let this 
film work for you. 





SUPREME Brand CHUCKS 


SUPREME VERSAMATIC 


Reversible speed reducer 


Up front 
on leading power tools for power drills 








Convention Calendar 
(Continued ) 








Merchandise Show, Feb. 11-14, at 
Exposition Building, Allentown. 


| Southern Hardware Convention of the 
| Southern Wholesalde Hardware 
Assn. & the American Hardware 
Mfrs. Assn., April 13-17, at Hotel 
Roosevelt, New Orleans. SWHA 
managing director, T. W. McAllis- 
ter, 814 Metcalf Bldg., Orlando, 
Fla.; AHMA secretary, Arthur L. 
Faubel, 342 Madison Ave., New 
York 17. 


State Events 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 16-17. Hotel head- 
quarters, Marion Hotel; sessions 
and exhibit at Robinson Audi- 
torium, Little Rock. Tom R. Pinck- 
ney, 402 Rector Bldg., Little Rock. 


Iowa Retail Hardware Assn. Conven- 
tion, Feb. 11-14. Hotel headquar- 
ters, Savery Hotel; sessions and 
exhibit at Veterans Memorial Audi- 
torium, Des Moines. Philip R. 
Jacobson, 520 W. 35th St., Des 
Moines 12. 


Michigan Retail Hardware Assn. Con- 
vention, Feb. 18-20. Hotel head- 
quarters and sessions at Pantlind 
Hotel; exhibit at Civic Auditorium, 
Grand Rapids. Second Annual Kol- 
lege of Product Knowledge at Pant- 
lind Hotel, Feb. 17. Harold W. 
Schumacher, 1916 Michigan Na- 
tional Tower, Lansing 8. 





Mississippi Retail Hardware Assn. 
Convention, Feb. 23-24. Hotel head- 
quarters, sessions and exhibit at 
Heidelberg Hotel, Jackson. David 
O. Mansfield, P. O. Box 1696, Jack- 
son 5. 


South Dakota Retail Hardware Assn. 
Convention, Mar. 23-25. Hotel head- 
quarters, Sheraton-Cataract Hotel; 
sessions and exhibit at Coliseum, 
Sioux Falls. H. T. Benson, 2108 S. 
Western Ave., Sioux Falls. 


Tennessee Retail Hardware Assn. 
Convention, Feb. 23-25. Hotel head- 
quarters and sessions at Andrew 
Jackson Hotel; exhibit at Fair 
Grounds and Coliseum, Nashville. 
Charles G. Brown, P. O. Box 784, 
Nashville. 


West Virginia Hardware Assn. Con- 
vention, Feb. 23-25. Hotel head- 
quarters, sessions and exhibit at 
Daniel Boone Hotel, Charleston. 
James C. Fielding, 1628 McClung 
St., Charleston 1. 
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Y. HOLLOW WALL ANCHORS 
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No need to stock up to 9 sizes of ordinary anchors. Engineered by DIAMOND, original anchoring 
Wing-Ding Shorties, Regulars and King Size Wall bolt patentee, Wing-Dings serve a wide variety 


Anchors meet all your customers’ needs. With just of uses in the home, do-it-yourself work and me 
sacacits: anise een alae eae aa Meda industry. They're ideal to hang pictures, mirrors, 
8 Tanna « —_y < cabinets, utensil racks, shelves, wall lamps, bath- 


moving, smaller inventory. Profit per item and_ ;gom fixtures. That’s because with a Wing-Ding 
per sale goes up. you're sure it’s secure. 


—. 
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Exclusive 


® Just 3 sizes fot a chicknneses fila: 
to 1-1/4". | 














e Take smallest hole of any wall fastene! na : << 

1/4” for Shorty, Regular. oe SS Ot«(«KINGG ants | + | NEW= 

® Strong, one-piece, tripod 1/4” TO 1 1/4” SIZE ) SHORTY 

up to 500 Ibs. STANDARD Only 1” long. 
reac section eli r Cat. No. 7923, Size 5SL | Cat. No. 7922, Size 4SL Cat. No. 7921, Size 455 
kk y and oanily without t need . > Takes only 5/16” hole. oe ' Takes %” hole, smallest | Designed for narrow spaces. 
i oo >) wall thicknesses of 4%" 1 | size hole of any wall fas- ‘ Short enough for use on hol- 

. ble, when necessary. whl Tested to 500 Ibs. i tener. leet to install. : 


low doors, furred wallboard. / 


VARS or OS ene Sh a RRR REPRO x be TaN Say 


To Help You Sell More WING-DINGS to More Customers oo = 




















vate oe promo oon Pi =, 
c ~ fo ~ ‘ ~~ 
- Write today for free Wing-Ding samples and the | » Counter Displays show Wing-Ding selling Pe ae —- 
name of your nearest distributor, Also for com- § features, show the customer how easy they )) — "8a Le 
plete data on the wide line of Diamond anchors, § nt hype yor opting von Ol — ant WT i =e 
sr in ra sales. izes 0 a 4 
fasteners and pole line hardware. § blister-packed. — 4 
i 
- ~ tp) q if 
5 > S ” p ? of 7% 
~<4 i a We _ a tS 
} A~/ | | A 
~ SS Ba ond .  - eS Fy 
FOND EXPANSION BOLT CO., INC. - 
500 North Avenue * Garwood, New Jersey 
Stocking Warehouses: Atlanta, Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, 
San Francisco, Seattle, St. Lovis, Washington, D. C. Also, Montreal, Toronto and Vancouver, Canada. & hats 
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one of three new models in the 
Homko line. This model has Homko 
Flexor rotary blade which prevents 
drive shaft damage. Two other 
models are reel type units. Lawn- 
mobile is a four-wheeler which 
takes rough ground and may be 
used for any size lawn or in parks, 
cemeteries and other large plots. 
Utility cart, seeder, spreader, lawn 
sweeper hitch, dual wheels and 
roller are available as accessories. 
Western Tool & Stamping Co. 


For more data circle No. 13 on postcard, p. 175 


Tryout reel for dealers 

Dealers who carry fishing tackle 
may get an Ocean City No. 377 
Flipline closed-face spinning reel 
for their personal use as part of a 
new sales aid. For $5.50 dealer 
gets the reel spooled with 125 yd 
of 6 lb test monofilament line, a 
\4-0z white practice casting plug 
with swivel attached (retail value 
$15.30) plus specially designed 
Flippie rod (retail value $3.50). 
Combination is offered to show 
dealer quality of these items. Deal- 









er can take 37-in. Flippie rod to 
store and use practice plug to dem- 
onstrate these items to customers. 
American Tackle & Equipment Co. 


For more data circle No. 14 on postcard, |p. 175 


Dial controlled sprinkler 


The Capri lawn sprinkler with 
dial to control area and pattern 
coverage will interest homeowners. 
Mounted on a sturdy sled base of 
cast aluminum it has curved tip 
runners to make moving easy. Die 
cast housing is made of rustproof 





zinc alloy. One side has clear plas- 
tic insert through which action of 
nylon drive gear can be_ seen. 
Oscillating bar’s 17 jet nozzles 
throw a positive stream up to 23 
ft. Dial controls coverage area and 
pattern. Full setting will cover 
35x45-ft area with one inch of 
water in four hours. Right or left 
setting will cover half the maxi- 
mum area with throw directed to 
either side. L. R. Nelson Mfg. Co. 


For more data circle No. 15 on postcard, p. 175 


Trash can rack and carrier 


Any customer who has a trash 
can will welcome this handy utility 
rack with automatic lid control. 
The mobile rack transports heavy 
cans or holds them permanently. 
The lid control handle locks the 
can lid into place to keep animals 
out of the can. The plastic gripped 
handle also provides an easy way 
to lift the can lid. Can Caddy holds 
standard 10 and 20 gal cans and is 
made of rust proof Cop-R-Loy gal- 











vanized steel. Wheels are Butarate 
plastic with rubber tires. Campeau 
Tool & Die Co. 


For more data circle No. 16 on posteard, p. 175 


Portable air circulator 


Model 20 PR will interest home 
owners wanting to cool their homes, 
and businessmen wanting to cool 
spots or areas. The Custom Twenty 
has a 20-in. diameter blade with 
two speeds and electrically revers- 
ible controls. Surf green baked 
enamel wrap-around case has stur- 
dy carrying handle. It has finger- 
proof plated guard and rubber 
mounted blade hub to keep noise 
down. It will deliver 3950 cu ft 
per minute. Fan measures 22x22x 
5', in. Panel accessory can be ob- 





tained for mounting in standard 


sized windows. Lau Blower Co. 
For more data circle No. 17 on postcard, p. 175 


Picnic jugs and chests 


Leaderline picnic and chests sup- 
plement the Tweed-Cote line. Chest 
is finished in hunter green enamel 
and sunny yellow. This 21x10x12- 
in. chest has sliding tray, galva- 
nized interior, drain hose, and dou- 
ble thick fibre glass insulation. List 
$14.95. Also available is a new one 
gallon picnic jug in the same colors 


HARDWARE AGE, FEBRUARY 13, 1958 





7¢ eonevete drill 
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is an anchor, too! 


POPULAR SCIENCE, January 1958 is- 
sue: “Fastening dalialeb-mm come erel along) (- mer. ia 
now be almost as easy as driving a 
nail in wood....° 

Reported as hottest new do-it-yourself 
item at N. ¥. HARDWARE SHOW 


There’s nothing like a sharp, new drill for concrete, 
stone or brick. Here’s one that retails for 17¢. It’s the 
Phillips Red Head... millions used professionally . . . 
now available in this home kit. As illustrated, 5%” x 
7” carded kit includes four Red Head anchoring “‘drills,”’ 
expansion plug and driver for installation with ordi- 
eee aes nary hammer. Suggested retail, $1.85. Shipper carton 
contains 5 skin-packed kits and bulk back- 
up stock of 30 Red Heads. Special sampling 


PHILLIP S offer to dealers only: Clip dollar bill to 


coupon for one complete kit, mail today. 


al HEAD SPECIAL OFFER! 


_BPcomages 
CONCRETE DRILL Phillips Drill Company, Dept. H-7202 


Michigan City, Indiana = 


A N D A N Cc Hi O R K } — Here's my dollar. Please send postpaid one complete Red Head 


Concrete Drill and Anchor Kit that retails for $1.85. This offer 
(limit of one) is to dealers only for limited time. 


| 

| 

Dealer Name ; | 
Address | 
| City, State 
| My jobber’s name 


Successor to masonry drills and lead anchors |“ 


shite asememnsneiniias saeniiiaidacontelian ial aikanagsian tae 


Faster 
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WHAT'S NEW 











with pouring spout, rust-proof plas- 
ticite lining and double thick fibre 
glass insulation, list $4.69. Wider 
size choice is also offered in the 
Tweed-Cote line with medium fam- 
ily size picnic chest, 21x10x15-in., 
list $21.95. Landers, Frary & Clark 


For more data circle No. 18 on postcard, p. 175 


Combination window fan 
This 20-in. unit has twin carry- 
ing handles and requires no screws, 





clips, or mounting panels to posi- 
tion it for use. Fan has front and 
rear grilles. It is installed or re- 
moved by raising and lowering 
window. Air-flow direction can be 
changed by turning fan around. 
Fan has wide one-piece, overlap- 
ping aluminum blades. Air Con- 
trols, Ine. 


For more data circle No. 19 on postcard, p. 175 


Easy opening .22 revolver 

A quick short motion of the 
shooting hand opens this .22 cali- 
ber, 9-shot revolver. This feature 


174 


will attract many a sportsman to 
H & R’s Ultra Side-Kick revolver. 
The cylinder release is located in 
the hammer. Other selling points 
include checkered side grips, full 
thumb rest, adjustable rear sight, 
ventilated rib and sight, non-glare 
finish on top, weight 33 oz and a 6 





in. barrel. Retails for $49.95. Har- 
rington & Richardson, Inc. 


For more data circle No. 20 on postcard, p. 175 


Nailless picture hangers 


Customers will want to pick up a 
package of Jiffy picture hangers 
when displayed on your counter for 
impulse sales. This hanger supports 
pictures, plates or other items 
weighing up to 15 lb without nails. 
The hanger can be applied to tile, 
glass, metal, concrete or plaster. 
It is simply moistened and pressed 
into place. A nickel plated, rust- 
resistant steel picture hook with 
swivel action offers easy use and 
insures that the picture hangs level. 





Packed six to a cellophane wrapper 
for 19¢. Jiffy Enterprises, Inc. 


For more data circle No. 21 on postcard, p. 175 








Water bags made in color 


Eagle Traveler water bags are 
now offered for tourists, sports- 





| 
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men, emergency uses and scouts in 
four eye-catcher colors as well as in 
regular white canvas. These bags 
are now offered in a 6-Pak display 
in assorted colors. Display takes 
only 15x3 in. counter space. It can 
be hung on wall. H. Wenzel Tent & 
Duck Co. 


For more data circle No. 22 on postcard, p. 175 


24-in. rotary riding mower 


Excello model 811 has improved 
two-speed transmission and Ex- 





cello’s Unimatic remote control as- 
sembly with throttle control and 
gear shift levers on handle at 
fingertip level. Equipped with 3% 
hp 4-cycle engine, or 4 hp engine 
optional equipment. Lists $299.50. 
A 21-in. rotary riding power mower 
is also offered. Heineke & Co. 


For more data circle No. 23 on postcard, p. 175 


Aluminum boat line 


For use of sportsmen and fami- 
lies the first of a line of Mirro- 
Craft aluminum boats is a 16-ft 
runabout model with 6-ft beam. It 

(Continued on page 178) 
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Be sure to write name 
and address on post card. 
Please use this P. O. 


Box Address for Quick 
Check Cards Only 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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FIRST CLASS 
PERMIT NO. 3% 
(Sec. 44.9 P.LAR.) 
New York, N. Y. 
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Post Office Box 60 pes ow 

Village Stetion reemee 
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HARDWARE AGE then in any other magazine. 


under the individual item description. 


will be sent you on each item. 


Here is Your Quick Check Card 


What it is... How it works 


| @ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New’ columns. You get more of these in 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Sepcrate information 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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HARDWARE AGE 


Post Office Box 60 
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NEW YORK 14, N. Y. 
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A big help for busy deal- 
ers. Use this card for free 
information on new prod- 
ucts described in this issue. 


















































































Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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NO. C120 


FIX-UP 
PAINT UP 
TOOLS 


a 


Here is self-serve selling at its best. A 542’ wine . | pel! 
and gold, revolving, all wood fixture. Features = om 
17 individually carded Hyde Fix-Up, Paint-Up 
Tools. Only 14” square of floor space required 
for Fixture. Beautiful tower FREE with this 
assortment. 


MORE SALES POWER 


BLACK AND SILVER 


6 each C2E-142” Elastic Putty Knives 
6 each C2S-142” Stiff Putty Knives 

6 each C2E-3” Elastic Wall Scrapers 
6 each C2S-3” Stiff Wall Scrapers 

6 each C2E-4” Elastic Joint Knives 

6 each C2E-5” Elastic Joint Knives 


BLUE DIAMOND 


6 each C3E-144” Elastic Putty Knives 
6 each C3S-14%4” Stiff Putty Knives 

6 each C3E-3” Elastic Wall Scrapers 
6 each C3S-3” Stiff Wall Scrapers 

6 each C3E-4” Elastic Joint Knives 

6 each C3E-5” Elastic Joint Knives 


PAINT SCRAPERS 


6 each C83 with 242” Blade 
6 each C85 with 142” Blade 
24 each 80-3 Blades 
12 each 79-3 Blades 
6 each C8 Bent Scrapers 





Dealer Sales List 
Dealer Profit 


HYDE MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S. A. 
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Dealer Cost ' 

—— ower 
and Tools 

NO CHARGE FOR TOWER 


Se 


EW FREE FLOOR FIXTURE 
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WHAT’S NEW 


(Continued from page 174) 
will plane with less power and 
greater load. Styrafoam flotation, 
in underseat compartments, plus 
wide beam give wide margin of 
safety. Wide stern affords great 
lifting power advantageous in ski- 
ing and other water sports. Sturdy, 
continuous, molded aluminum keel 
gives rigidity. Deep transom with 




















CASH IN on Garbage! 


St ELD 


The Amazing New 
BACTERIAL 
Garbage Destroyer 


Women acclaim E-Vap as the 
modern wonder-way to dispose of 
garbage through bacterial action. 
Simple to use—sanitary, odorless. 
Merely place garbage in bottom- 
less garbage-can sunk in back- 
yard—add E-Vap—and presto! 
—no more garbage problems! 
Special Odor and Pest Control 
Cake in every package prevents 
odors—kills flies, bugs, maggots _ 













































E-VAP 


GARBA 
DESTROY Ep 


* 


$795 


Retail 


en Meat Scraps — Bones 
ey. Egg Shells — Coffee Grinds 
~~. Works in Ordinary Garbage-Can 
ei Tested and proved, E-Vap Gar- 
bage Destroyer sells steadily — 


keeps your profits rolling in, and 
makes garbage-can sales soar! 













SPECIAL INTRODUCTORY OFFER 


(On all orders sold prior to May, 1958) 
1 FREE Unit ($2.95 retail) in each 6-Unit Display Carton 


YOU PAY (1, 6-Unit Display Carton) . $ 8.85 
YOU GET (6 Units G $2.95 ea. Retail) 17.70 
YOUR PROFIT (On 6 Sales) $ 8.85 


YOU CAN’T BEAT THIS OFFER WHEN YOU ADD E-VAP’S 


Dated Billing * National Consumer Advertising « Merchandising Support 


SEE YOUR LOCAL SUPPLIER TODAY OR WRITE: 
E-VAP CORPORATION, 99 PARK AVENUE, NEW YORK 16, N. Y. 
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20-in. cutout protects passengers 
from the following sea and keeps 
boat dry when backing up. Three 
transverse seats will accommodate 
up to six adults. Deluxe equipment 
including top, windshield, steering 
wheel and electric wiring can be 


attached. Mirro Aluminum Co. 
For more data circle No. 24 on postcard, p. 175 


A vacuum bottle holder 


Automobile drivers and _ their 
families will want this sturdy break 
resistant vacuum bottle holder. It 
is designed to slip between cushions 
of a car seat to hold a vacuum 
bottle of any size upright for safe 








os 


transport in a car. List price is 
98¢. It is packaged to attract im- 
pulse sales on self-service counters. 


American Thermos Products Co. 
For more data circle No. 25 on postcard, p. 175 


Reel type power mowers 


For owners of medium and small- 
er-sized lawns the Pennsylvania 
line has been increased with two 
new design reel type mowers in 21 
and 18-in. cuts. The 2l-in. DeLuxe 
has 1.75 hp, 4-cycle, Briggs & 
Stratton engine with rewind start- 
er. Exeter 18-in. model is similar 
in appearance. Both models have 
five extra wide, double-ground, self- 
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501 OFF! 


+2 98 value « only $2 48 


dian % : 
a, + OE eet se wes coos 20008 


It's the top value in the field at the regular 
price of $2.98... but what a buy it is for 
your Hardware Week customers at $2.48! 
Order the No. 506 Deal now. Includes 6 
No. 507W-White enamel can openers in 
a self-selling counter display, Total retail 
value $14.88, less your regular discount. 


SWING-A-Way 


an oe on ee a ne oe oe i ee a) ee 










BRITE new ieaS 


for the 








Hardware Dealer! 



































TRAY: 







Address 


Your Name_._ 


—— eee ee ee eee ee eee ee 


1. Complete selection of 


ccatws 


SIZE OF 


SIZE OF 
STAND: 


Buy from your Hardware Distributor 





5000 Tiedeman Road * Cleveland 9, Ohio 
PLANTS AT CLEVELAND AND KENT, OHIO © BIRMINGHAM «+ CHICAGO 


MAIL THIS COUPON TODAY 


THE LAMSON & SESSIONS CO. 


5000 Tiedeman Road ¢« Cleveland 9, Ohio 


Please send me details on the new Lamson & Sessions Flexible Bolt Display. 


Company Name___ 


a 






BRITE Plated bolts and 
nuts in the 75 fastest- 
selling types and sizes. 


._ All bolts BRITE Plated. 
. Nuts on. 


. In BRITE new cartons con- 


taining small quantities 


(10 to 50 pieces). 


. These products are in 


stock hence there’s no 
penalty for plating small 
quantities. 





NRHA APPROVED DISPLAY 


State vs Ses ee 


WHAT’S NEW 


























whetting spring tempered, high- 
carbon crucible analysis steel cut- 
ting blades. Hollow ground sta- 
tionary blade produces fast, clean 
cutting action. Grass catcher hooks 
are part of roller mounting. Grass 
stripper keeps chain and sprocket 
teeth free of long weeds, grass. 
Electric starter is available at extra 
cost. Pennsylvania Lawn Mower 
Div., American Chain & Cable Co., 
Ine. 


For more data circle No. 26 on postcard, p. 175 


Outdoor barbecue set 


Outdoor chefs will want this 
Androck No. 823 set of three cook- 





ing tools. Desert clay colored gift 
box has white fibre brush, stain- 
less steel turner and fork. Match- 
ing hardwood handles are branded 
with Androck Navajo design and 
have leather thongs for hanging. 
List $4.98. Washburn Co. 


For more data circle No. 27 on postcard, p. 175 


Backyard pool cleaner 

Owners of rubber or plastic 
swimming pools for the backyard 
will find this underwater vacuum 
cleaner interesting. The _ light- 
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Sheffield SHEF-KOTE is the answer to the 
problem of adequate and economical roof 
maintenance! Itstops leaks...formsa 
weather-proof and water-proof metallic 
coating...and will not crack! It's NOT a paint 
..» but an asbestos-like aluminum roof coat- 
ing in a special formulation that flows into 
seams and cracks firmly sealing them! It's bril- 
liant aluminum finish reflects the heat of the 
sun's rays keeping OUT heat... making it 
as much as 20 degrees cooler inside. And it 


is easily applied! 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND .19, OHIO 


Sheftiell Aeorze PAINT CORPORATION ; 
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Top 
trio 
On 

the 


Totem 
Pole 


More customers are 

toting home more of this 
fabulous trio — Fabulon, 
Pryme, Fabuloy. Every store 
stocking these top-notch 
wood finishes is toting up 
more sales, more profits. 


How about you? 


FREE BOOKLETS, 








STUFFERS, MANUALS, 
DISPLAYS, DEMONSTRATION 
PANELS, BANNERS. 

































For complete details phone 
your distributor today, or write 


PsS 


SINCE tee4 





PIERCE & STEVENS 
CHEMICAL CORP. 


- 


Dept. HA28 710 Ohio Street 











Buffalo 3, N.Y. 


y, 





NATIONALLY ADVERTISED IN 
LIVING — POPULAR MECHANICS= 
HOME MAINTENANCE & 

IMPROVEMENT 


























WHAT’S NEW 





weight cleaner operates off a stand- 
ard garden hose and keeps the pool 
clean without emptying. Vac-Qua 
also can act as a pump, producing 
400 gph. This $12.95 cleaner weighs 
13 oz, has a 36 in. aluminum han- 
dle, 8 in. blue plastic head and a 
13 in. yellow cloth bag. Drews Ma- 
rine Mfg. Div. 


For more data circle No. 28 on postcard, p. 175 


Liquid plant food 
Wonder Liquid Plant 
recommended to home 


Lustre 
Food 


is 








= oe KRKRROEOS 
HAGA 


gardeners for use with all house 
plants including African violets. 
Directions call for one teaspoonful 
to a pint of water to make foliage 
more lustrous and blooms more 
brilliant. With this product proper 
feeding is given with regular wa- 
tering. Stanton Co. 

For more data circle No. 29 on postcard, p. 175 


Home-size staple gun 


For use in the average home this 
unit will take ™% and 5/16-in. 
staples and will do a number of 
light nailing jobs such as fastening 
shelving, closet linings, upholstery, 
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Clean up extra profits with this 





“SCOTCH” Brand Spring Clean-up Special! 


ONE-TIME OFFER! 
DEAL H-5 


Sells out for - - - $24.24 
YOU PAY---- 16.17 


your profit °8.07 








3 Ideal for extra placements, extra 
sales and profits during the 
Spring clean-up season. 


s¢ Colorful self-dispensing display 
carton takes less than a square 
foot of shelf or counter space, 
fits almost any location. 


yy Contains one dozen rolls each of 
three popular “Scotcn” Masking 
Tape sizes, 35¢, 69¢, 98¢. 





Deal H-5 Available for 
a Limited Time Only... 
ORDER NOW! 





REG. YU S$. PAT. OFF, 


SCOTCH Masking Tape 


The term “Scotch” am SOU stered tra enaenee of Vee SS Gomes ny, - Paul 6, Minn. 
Export: 99 Park Av New York. Canada: London O >) 3M Co 1958 
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ooo WHERE RESEARCH 16 THE KEY TO TOMORROW 
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WHAT’S NEW 


etc. This junior staple gun JT21 
has built-in staple lifter, handle 
lock so gun may be carried easily 
in pocket. Individually packed in 
eye-catcher display boxes. Offered 
in gray or green metallic finish. 
Arrow Fastener Co. 


For more data circle No. 30 on postcard, p. 175 

































Stick type lubricant 

Cut-Ease is for use in cutting 
and sawing non-ferrous metals and 
other materials. Its use will pro- 





long tool life and give smooth, fast, 
cool cutting, drilling, sawing, tap- 
ping, and reaming with hand or 
power tools. This stainless lubri- 
cant is applied like a crayon di- 
rectly to tool cutting edge. It gives 
thin, adhesive coating with lubri- 
cating and film strength properties 
to protect cutting edge of tool from 
overheating and scoring injury. 
Customer buys 49¢ Crafts size and 
tries piggy-back test sample. Money 
will be refunded to customers who 
return large stick because of dis- 
satisfaction. American Grease 
Stick Co. 


For more data circle No. 31 on postcard, p. 175 


A sealing type fastener 


Do-it-yourself and professional 
builders will want the Spin-Seal 
fasteners which will secure a triple 
seal on irregular, corrugated, 
curved or flat surfaces. Offered in 
screw sizes from No. 6 to ™% in. in 
carbon or stainless steel the fast- 
ener consists of patented spring 
type hardened washer with perma- 
nent flowed-in gasket sealant pre- 





~) 


assembled to any type standard 
machine screw, cap screw or bolt. 
Sealing compound on underside of 
washer extrudes when fastener is 
tightened to effect hermetic seal 
around threads, head and clearance 
hole. Russell, Burdsall & Ward Bolt 
& Nut Co. 


For more data circle No. 32 on postcard, p. 175 


Decorative accessories 


Housewives will want these fiber- 
glass decorative trays, bowls and 
stands for their homes or for gifts. 
Bowls may be used indoors or out, 
for snack servers, planters or salad 
bowls. They are offered in a variety 




























1A-25A 
FUEL OIL FILTER 


@ 41 sq. in. filtering 
surface 

© 3%" dia.—5'Ae" high 

e %" or %”" pipe 
openings 


( 





2A-T00A 
FUEL OIL FILTER 


@ 83 sq. in. filtering 
surface 

e 4%" dia.—654)” high 

e %" or 4" pipe 
openings 
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2A-300 
FUEL OIL FILTER 


@ 63 cu. in. filtering 
material 


@ 5%" dia.—9'/e" high 
© %" pipe openings 


184 





( 
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© GENERAL FILTERS, INC 


FOR AVERAGE HOMES, SPACE HEATERS 


Finest Wool Felt “Step Design’ cartridge traps 


both particles and moisture, eliminates danger 
of clogged nozzles. New plastic, corrosion-proof 


finish — won't chip, crack or fade. Durable, all- 
metal construction. 


FOR OILS, CHEMICALS, DISINFECTANTS 

Filters heavy fuel oils and lubricating and 
hydraulic oils. Protects farm spraying equip- 
ment. Washable Monel cartridge (30, 60, 100, 
150, or 200 mesh). Corrosion-proof plastic finish. 


FOR LARGE HOMES 

Big-filter performance featuring Wool Felt 
“Step Design’ Cartridge, improved leakproof 
seal at bottom of bowl, plastic finish inside and 
out. Buna-N cap gasket prevents leaks. Longer 
cartridge life. 


FOR BOTTOM OR SIDE OUTLET TANKS 
Removes before it 
burner; nozzle, pump. 


from oil 
filter, 


water 
protects 


brass drain plug. 


DELUXE FILTER FOR EXTRA FINE FILTRATION 
Metal encased “depth type” cartridge has 
capacity for largest installations. Screw-type, 
leakproof handle — requires no tools. Plastic 
finish. All-metal construction. 


Also GENERAL WARM AIR HUMIDIFIERS 


. . No float, leakproof, trouble-free! 


NOVI, MICHIGAN 


reaches 
Inter- 
changeable *s” inlet-outlet and %4” threaded 








GeneeaGs Vutsell Because They Outperform! 









2A-17A 
FUEL 
OIL 
FILTER 


MODEL 90 
WATER 
TRAP 


CLEAN RIGHT 
SOOT REMOVER 


Cuts Heating Costs up to 25% 

. « removes up to ‘%” soot 
layer in 2-5 minutes! No flash. 
Non-corrosive. Improves heat- 
ing efficiency of any plant — 
oil, gas, coal, wood. 


43800 GRAND RIVER AVE. 
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Customers like the smooth, even flow of today’s 





brushes with improved TYNEX’* nylon bristles 


For the smooth, even flow which assures effortless painting, more cus- 
tomers are changing to brushes with improved TYNEX nylon bristles. They 
know today’s better-made brushes contain tipped and “flagged,” finely 
tapered bristles of TYNEX in varying lengths, giving high paint pickup 
and easy, streak-free paint release. 

Brushes with improved TYNEX nylon bristles work well with any type 
finish, on any painting surface. Cleanup time is easier, too, for paints, 
varnishes and lacquers clean readily and rinse thoroughly from brushes 
bristled with TYNEX. Brushes dry quickly . . . are ready for the next job. 

Laboratory tests have established the high quality of today’s brushes 
with improved TYNEX nylon bristles, And your customers know these 
better-made brushes are their best buy. Stock a complete selection of 
brushes with TYNEX nylon bristles and benefit from this fast-growing 


customer preference. TYNEX is the registered trademark for Du Pont nylon bristles 


£6. U. 5. pat. OFe 


BETTER THINGS FOR BETTER LIVING . . . THROUGH CHEMISTRY 
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TYNEX 


nylon bristies 
















BRISTLING MATERIAL 









Remington-Mall 


32 GREAT MAKES 


with ONE big feature in common 


-JACOBS CHUCKS 






Buckeye 





Milwaukee Pioneer Master Pneumatic 





Millers Falls a. 














Porter Cable 





Sunbeam Ward’s Powr-Kraft 





Gibraltar U. S. Electric Ingersoll Rand Stanley 





Cummins Thor-Speedway 


Electro Engineering Sears’ Craftsman 


Keller 





MR. DEALER: 


The one big feature these 32 fine tools have 
in common is also a big feature to point out 
to your customers. The good drill with a 
Jacobs chuck is a better drill. Show the 
name JACOBS on the chuck when you sell. 
Two good names are always better than one. 


The Jacobs Manufacturing Company 
West Hartford, Connecticut Cc Fan | U Cc Kw ioe 








HAYES-ETTE®—1% gal. 
sprayer. Thumb-touch con- 
trol orifice. $2.95 





HAYES 4 — Makes four gals. 
of spray. Positive on-and- 
off control vaive. $6.45 





FERTL-RAIN.® Same uses 
as Hayes Lawn Sprayer. Ap- 
plies chemicals in 1 to 120 
proportion. Standard pint 
sprays 15 gallons. $3.65 








HAYES 1V2—1%2 gallon 
sprayer with wide mouth 
jar for ease in filling. $3.25 





HAYES 3—Makes three 
gals. of spray solution with 
one loading. ideal for small 
gardens. $4.45 





HAYES 6 — Makes six gals. 
of spray. Longer nozzie 
reaches to inside of plants 
and low-lying leaves. $9.95 





HAYES LAWN SPRAYER — 
Handles liquid and soluble 
fertilizers, lawn moth solu- 
tions, fungicides, weed 
killers, herbicides, etc. 1 to 
60 ratio. Quart size jar. 
Sprays 15 gallons. $3.95 


HAYES 12—A heavy duty 
12 gallon sprayer. For 
estates, parks, industrial 
use, dairies, poultry and 
livestock. $12.95 


HAYES SOIL AND TURF 
SPRAYER—For semi-soluble 
Fertilizers, Soil Chemicals 
and heavy, viscous materi- 
als. Large orifices. Non- 
clogging. 1 to 40 ratio. 
Quart jar sprays 10 gallons. 
$2.95 


Hayes SPRAY GUNS 


World’s largest selling garden hose sprayers — 
approved by leading manufacturers of garden chemicals. 
Order from your jobber now. 


Hayes Spray Gun Co., 98 N. San Gabriel Bivd., Pasadena 8, Calif. 













You can boost your profits by selling “OK” 

GRASS TRIMMERS « This is what we offer you! 
e LARGER DISCOUNTS e QUICK TURNOVER 

e COMPLETE CUSTOMER SATISFACTION 


PROFIT 


\OK 


with 





e BETTER BUILT TRIMMERS 


e THE OLDEST MFG. IN THE FIELD 

@ NATIONAL ADVERTISING 

The First cer. 

TRIMMER | 
EDGER 

BOTH-IN-ONE 

TOOL 





TRIMS ok 
ences, walls, trees, rocks. 


¢ GRASS 
TRIMMERS 















ADJUSTABLE” | : 


LAWN and 
GARDEN 





all the grass away from 











EDGES ... . cuts a neat, trim groove 

between walk and sod. 
q 10019 SO. WESTERN AVE., CHICAGO 43, ILL. ; 
: Please Rush Complete Facts. - 
§ Name , 
g Address , 
ft. State . 
See eeaneeweacewecanaesaeoaanaecae t 
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TURBINE ACTION - 


COLORFAST PLASTIC with 

ALUMINUM spike,the rugged 
WHIRLING DERVISH can be 
left out inany weather.Sprays 
up to 2,500 SQ. FT. with an 

ADJUSTABILUTY thatis com- 
parable to the highest priced 
sprinklers. A simple twist 

produces a FINE MIST ora 

HEAVY RAIN, an extremely 

important feature. It can be 

controlled to prevent spraying 
house walis or ruining a new 
lawn.The EASILY CLEANED 
WHIRLING DERVISH cannot 
be affected by iron or chemi- 
cals found in many waters ! 


COMET 





METAL 
~ R 





newest principle in lawn sprinkle 





, 


PRODUCTS 








SPRINKLER © 


Pat. Pend. * TM Reg 


co., 
% 









INC. 
N.Y. 


















ty 








of shapes, and in 15 colors. Leaf 
motif is used in translucent, green 
and smoke colored bowls. Trays in- 
clude fern, mesh, maple leaf and 
mesh patterns and one with but- 
terflies. These are fade-proof, 
shatter-proof and impervious to 
spilled foods or liquids. Kimball 
Mfg. Co. 


For more data circle No. 33 on postcard, p. 175 


Low priced slicing machine 


Folks who entertain a lot will be 
prime customers for this General 
slicing machine priced at $39.95. 
The gleaming white machine will 
also interest owners of small busi- 
nesses, clubs, and institutions. This 
model is an economy version of the 
Model 25 which sells for $49.95. 


include a baked enamel 
Safe-T-Guard, removable 


Features 
finish, 
platform and right hand operation. 
General Slicing Machine Co., Ine. 


For more data circle No. 34 on postcard, p. 175 


Pull for sliding wood doors 


Do-it-yourselfers and_profes- 
sional carpenters will buy this ex- 
truded aluminum pull with satin 
smooth etched and anodized finish. 
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This Spring . . ..~ THOUSANDS OF GARDENERS MANN’S “RAPID” will you have 


WILL INSIST ON... GARDEN TOOLS them in stock? 






This is America’s newest, most unique line of gardening tools; 
they’re built for the budget-minded gardener with “champagne” 
tastes .. . 5 types to fit every hobby-gardener’s needs: 


kapLiiggor - 15 hapid-Till _ 48 


Weighs only 22 oz. complete with 15-inch A 3-tine cultivator you'll never break, com- 
Weatherproofcd ® hickory handle that can bined with husky mattock blade on a 48-inch 
never come off in use. Useful for digging, hickory handle; and the whole unit weighs 
hoeing, trenching, cutting sod blocks, hack- only 32 oz. Standard package, 6. 


ing out submerged roots, prying rocks, etc. lif, 
hapid-Weeder - 48 


Smartly packaged (individually) for “gift-ing.” 
Ihe newest of all “Rapid” garden tools; com- 


kapLiggor - 48 
bines a broad (344”) hoe blade with a two- 


Ihe same useful tool as above, mounted on tine cultivator head: both are mounted on 
18-inch hickory handle (pick-type, too!) for pick-type 48-inch hickory handle; weighs only 
stand-up gardening. Has hundreds of uses in 35 oz. complete; standard package 6. 

every garden. Standard pkg. 6. 


Kapid-Ho - 48 


his versatile tool combines a fast-working EWERY ONE IS: * Drop forged from finest American tool 





j-inch hoe blade with 2-inch mattock: meas- steel. 
ures only 10 inches, tip to tip; weighs only 40 * SAFE—has pick-type handle than can 
oz. complete with 48-inch hickory handle; std. 


never come off in use. 
* LIFETIME GUARANTEED! 


pkg. &. 









This is America’s nearly indestructible, light- 
weight garden tool ... designed and 
manufactured exclusively by 


MANN EDGE TOOL COMPANY 


Making America’s finest edge tools since 1843 LEWISTOWN}, PENNSYLVANIA 








Cat. No. 704 and 704W 
Overal! Dimensions: 
Length 17%"; Height 7"; Depth 67," 

Packed 1 in a carton; Shipping Wt. 35 Ibs. 

LIST $8.95 


Now—you get these beautiful contemporary mail boxes from 
SIDNEY, OHIO. Griswold Manufacturing Company has moved to 
larger, modernized facilities, making possible even higher quality 
workmanship and design than ever before. 

Every homeowner is a prospect for a Griswold Mail Box, for 
every home entrance can be enhanced by one of these finely designed 
boxes. What’s more they’re practical—large enough to handle lots 
of letters and the largest magazines. The wise thing to do is to stock 
the entire line—and watch the profitable results. Order from your 
jobber now. 






Cat. No. 705 and 705W 
Overall Dimensions: 
Width, 7” 
Height, 13%,” 
Depth, 44%" 
Packed | in a carton 
Shipping Wt. 3% Ibs. 
LIST $4.95 


Cat. No. 703 and 703W 





All Contemporary Mail Boxes are Overall Dimensions: 
——- 1 Black 7 White. Length, 161/4,"; Height, 57/,"; 
atte Black is standard... Depth, 4%," ; Packed | in a carton; Cat. N 
““W”’ indicates White. Shipping Wt. 33, Ibs. . poche y oe 
NCE 1865 LIST $5.95 Width, 9%"; Height, 1712"; 
Depth, 5%" Pack 1 i 
GRISWOLD MANUFACTURING CO., Dept. 728, Sidney, Ohio ona a ee 
CAST (RON COOKING UTENSILS @ HOUSEWARES © DAMPERS LIST $6.95 
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IT’S THE NEW 


SQUARE’n i he 
CIRCLE go-—~ wet 


SPRINKLER! _ 
DIAL A 
SQUARE OR 
CIRCLE 


Model 50 


New! Amazing! 
Versatile! 


Square ’n Circle Sprinkler by Sherman 
sprinkles a square or a circle AT THE TWIST OF 
A KNOB! 

Square pattern puts the water where it belongs 
on the lawn. Walks and Drives stay dry! Exclusive 
governor for perfect square regardless of water pres- 
sure. For maximum throw, set for circle! 


SPRINKLES 
A 
CIRCLE 





DEMONSTRATE! 
DISPLAY! SELL! 


Ask your jobber representative about 
“Demo-Pac”. Colorful display and specially 


priced demonstrator sprinkler included! 











NEW MONARCH ... 


400-1 





Precision made, designed for long service and out- 
standing sales appeal, all new Sherman 
MONARCH meets every demand for controlled 
water distribution. Ball-bearing head, arms and 
base heavily chrome-plated.15” Spray arm, 11” x 
11” base. 


VVEW Gold Gabel 


REG. TRADE MARK 


BUILT-IN 
FILTER 


Top Quality Sprinkler famous for “saturation” 
sprinkling. Covers 3’ to 55’ circle without flood- _— Model 
ing. Chrome-plated head, arms, sled-guide base = 133-1 
and swivel. Big! 9” high, 1142” spray arm. 
l1i”x 11” base. Rugged, colorful. Fully 
guaranteed ! 





H. B. SHERMAN MANUFACTURING CO. 
Battle Creek, Michigan 
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WHAT'S NEW 











WP-34 for heavier doors is 2%, in. 
long and has beveled edges. It is 
corrosion and rust-resistant and 
easily installed. Packed one in poly- 
ethelene bag with screws for 3, in. 
doors. Engineered Products Co. 


For more data circle No. 35 on postcard, p. 175 


Counter-Balance Humidifier 


Model 711 for installation in 
straight plenum of any warm air 
heating plant is part of a _ pack- 
age deal completely assembled with 
Vapoglas plates and stainless steel 


rack. Impervious to rust and cor- 
rosion it has easily cleaned Oven- 
King glass evaporating pan. Fea- 
tures include self-adjustment to 
varying water pressure, reversible 
seat, metal underpan for overflow 
protection, and corrosion resistant 
metal parts. Has no moving parts. 
Two-tone green baked enamel finish 
harmonizes with jade green glass 
evaporating pan. Skuttle Mfg. Co. 


For more data circle No. 36 on postcard, p. 175 


Electric impact wrench 
Automobile mechanics, service 
and maintenance men will be cus- 








tomers for the No. 777 impact 
wrench with J-in. square drive. 
It weighs 7% lb and will deliver 
2000 impacts per minute. It will 
develop 100 ft lb torque, ample 
for running and removing nuts 
on bolts up to % in. (% in. un- 
der favorable conditions). Brushes 
shift automatically to assure full 
power in either direction. Wide 
assortment of hex and square sock- 
ets, adaptors, chucks and other 





accessories available. Tool lists at 
$99.50 alone, $128 in complete kit 
with steel carrying case, sockets, 
other accessories. Millers Falls Co. 


For more data circle No. 37 on postcard, p. 175 


Plastic paint roller cover 
Professional painters and do-it- 
yourself fans will want this foam 
plastic lint-free paint roller cover 
for applying enamels and other fin- 
ishes on smooth surfaces. This 
foam cover is effective for smooth 
finish on flat surfaces like putty 
coat and sand-finish plasters, with 
a gloss paint. Can also be used with 
enamels, oil-base paints, latex 
paints, varnish alkyd enamels and 


flats. Resistant to all normal paint 
thinners. Seamless cover cuts close 
to wood trim, ceiling lines and 
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Model 2-5-1 


Sherman rockets ahead in *58 with 
all new Advanced Design Wave Sprin- 
klers. The “New Look” plus exclusive 
“Flik-Quik” Pattern adjustment control gives you 
an unbeatable profit combination for your lawn 
and garden department! 


ANOTHER SHERMAN FIRST! 


New “4-Pac” includes four New Advanced De- 
sign Wave Sprinklers and Eye-Appealing Display! 
Demonstrator Sprinkler included at special low 
price! Ask your jobber for details! 
































H. B. SHERMAN MANUFACTURING CO. 
Battle Creek, Michigan 





Only WEEDONE 


GIVES YOU 
THE RIGHT WEED KILLER 
FOR EVERY PURPOSE 
with the RIGHT DISCOUNT 


No single selective weed killer can give ~ 
a good kill on the many different types : | — a 
of weeds. ae" EDONE 












We are recognized specialists in the [> Ss co 
weed-killing field and the only com- |@  » 
pany with constant research in new 
weed killer chemicals for the garden 
supply industry. 


WEEDONE 


First, and still the largest selling, weed 
killer in America. Feature it in both 
forms: liquid for use in sprayer; dry for 
use in spreader. 


Weedone Easy Weed- 


WEEDONE CRAB GRASS __ ‘v2 Sorayer 


Plastic. Fits any stand- 


KILLER SODAR,. ard gallon or ¥ gallon 


jug. 
Newest and best chemical for killing 
crab grass and chickweed. Available in 
three forms: liquid or powder for use in 
sprayers; dry for use in spreaders. 





STOCK AND SELL THE 
FULL WEEDONE LINE 


Weedust® e¢ Weedone Chickweed 
Killer ¢ Improved Weedone Crab 
Grass Killer with MCP ¢ Weedone 
Clover Killer e ACP Rose & Floral 
Dust e ACP Garden Doctor « ACP 
Poison Ivy and Poison Oak Killers 





——_— 
——— a ee 
—_——— 
——- 
—— 
—— 
—_ 
—— 


\ 
oI u | 
TRADE DISCOUNT FOR YO 
‘ieugee Buy in —hreny™ i 
always get the ighest —— a ae 


—_— 


Weedone products are nationally advertised in 
more publications than any competing products 


See your jobber or write for complete details 


AMERICAN CHEMICAL PAINT CO. 


St. Joseph, Mo. e AMBLER, PA. e Niles, Calif. 
Originators of 2,4-D and 2,4,5-T Weed Killers 
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WHAT'S NEW 














corners, fits standard type roller 
frames. Full %-in. foam thickness 
increases paint capacity. Plastics 
Div., E Z Paintr Corp. 


For more data circle No. 38 on postcard, p. 175 


Rivetiless kitchen tool set 


This stainless steel kitchen tool 
set will interest all housewives. It 
has six tools and hang-up rack. 
Tools are turner, fork, spoon, ladle, 





spatula and slotted spoon. Nylon 
handles have full-tank construction, 
and are heat-resistant, boil proof 
and washable in dishwashers. Han- 
dles will not burn when left on 
edge of hot pan. Offered in grained 
finish in black, yellow, pink, or 
turquoise. Packed in eye-catcher 
gift box usable for display. Re- 
tails at $14.95. Maynard Mfg. Co. 


For more data circle No. 39 on postcard, p. 175 


Asphalt tile stain remover 


Housewives will want this all- 
purpose Quickee asphalt tile stain 
remover. It can also be used on 
vinyl] and linoleum for regular 
maintenance without danger of 
softening tiles or injuring surface 
finish. Will remove paint, scuff 
marks, other stains and mastic ce- 
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Opens at the touch of a button 
. . . folds in seconds for carrying 


symphony in steel! 


BEAUTY-FOLD STEEL TABLE 


WITH TUSCANY MARBLE FINISH TOP 


Useful sturdiness with a “living room look” at an economy price! 
Exquisite Tuscany Marble Perma-Clad finish top . . . striking goldtone 
accents . . . modern Satin-Black legs . . . handsomely fashioned in 
lightweight rust-resistant steel. A great folding table value! 


HOSTESS MODEL M-60 27” x 60” BANQUET MODEL M-?72 30” x 72” 
top, 30” high. Seats 8 persons. top, 30” high. Seats 10 persons. 
23 Ibs. 35 Ibs. 


ALL-LUMINUM PRODUCTS 36th & Reed Sts. © Phila. 46, Pa. 


world’s largest manufacturer of folding tables and outdoor furniture 


artistry in aluminum! . . . the new 


BEAUTY-FOLD ALUMINUM TABLE 
WITH COPPERTONE DECOR-LITE STYLING 


The new look in folding tables—a sleek, smart look in luxurious 
aluminum, to combine the latest in beauty with the greatest 
convenience and portability. Brilliant new styling—in the new 
Decor-Lite hairpin-styled legs—in the exciting new coppertone trim 
on legs, hinges and comfort-grip handle! Ounce for ounce the 
sturdiest table of them all . . . and the most useful, too, indoors 
or out—all year through. Every home needs a Beauty-Fold Table. 
HOSTESS MODEL E 27” x 60” BANQUET MODEL F 30” x 72” 


top, 30” high. Seats 8 persons. top, 30” high. Seats 10 persons. 
21 Ibs. 25 Ibs. 





THE GOLDEN TOUCH OF BEAUTY in ALCOA aluminum 
chairs that fold in a flash! Smart 214” wide Saran web- 
bing with non-tarnishing Mylar threads-of-gold running 
all the way through . . . color-matched vinyl-bonded-on 
aluminum arms. Coral/White, Green/White, Charcoal/ 
White with Color-Matched Arms. 





UPHOLSTERED LUXURY in spark- 
ling ALCOA aluminum chairs with 
weather-proof heavy-gauge vinyl 
cushions firmly filled with springy 
rubberized hair. Vinyl-bonded-on- 
aluminum arms ... spacious .. . 
flash-folding! Coral or Green Print 
with Color-Matched Arms. 


MODEL 255— UPHOLSTERED LAWN- 
KING—Opens to spacious 31” high, 
261%” wide, 19” deep. Folds in flash 
to 25” x 26” x 514”. Wt. only 8 Ibs. 
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MODEL 458 — 4-POSITION UPHOL- 
STERED CHAISE—Use with cushion or 
remove snap-on cushion and have a 255 
beautiful thread-of-gold Saran web 
chaise plus comfortable beach pad 
as in sketch. Finger-tip adjustment to 
any of 4 positions. Gleaming one-inch 
aluminum frame. 7344” long and 
2817,” wide. #alds in one motion to 
3 a 281,” x 7”. Only 161, IDs. 





= 
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MODEL 250—LAWN-KING — America’s favorite folding 
chair! Open, a spacious 31” x 2614”: 18” seat. Flash- 
folds to 4” x 25” x 26”. Only 614 Ibs. 

MODEL 452—4-POSITION CHAISE-KING—adjusts for your 
comfort with a touch of the fingers. Open, 73144” long 
and 281,” wide. Flash-folds in one easy motion to only 
35144” x 28” x 7144”. Only 1234 Ibs. 


NEW! LUXURY-TOUCH 
VINYL-ON-ALUMINUM ARMS 


Arms on ALL chairs are rich, tex- 
tured vinyl, permanently bonded to 
aluminum for the soft, warm touch 


of fabric. Can't rust or scratch. 


























DOUBLE 
USEFULNESS 


~~ 


Removable cushion also serves as beach pad. Web 


Chaise may be used with or without cushion. 






Are you profiting by 


CRESCENT’S PACKAGED 
PROMOTION PLAN? 











If not, mail the coupon. Get the details on a simple, basic and proven 


merchandising plan that sells CRESCENT TOOLS for you and saves 
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the customer money. It’s not a discount device—not a price cut scheme 
—you get your full profit, and you don’t have to do any extra work, 
nor buy any promotional material. Human nature makes it work and 


Crescent foots the bill for all the elements. Mail the coupon today. 


CRESCENT TOOLS — 
Cive Wings lo Work _— 














Sign of the Cb rtisan 
Synibel of Erecllence 


Crescent is our trade-mark, registered in the United States and 
abroad, for wrenches and other tools. Sold by leading distributors 
ond retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 
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q uggeste 
& / \ Retail 
‘ 1 $2.49 


INDOOR-OUTDOOR HOME BELL 


Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 







THAT 


Suggested 
Retail 
$4.95 


BARBECUE BELL 
Good luck horseshoe bracket, polished 
aluminum bell with a clear, lasting tone. 







—} = 


Suggested 
Retail 
$7.49 


PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 
- ++ @ big seller everywhere, anytime. 


* Complete Line 
* High Profit 


* Big Volume 





Display packaged, full price range, 
on all year ‘round sellers. Perfect for 
oa hundred uses at home or away 
-+«.@ big gift item. 


Send for the Bevin Catalog 




























EVIN BROS. 
MFG. COMPANY 
East Hampton, Conn. 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 
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WHAT'S NEW 








ment. Safe for hands, it can be 
used to clean kitchen and bathroom 
porcelain, ceramic tile and chrome 
fixtures and to remove rust from 
auto bumpers and chrome acces- 
sories. Packed 12 in an attractive 
counter display with streamers, 
stuffers and mailers. Quickee Prod- 
ucts, Ine. 


For more data circle No. 40 on postcard, p. 175 


Dial type meat thermometer 


Designed for use on rotisseries, 
outdoor grills, and in ovens the 





Visi-Dome meat thermometer per- 
mits easy reading at any angle 
without removing meat from oven. 
On rotisseries or outdoor grills, 
user inserts stem into meat parallel 
with spit. Thermometer has rust- 
resistant construction, stainless 
steel stem, heatproof porcelain 
enamel dial and bright finish bezel. 


Cooper Thermometer Co. 
For more data circle No. 41 on postcard, p. 175 


Steelplate fireplace damper 
This 7-in. high damper is a steep 

slope steel plate unit designed for 

low cost fireplace construction. It 
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For point-of-purchase 


IMPACT: 





HINDLEY 
alt-Service 


PIC-PAKS 


MORE COMPACT... 
EASIER TO HANDLE! 


Reusable Pic-Paks eliminate the 
clutter and confusion of plastic bags 

. . take 4 the space .. . convert 
your non-paying display trays into 
neat, profitable Bright Wire Hard- 
ware departments. 


FASTER IDENTIFICATION! 


Colorful, easy-to-see window units 
help customers to select the wire 
hardware item they need ... promote 
greater impulse buying. 


SAVE TIME... SAVE WORK! 


Ready-packed Pic-Paks eliminate 
counting and sorting .. . save hours 
of time and trouble on inventory and 
stock control. 


COMPLETE ASSORTMENT! 


Everything you need in quality 
bright wire hardware, including 
screw eyes, cup hooks, curtain rod 
hooks, gate hooks, shoulder hooks 
and clothesline hooks. Units may be 
ordered individually or as a complete 
assortment including colorful Mason- 
ite display board. 


ORDER FROM YOUR WHOLESALER 


indle 
Since 1897 


HINDLEY MANUFACTURING COMPANY 
Valley Falls, Rhode Island 
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WIRE HARDWARE - COTTER PINS 
PLUMBING SPECIALTIES 
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THE NEW 


evimgline 01 


HIGH COMPRESSION STAPLE GUN 


Already a proved sales success. 
Don’t delay. Swingline offers you 
immediate delivery for immediate 
profits. The new Swingline 101 
Staple Gun is compact, powerful and 
capable! It delivers as much driving 
power as machines twice its size and 
weight. Takes two staple sizes 
(4/16” and 5/16”) ... performs 
hundreds of tacking jobs including 


Profit with 
all 

these 
SWINGLINE 
leaders: 








Swingline No. 200 
Compression Tacker. 
Takes 3 staple sizes 
up to 5/16”. 

Retail price $10.50 


insulating, carpentry and upholster- 
ing ... even has lock to hold it se- 
curely closed. Gun positively will not 
jam ... Swingline patented open- 
channel allows split-second loading. 
Here’s the hardware item all your 
customers want at this sensational- 
ly, low price. ORDER NOW! IM- 
MEDIATE DELIVERY ON ALL 
QUANTITIES, 3 COLORS. 






® 
INC. LONG 





Swingline No. 900 
Super Drive Stapling 
Gun. Takes 6 staple 

sizes up to 9/16”. 





Start Selling with this 4-Unit Display Kit 
See how easy the SWINGLINE 101 sells. 
Order this 4-unit case today, including an 
easy-to-set-up display for counters, walls 
or windows. 


4 guns, 1 doz. $ .5S9 Boxes of Staples 
Retail Price ... i 
Dealer Cost . 

Dealer Profit 





PROFIT NOW 
with the biggest 
selling staple 


gun in the worid. 





ISLAND CITY 1, NEW YORK 





World’s Largest Manufacturer of Staplers for Home and Office 


HARDWARE AGE, FEBRUARY 13, 1958 197 








emo to Sharon Dealers | 
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Are you overlooking a Profit angle? You are selling 


; 
| 


fasteners from your Sharon Assortments but are you 


Nelling Sharon Assortments? 


Many of your industrial customers 


| 








are prospects for your Sharon Refill- 





able Fastener Assortments. 
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Maintenance Department Shattuck Hospital, Boston, Mass. 
(a typical user of Sharon Refillable Fastener Assortments) 





Nell the Maintenance Departments 


of 
INDUSTRIAL PLANTS MUNICIPALITIES 
HOSPITALS 
APARTMENT HOUSES OFFICE BUILDINGS 


More Profit from Sharon Assortment at no additional investment 
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WHAT’S NEW 


has 60 degree front slope to assure 
storing draft by quickly funneling 
gases and smoke through fireplace 
throat and up the flue. High, steep 
shape of damper flange provides 
complete throat form to simplify 
mason’s work. Front flange also 
serves as lintel bar to further re- 
duce construction costs. Expanslip 
feature in sizes over 42 in. gives 
compensation for expansion and 
permits damper te telescope. Valve 
control gives positive positioning 
from close to full open. Sizes 24 
through 42 in. are of 1'%-in. steel 
plate, sizes 48 through 73 are of 
3/16 in. plate. Bennett-Ireland, Inc. 


For more data circle No. 42 on postcard, p. 175 





Metal personal filing box 


Homeowners will want this lock 
and key equipped box for their 





personal files. Mahogany finish 
metal box will hold more than 800 
documents in its index folders. 
This 12%x5'%x10 in. box can be 
used to store bills, receipts, bonds, 
tax records, insurance policies, 
leases, cancelled checks, etc. Lists 
at $4.98. Companion piece check 
size box is offered at same price. 
Hamilton-Skotch Corp. 


For more data circle No. 43 on postcard, p. 175 


Sanitary well cap 

The Cap-Tite improved well cap 
gives easy fit and tight seal with 
every part precision-machined for 
perfect alignment. Caps are 
marked with size to reduce as- 
sembly time. Cap achieves positive 
sealing for maximum resistance to 
weather, water, and aging. Water- 





To replace broken windowpanes, sell 


PENNVERNON 


and make friends of your customers 











75 SYMBOL OCF SERVICE FOR SEVENTY-FIVE YEARS 


RY 
18683 —1958 


~ el 


1'N CANADA: CANADIAN PITTEBURGH 
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INDUSTRIES LIMITED 


Any way you Look at iT—or through 
it—PENNVERNON Window Glass is 
quality window glass. When you sell 
PENNVERNON for windowpane replace- 
ment, you are sure to make loyal 


friends of your customers. 


PENNVERNON has a clear, sparkling 
surface and a smooth finish on both 
sides of the sheet. It provides excellent 
vision. And when you have to clean it, 
cleaning is easy. The color is constant, 
too—won't fade through the years. 
Look for the PENNVERNON label on 
each light; it guarantees these fine 


qualities. 


For more details on PENNVERNON 
Window Glass, just contact your 
nearest Pittsburgh branch or distribu- 
tor. Pittsburgh Plate Glass Company, 
Room 8138, 632 Fort Duquesne 


Boulevard, Pittsburgh 2? Pa. 


— 


PENNVERNON 


...not just 


Window Glass 
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DOWNSPOUT 





DIVERTER 


Pats. Apl’d for 





@ FITS STANDARD 3” 
DOWNSPOUTS 


@ AVAILABLE IN 
ROUND OR SQUARE 


e GALVANIZED 



















ELIMINATES 
BULKY SPLASH BLOCKS 


e UNDERMINED WALKS Vf hb ha 
AND DRIVES , ‘kc 


MUD PUDDLES 
e MILDEWED SOIL 


"ny 


Model RV-S 
3” Square 


INSTALL IN 
SECONDS 














INQUIRIES INVITED 


PRODUCTS CORPORATION 


ERIE, MICHIGAN 




















-*%: 
tremendous sales success last year, 
these “standard line’’ items promise to 
be repeat performers not only during 
National Hardware Week, but throughout 
1958. Packed with every wanted feature, 
these sales leaders meet the demand for high 
quality, popularly priced steel goods— 
resulting in faster turnover and quick, 
generous profits for you. 


Super Stee/ MECHANIC’S TOOL CHEST 


The 6119 is a big, rugged box...a full 19” long, 
built of the best quality cold rolled steel for 
durability and long life. it’s the box most in demand 
by most mechanics! 











Stackmaster 
UTILITY CABINETS 


The all-purpose, smali parts storage 
cabinets for home and industry fea- 
ture KLEER-VUE Plastic Drawers and 
the exclusive LOK-TAB which permits 
easy stacking in multiple tiers of 
12, 18 or 24 drawer units. Each unit J 


shipped with ‘‘attached-to-product”’ 
display. New Model U-18 iliustrated. 


z= UNION STEEL CHEST CORP. 


BS 4iek &. Bae 











WHAT’S NEW 
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tight sealing results even when pipe 
is pitted, out-of-round or bent. 
Capitol Mfg. & Supply Co. 


For more data circle No. 44 on postcard, p. 175 


Plastic tray for silverware 
Housewives of all ages will buy 
this drawer-sized silverware tray 
large enough to hold eight 6-piece 
place settings and a _ three-piece 
carving set. Made of Plas-Tex un- 
breakable plastic, the PT-743 tray 





has stacking feature to hold each 
piece of silverware neatly in place. 
Molded outlines show where knives, 
forks, and spoons are to be stacked. 
Tray measures 11% x 15 in., and 
comes in red, yellow, white, pink, 
and turquoise. Rounded edges and 
dividers eliminate sharp surfaces. 
Retails at $1.49. Plas-Tex Corp. 


For more data circle No. 45 on postcard, p. 175 


Color-trim household scale 


For customers who like colorful 
housewares items the No. 1000 
American Family scale has white 
base with choice of gleaming cop- 
per, brass or chrome trim on dial- 
ring and platform. Large dial is 
slanted for easy reading. Weight 


world’s finest quality! 


your real customer knows the difference 


Your real customer, your repeat customer, the man who knows what a 
hardware store is for, this man knows there is a big difference in hand tools. 
He knows quality and he wants the best. He knows there’s a right tool 

for every job and he wants that tool. For this customer stock Utica Hand 
Tools. Every Utica plier and wrench is drop forged from fine steel by 
skilled American craftsmen. All tools backed by famous full guarantee. 
Talk to your distributor and stock Utica. There’s profit in quality. 
Utica Drop Forge & Tool Division, Kelsey-Hayes Co., Utica 4, N. Y. 


SELL STA CA vee The tools the experts use l 


Hallmark of Quality since 1895 <O><TI><ERS UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 


HARDWARE AGE, FEBRUARY 13, 1958 





201 





counter 
display 


11 different 
ANDROCK 
Bar-B-Q Tools 








(2 ournoor R COOKING. S 


=o Grin DROC a BAN PQ TOOLS | 




















: 49 pieces 


all available 
in open stock 





@ Branded hardwood handles 
e A self-service unit 


® Tool name and stock num- 
ber shown under each 
hook. 

Size — 24” wide, 28” high. 


Stands on wire easel. 


ANDROCK 


OUTDOOR COOKING TOOLS 


THE WASHBURN COMPANY 
WORCESTER, MASS., ROCKFORD, ILL. 
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WHAT’S NEW 














easily ad- 


pointer is 
25 lb by ounces. 
List, $7.78. American Family Scale 
Co. 


For more data circle No. 46 on postcard, p. 175 


allowance 
justed. Capacity 


Absorbent utility mat 

There’s 
absorbent 
house. So, 


always a need for an 
utility mat around the 
every housewife will be 









a prime customer for this Burton 
mat. It is made of a molded rubber 
base covered with a colorful nylon 
Base are: yellow, 
blue, sandalwood and rose. Burton 
Mig. Co. 

For more data circle No. 47 on postcard, p. 175 


reading on page 16) 


fabric. colors 


(Resume 





TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 16) 
able dealers to give customers com- 


bined gift of a deluxe plate scraper 
and a deluxe bottle and jar scraper, 
a regular 68¢ value, free with pur- 
chase of either of two popular size 
Pro- 
one-dozen 
order includes 12 sets of scrapers, 


Rubbermaid drainer trays. 


motion kit with each 








floor 
display 


more 
“point of purchase” 
power 


(ESS 

































aR 8-0 TOOLS a . 
5 FEET HIGH 
= . no 
oA Vf jy ff 
U 
| 
19 touls 
mostly 
stainless steel 
e 2 sided display 
@e Branded hardwood handles 
e Floor space—6 square feet 
An outdoor chef can com- 


pletely outfit himself with 
the tools in this No. 1958 
Androck display. All tools 
available in open stock. 


OUTDOOR COOKING TOOLS 


THE WASHBURN COMPANY 
WORCESTER, MASS., ROCKFORD, ILL. 


ANDROCK 
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get the picture? 





BETHLEHEM STEEL 


BETHUEHEN 
STEEL 
oS Te 





ba 





TO HELP YOU SELL 


bagged and banded for retail dis- 
play, four-color wall or window 
banner, free advertising mat 
proofs, easel display card, consumer 
statement stuffer on offer, and let- 
ter of instructions telling how to 
get maximum sales from the pro- 


motion. Rubbermaid, Inc. 
For more data circle No. 48 on postcard, p. 175 








Packaged wall anchors 


For greater self service sales 
Diamond Wing-Ding hollow wall 
anchors are now packed in blister 
type hang-up packages mounted on 
31,x4-in. cards. Packages have die- 
cut hole in top for hanging on per- 
forated board panels. Each package 
has space for retail price imprint 
and user instructions on back of 
card. Three sizes are offered. Packs 
are: four Shorty, new small size 
anchor, list 24¢; two 4SL standard 











“Our customers’ piping needs are 
many and varied. Plastex Pipe gives 
us what we need to meet those 
needs and thereby sell more pipe — 
types, sizes, pressure capacities, and 


















fittings.” 







H. E. Jacoby, President - a 
Amazon Hose & Rubber Co.,Miami Fi veg * 


YOU CAN 







SELL MORE PIPE 
WHEN IT’S PLASTEX 


How true the adage “You can’t sell goods from an 
empty wagon”. Certainly, you'll sell more from a 
full one. And, Plastex gives you just that... 
flexible polyethylene pipe (Plastex or Trojan) in 
single and twin-tube types, pressure rated 75 and 
100 psi, every wanted size . . . semi-rigid Kralastic 


pipe for deeper wells and pressures to 150 psi, in 


ample stocks. 





popular sizes, 10 and 20-foot lengths, plain or 
with fittings . . .a complete line of precision fittings 
for all . . . plus 12-hour shipment from always- 


Get on the full wagon, and sell more pipe 
— Plastex Pipe! 


THE PLAS TEX ©. 


3232 Cleveland Avenue, Columbus 24, Ohio 


MAKERS 


PLASTEX ®° 


PRESSUR-TEX 


O F 


TWIN-TEX © KRALASTIC 
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Size 4ss 


omy 4 “or © 


FASTEN TO FLUSH (HOLLOW) DOORS 
OOD, PLASTER OMPOSITION 


or C 











size, list 16¢; two king size 5SL, 
list 24¢. Carded anchors shipped in 
boxes of 25 individual packs in one 
size with 5-in. perforated board 


hooks. Diamond Expansion Bolt Co. 
For more data circle No. 49 on postcard, p. 175 


Fire extinguisher premium 


Impulse sales of Texcel cello- 
phane tape will be boosted with this 
home fire extinguisher premium. 
Dealers do not have to buy or han- 
dle the extinguisher. Customers 





get the $2.49 extinguisher for only 
$1 with a coupon in the display. A 
counter display (shown) holds 8 
doz rolls of tape. A floor display 
has 15 doz rolls of tape and will 
also hold other LePage Glue items. 
Both units are pre-packed and 
easily assembled. Permacel-Le- 
Page’s, Ine. 

For more data circle No. 50 on postcard, p. 175 


Beauty slove display unit 

This counter display No. 1359 
comes with 12 pair of small size, 
18 pair of medium and 6 pair of 
large size Nimble Fingers beauty 
gloves. These beauty gloves are 


resistant to permanent wave solu- 
tions, hair dyes, bleaches, polishes 
cleaning compounds and other hand 

















' TUCKER 


STURDY, 
COMFORTABLE 
CAMP COTS 


FOLDING 
FURNITURE 


Tucker cots available in five sizes. Hardwood frames, paint- 
ed hardware and extra heavy canvas covering, white or 
Olive Drab covers. Legs reinforced with “’S” iron braces. 


LAWN CHAIRS 


Hardwood frames finished in natural 
varnish or colored lacquer, covered 
with vinyl-coated canvas in solid or 
striped colors. Many popular styles. 





CAMP STOOLS 


Hardwood frame. Canvas color, plain or 
striped. Write for catalog and prices. 


Tucker Duck & Russer Co. 


Ft. Smith, Ark. 

















RESISTS THE 
EFFECTS OF 


Wright Hardware Cloth is woven to 
the specifications of Commercial 
Standard CS 132-46, issued by the 
U. S. Department of Commerce. 
This precision woven fabric util- 
izes hard drawn wire in place of 
the customary annealed wires, 
giving strength and _ ridigity. 
Wrightweld Wire Cloth (flat 
wire selvage) is made in 2 x 2, 

3x 3 and 4x 4. 


G. F. 


Worcester @® Massachusetts 














WRIGHT STEEL & WIRE CO. 
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SURE-FIRE SELLERS 


Doo Mip 


AMERICA’S FINEST 
LINE OF 
LAWN TOOLS 
























The 1958 line of 
Doo-Klip Lawn 
Tools is the strong- 
est and the most 
complete in our his- 
tory! The additions 
were most skillfully en- 
gineered and, as you 
expect of Doo-Klip, meet 
the most exacting quality 
and performance stand- 
ards. In addition, millions 
will see Doo-Klip ads next 
Spring...more than ever before. 
So play the winner...play Doo- 
Klip and enjoy the best season 
you ever had in lawn tools. 


DK 202 — Outstanding and 
wonderful. Short stroke, 
quiet action, easy grip. 
Patented thumb-locking 
device! A sure winner! 


DK 309 —A long handle 
grass shear of full 
Doo-Klip quality at a 
new low price, tho 
it maintains the fa- 
mous tilting stud 
action. Slated for 
quick selling 
wherever shown! 








Doo-Kip LAWN ioou 


LEWIS ENGINEERING & MFG. CO. 


pioneers in the lawn too! industry 


ALLIANCE, OHIO 
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Priced 












Fast! 


KAUFMAN 


K-400 / | 


Trim / 





or edge 
with one 
unit. 


% 
ce 
~ 


To Sell /, 


: 


wind 
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\ 45 
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erect... 


For all-season profits, 


sell fast! 


HEDGE- 
MASTER, with double- 


The original 


action blades, is still 
the finest, cleanest-cut- 
ting electric trimmer 
made — bar none! Has 
30 cutting edges on 
each blade — and both 
blades 36,000 
cuts per minute. Two- 
handle for 
right or left hand op- 


eration. 


make 
position 


UL approved. 


inquiries invited! 
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sell 


All trimming and edging jobs are easy 
with the Kaufman K-400 Twins! Stand 
no stooping! No squatting! 
Rugged universal-type motor; hardened 
steel cutting blade. Adjustable handle. 


either the 


Trimmer or Edger or the complete inter- 
changeable combination kit! 


Priced to 


KAUFMAN MAKES 
THE DOUBLE-ACTION 


HEDGEMASTER 














Priced right to make money for you! 


Write for full information today. Dealer 


KAUFMAN 


MANUFACTURING CO. 
517 5S. 29th Street 
MANITOWOC, WISCONSIN 


TO HELP YOU SELL 

















damaging substances found in the 
home. Gloves are packaged in open- 
end folders for easy customer in- 
spection. Deal costs dealer $13.59, 
total retail value $21.24. Pioneer 
Rubber Co. 


For more data circle No. 51 on postcard, p. 175 


Dispenser for small rope 


From 200 to 400 feet of small 
rope in connected spools can be 
stocked in this compact dispenser. 
The dispenser, free with the pur- 
chase of an assortment of 4, % 
and 4% in. Blue Heart Manila or 
Red Heart Sisal rope, can be used 
on a table, floor, or platform. Re- 
placement spools are available. The 
merchandiser has a polished stain- 
less finish and encourages the sale 
of full spools. Hooven & Allison 
Co. 


For more data circle No. 52 on postcard, p. 175 


Spinning reel display 

This eye-catcher display pack is 
offered dealers free with three 
spinning reels as part of a com- 
plete sales pack at a 10 percent dis- 
count from regular price of reels 
alone. Display pack No. 28 fea- 











(Advertisement) 

















Untie the 
other hand 


It’s so easy when you do—selling 
Dutch Bulbs, we mean. Here’s 
where with a little effort on your 
part you can pick up those addi- 
tional sales that will mean so much 
when you tally up the till. Why do 
it the hard way when it’s really so 
easy—as easy as this. 





FIRST: Stock up with a good selec- 
tion of Dutch tulips, daffodils, hya- 
cinths, and crocus bulbs. 


SECOND: Display them! We don’t 
have to tell you—products well-dis- 
played sell themselves. 


THIRD: Put to work all of the won- 
derful sales aids and promotional 
materials the Associated Bulb 
Growers of Holland makes avail- 
able to you through your sup- 
pliers. Just ask your man—he’ll 
show you the posters, streamers, 
booklets, bags, newspaper mats, 
and so much more. But when you 
get them, make them work for 
you. Don’t just leave them around 
in the box behind the counter or in 
the backroom—they won’t do you 
any good there .. . they’re only 
as effective as the use you make of 
them. 


And, by the way, plan on doing 
some advertising yourself. You’ll 
see how it pays off. Tie-in with 
the Association’s ads in your local 
newspapers. And, by all means, 
don’t forget to call your customer’s 
attention to the beautiful full-color 
advertising in such leading maga- 
zines as Better Homes & Gardens, 
House & Garden, American Home 
and others. It will urge them to 
Discover the Real Beauty of Their 
Home by planting Dutch Bulbs. It 
will tell them that and lots more. 
It will help you to tell them and 
sell them on PLANTING DUTCH 
BULBS THIS FALL! 


Plan now. Help yourself — with 
both hands —to extra sales... 
yours for the making! 





ASSOCIATED BULB GROWERS 
OF HOLLAND 


29 Broadway, New York, New York 





—— 
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TAKE ON PERFECTION... 


The manufacturer of the most famous 


portable heater now offers you America’s 


* 
. 


Vinest, most modern home heaters 


od 
: z 


% 


And to help you sell PERFECTION 
—there’s L.S.P.—the most powerful 








selling tool ever offered. 


LSP—Local Sales Punch. It’s full color 
national advertising (where available) 
at your local level. It puts Perfection’s 
heating equipment on top—and it sells 
you, The Perfection Dealer—to the 
prospects in your community. 

With that combination— you can’t 
miss. 


Your Perfection Distributor has the 
complete Perfection 70th Anniversary 
line—electric, oil and gas—natural and 
L.P.— heaters... electric and gas hot 
water heaters... kerosene ranges... 





every item backed by over 70 years’ 
experience in building the very best 
and by LSP—the promotion with the 
Local Sales Punch that sells you as 
well as Perfection products. See the 
Perfection Distributor for particulars. 





iT PAYS TO SELL).. eae: The Perfection line also includes window air 
é /\ HuUnPe conditioners and dehumidifiers. See them at 


your Perfection Distributors. 








Guaranteed W Comfort Since 1888 


PERFECTION INDUSTRIES © CLEVELAND 10, OHIO 
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something Every Homeowner Wants 
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Seedy 
Speeay prayer ELECTRIC 
~ - * 
e/ow price! | TOWEL 
*high profit! RACK | : ~ celal g. 
ef Op gual ty! | It’s new, it’s different and 
v / ; // x sa it’s permanently installed... 
Nationally ( a a makes any home distinctive 
’ { ; 
advertised. ree: aK 3 
Quick-dries towels, nylons, lingerie, baby clothing, 
: PHS: wash cloths, bath mats, etc. Completely safe to the touch 
IN - - - cannot burn, scorch or ignite flammable materials. 
Post | This is a patented quality product available in two 
_ sizes for floor and wall or wall mounting with a lustrous 
| chrome finish to complement modern bathrooms and 
| kitchens. Permanently oil filled towel rails are heated by a 
_ completely new principle. Guaranteed for 2 years. Specify 
| this new Skuttle-dimplex Towel Rack in your house plans. 
| Write today for free illustrated literature. 
@ykutiie MANUFACTURING CO. 
MILFORD, MICH. 
New 1/4 H.P. at Popular Price! 
Ideal outfit for the do-it-yourself and 
shop mechanic! All-purpose, profes- ONLY 
sional outfit, with No. 112 quart size $ 00 
Spray Gun. Develops 25 lbs. pressure 32 
with any 4 h.p. motor with 2” shaft. 
Factory sealed bearings. No. 780 Outfit nerves 
—air hose, tire chuck, gun, less motor. 





aoa 


No. 890 1/3 hp Sprayer 
Proved favorite since 


No. 544 Mobile Twin 


No job too big for this 
1921! Delivers 30-40 Ibs. powerful Master Twin 
pressure, 2 cu. ft. clean, Sprayer. Wheels easily 


ae ee VINYL PLASTIC 


needs oiling. Outfit with 


ee ecly  eaman El whee, No.191 Gener. GARDEN HOSE LINE 








AMERICA'S BEST , | 





909 Mobile Kit adds mobility to less motor only $88.00 
890 Sprayer, extra $7.50 | , , 
ORDER FROM YOUR WHOLESALER | Plan for Profit in 1958 with Apex — the quality hose 

| Sold at truly competitive prices 


New Merchandising Program 
vv en - wee - ooh’ 2 mote) 2 | Complete range of colors and sizes 
| APEX TIRE & RUBBER CO. 


ARMAS | 505 CENTRAL AVENUE ®© PAWTUCKET @ RHODE ISLAND 











Or Write for Complete Line Catalog 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


tures Bronson Spin-King model 
No. 700, Bronson Mate model No. 
900, and newest number Bronson 
Pilot No. 925, retail $12.95. Com- 
plete pack has retail value of 
$48.95. Bronson Reel Co. 


For more data circle No. 53 on postcard, p. 175 


Car wax in spray can | 


Customers will like the con- 
venience of this automobile wax 





aerosol package. Instant J-Wax is 
a homogenized, pink foam contain- 
ing hard paste wax. Cleans and 
waxes enamel and chrome. Re- 
moves tar, rust, and bug splatter. 
S. C. Johnson & Son, Ine. 


For more data circle No. 54 on postcard, p. 175 





Steam iron cleaner carton 
SSS-T steam iron cleaner is 

available in attractive display car- 

tons containing 12 plastic bottles. 





The 3-color display is already set 
up when the carton is opened. No 
extra cost for this package. Fast 
Chemical Products Corp. 


For more data circle No. 55 on postcard, p. 175 
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Rental unit floor machine 


This 13-in. lightweight machine 
was designed especially for dealer 
rental to do-it-yourselfers. Clarke 
F'M-13 scrubs, waxes, polishes, 
buffs and steel wools all types of 
floors with interchangeable attach- 
ments. Weighs 36 lb with brush, 
and can be carried in one hand so 
that women can carry it from store 
to car. Heavy-duty wheels mounted 
in main frame are off the floor 
when machine is in use. Adjustable 


M.D € 
One of a series 








FIXTURES THAT FIT 
THE MERCHANDISE 


GIVE YOU 


e BETTER MERCHANDISING 
© GREATER DISPLAY 


® MORE VOLUME 
PER SQUARE FOOT 


® LESS OPERATING COST 





L 
Xx 
.% 
® B 
I 

L 
/ 
r 


WITH STURDY SOLID STRENGTH 
And Chip-proof finishes as tough as an elephant’s hide. 


~< , “exe 





Roe ss 


M & D SUPPLY THE FIXTURES OF CHOICE TO THE HARDWARE TRADE AT COMPETITIVE PRICES 














TEAR ME OFF AND MAIL ME TODAY 
; to our nearest office please HWA-12 
Call inthe M&Dmannow | M. & D. Store Fixtures, Inc. 
. | 245 Vineland Ave., City of Industry, La Puente, California or 
to plan for increased volume 6 North Michigan Avenue — Chicago 3, filinois 
and profits for your store. Have your Store Planning Engineer contact me. | am interested in: 
| Complete Store Installation [) Upgrading or remodeling [) 
| Gondolas [] Platforms [] Wall Units [Tj 
| Regional sales offices in other important cities throughout the U.S.A. 
MODERN ee 
DESIGN l 
| Street 
Vv 
| city State 








M. & D. Store Fixtures, Inc. 
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NEW PROFIT OPPORTUNITY 


for JOBBERS-DEALERS 








Sell the improved | 
BARKER 
line of MODERN | 


GARDEN and 
NURSERY TOOLS 


Here's the most popular 


Super Deluxe 


MULCHER-WEEDER 
CULTIVATOR 


@® Eight revolving 
reel blades work in 
combination with 
underground blade 
to cut weeds, break 
up crust and clods, 
and mulch soil. 





























Exclusive steel 
mesh drum pre- 
vents trash from 
collecting inside 
reel. 


Five high carbon 
steel cultivator 
shovels, located 
out of the way 
when tool used as 
a weeder-mulcher, 


Tubular steel 
handle with rubber 


grips; all ME 
metal finish- fy 
ed in high | 


grade enamel. 







A sensation wherever it's seen 


Little Shaver HOE 


Meshed metal drum 
breaks ‘crust; under- 
ground ‘knife destroys 
weeds; Trolls easily. 





Little Shaver 


SHORTY HOE 


12 inch handle for 
greenhouses, window 
boxes. 





Write for complete catalog and price list 


BARKER MFG. CO. 


Box 606, Fremont, Nebraska 


Quality Garden Tools 
for more than ‘50 years 








TO HELP YOU SELL 











handle can be set at any heignt. 
Large water tank fits on handle 
for scrubbing and has fingertip 
control to feed solution evenly to 
brush. Clarke Sanding Machine Co. 


For more data circle No. 56 on postcard, p. 175 


Display stand for mops 

Valued at $3, this sturdy plastic 
display stand offered free to 
dealers until Feb. 28, with two 
colorful assortments of O-Cedar 
mops. Assortments are: six each 


iS 

















of cellulose Carousel 


yarn mops, 
mops and plastic Dura-Brooms; or 
six each of triangular cotton mops, 
plastic Dura-Brooms and triangular 


polish-treated mops. Mops will be 
pre-packaged in stands, _ then 
shipped in single carton. O-Cedar, 
Div. of American-Marietta Co. 

For more data circle No. 57 on postcard, p. 175 


Vinyl product merchandiser 

For dealers who stock a variety 
of Gold Seal Forecast vinyl prod- 
ucts a merchandising kit is offered 
free of cost. The kit includes win- 
dow and in-store display materials. 
There are four-color displays, roll 
markers, banners, streamers, de- 
cals, ad mats, and suggested radio 
and television spot announcements. 
Materials are designed to tie-in 
with national advertising. Congo- 


leum-Nairn, Inc. 
For more data circle No. 58 on postcard, p. 175 


See-through lock display 


A dealer can show as many as 
15 Dexter lock displays in this see- 
through stand. Stand has three 
solid steel legs with rubber tips on 
bottom. It is topped with a golden- 
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When a customer asks for paint 
—also sell him brushes, sandpaper, 


and other painting accessories. 





By all means—don't forget to sug- 
gest beautiful Amerock Cabinet 
Hardware to give the job a ‘'profes- 
sional look."’ 


oo 


POLO LILO ILI IL IIE 7 











Put an extra Amerock display - 
in your Paint Department for extra 
sales and profit. 


Ask your Amerock wholesaler 





AMEROCK CORPORATION 
Rockford, Illinois 


SEE AMEROCK HARDWARE 


ON DISPLAY AT YOUR CONVENTION 








LlowE BROTHERS 
BARN PAINT 





Sell Lowe Brothers! Put colorful, 


hard-selling “picture” packages like 


STANDARD BARN PAINT (READY MIXED 


BRIGHT RED 417 | 
EE " these on shelf, counter, floor or 
BROTHERS 2 window display. Pull your own 


SUPER OnE COAT 


HOUSE PAINT 


CSIRO Eo ee 
+ ag og * 
Be 


prospects from millions who see 
Lowe ads in the POST and top 


magazines. Get strong local tie-in 





with colorful, free display materials. 


Now’s the time to call your Lowe 





Brothers distributor or write 


THE Lowe BrotrHers COMPANY, 
Dayton 2, Ohio 


$$ 


LOWE BROTHERS 
PAINTS 
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HACKSAW 
BLADES 

ARE EASIER 
TO SELL 


















—~ 
INOUYS 





NG i -) 4.12) ee 


Clearly Marked 
Tooth Size and 
What it Will Cut 


sof Md fy 






EACH BLADE — 
Marked for Front End 


SIOT4 ‘ON 
GNWONVLS 


JN Ge -) a) 0) 


Top Quality 
The Best in Blades 
Since 1880 






181 


EACH BLADE — 


Painted, Looks Good, 
No Rust, No Scale 





ALL BLADES — 


Factory Guaranteed 


Ask your jobber for GRIFFIN 
HACKSAW BLADES, COPING 
SAW BLADES, SCROLL 

SAW BLADES; or write for 
additional information and 
dealer prices. 


SNOILO3S WNIGSW 
ONV 3did S1108 SLND 


Se ain an ann ahi a . ~ see 


LLL © 


G. W. GRIFFIN COMPANY 
Franklin, New Hampshire 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 





- 
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TO HELP YOU SELL 





| eighteen 114 





rod and black three-sided sign with 
a compartment for storing Dexter 
literature. The %-in. thick shelves 
are finished in washable gray and 
speckled white. The stand occupies 
only 5% sq ft of floor space and its 
lowest shelf is 18 in. from the floor 
so that floor can be easily cleaned. 
Dexter Lock Div., Dexter Indus- 
tries, Ine. 

For more data circle No. 59 on postcard, p. 175 


Glass ware display stand 

This eye-catcher display has a 
black base. A gold metallic foliage 
branch supports the overhead iden- 
tification sign. Stand measures 25 





in. long, 1 in. high and 5 in. deep. 
Die-cut base will hold sample of 
each of six different sizes in line. 
Owens-Illinois. 

For more data circle No. 60 on postcard, p. 175 


Plastic fishing float deal 


Dealers who buy the 101 deal get 
five sizes of the 5-Way Ideal plastic 
fishing float in this display. Includes 
new °%4-in. size float. Deal contains 
twenty-four %4 in., eighteen 1 in., 
in., eighteen 1% in., 








ARE MADE WITH 






bé k 17 
CLAMPS 


B&C is a budget priced, quality 
line. Made to sell fast at a good 
profit. 


CARRIAGE CLAMPS 





8 SIZES TO 8" OPENINGS 


I," to 4" throat depths 
SUGGESTED RETAIL 
No. 141—1"" .. .28¢ No. 144-—4"" oS 62 
No. 142—2"" .. .38¢ No. 145—5"" 2.20 
No. 1422— No. 146—6°".. 2.50 
2/2'*. .74¢ No. 148—8"".. 3.74 
No. 143—3"" .. .80/ 


DEEP THROAT CLAMPS 





7 SIZES TO 6" OPENINGS 


3" to 5" throat depths 
SUGGESTED RETAIL 
No. 251—1"" . > No. 253—3 $1.44 
No. 252—z2"" . 76¢ No. 264—4"" 3.16 
No. 252V2— No. 265—5"" 3.58 
. -$1.08 No. 266—é6"" 4.04 


B&C vise type handles and free act- 
ing rocking pads assure quick, easy, 
safe clamping. 


COMPARE B&C FOR PRICE 
AND PROFIT. SEE YOUR 
JOBBER OR WRITE 








THE 


BRINK & COTTON 


MFG. CO. 
33 POLAND STREET © BRIDGEPORT, CONN. 
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it’s easier 
to stock 

just ON & 
line... 





It’s PROFIT-WiIsSE 
to stock... 





You get more than a quality line when you handle Channellock 
pliers. You get the line with the best seller of them all... the 
Channellock No. 420. Hundreds of thousands of this one plier 
alone are sold every year by tool suppliers all over America. That’s 
why these same suppliers tell us “‘It’s easier to stock just one line 

of pliers. We find it profit-wise to stock the complete Channellock 
line’. You will, too. Send for our new catalog. 


CHAMPION DeARMENT TOOL COMPANY 


‘MEADVILLE, PENNSYLVANIA 
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For Your Convenience 


Complete Price Range on 


Seymour Smit 







® 


PRUNERS 








7O HELP YOU SELL 





SATISFALY cag SURR ANTE ED 











Now you can 
offer the genuine 
Seymour Smith 
“Snap-Cut” 
pruner—the 
most popular 
in the world 
—in any of 
four models 


with price No. 119-8’’"_The 


tickets to genuine, orig- 
fit your inal “Snap-Cut” 
trade. pruner known to 

millions for 


quality and per- 
formance. Easily 
cuts up to %*4” 
branches. $3.25 





No. 319-8” —A new de luxe “Snap- 
Cut” with stainless steel blade and 
“Triplekote” chrome finish. Grace- 
fully streamlined. Great eye appeal. 











No. 118-6” — 


ladies. 


A smaller model for the 








No. 019-8” —a new competitive 
“Snap-Cut” with finest cutting qual- 
ities. Now you can sell a genuine 
“Snap-Cut”’ for as little as... $2.25 


There’s one for the nabob, one for 
the ladies, one for the budget buyer 
and, of course, the original #119-8”. 
Just about as wide a choice of prun- 
ing shears as any store needs—and 
they’re the most widely advertised 
and promoted. 


Your jobber has Seymour Smith 
“Snap-Cut” pruners. Order today. 


Luatity Tools 


Seymour Smitn 
Smee 7850 


2702 Main St., Oakville, Conn. 


Sales Reps: John H, Graham & Co., Inc 
105 Duane St.. New York 8. N. Y 
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HOL-DEM 


MODEL 57 “Weed Stopper” 






















and twelve 13, in. size. Self-ship- 
| ping display is red, white, and blue, 
and has raised price area. Stand-up 
back lists ways float can be used, 
and has space for showing sample 
float. New features of float are out- 


side wrap device and slip-stop at- | 


tachment for casting. /deal Fish- 
ing Float Co., Inc. 


For more data circle No. 61 on postcard, p. 175 


20-page gun case catalog 
Gun cases, bow covers, cartridge 
and shot shell carriers and belts are 
_some of the items described and 
| illustrated in this catalog. Spin rod 
| cases and web and nylon straps are 
| also described. Center spread dis- 
| cusses growing gun case market 
| and how to sell it. The Boyt Co. 


For more data circle No. 62 on postcard, p. 175 


i 
| 





NEW EQUIPMENT 


_ New cost saving equipment 
_ for the store and warehouse 





| Mesh 


See 


type panels, shelves 

it, buy it displays can be 
made with these Mira-Mesh panels 
made of iron and steel. 


These see- 














Best Selling FENCERS 


e Clips weeds on contact 

Ends nuisance shorts 

2-Lamp signal system 

Guaranteed lightning protection 

e “Saf-Tee” Chopper with circuit 
breaker 


1-Wire, any-soil stock control 
e 2-Tone finish, sheltered terminals 
* 6 Models, battery or electric, from 


$13.95 





ASK YOUR JOBBER SALESMEN FOR HOL-DEM 

CATALOG PAGES. INFORMATION ON RADIO 

PROGRAMMING AND NEW DISPLAY RACK NOW 
AVAILABLE 


Hol-Dem Electric Fencer Co. 
1332 Quincy Street N.E. 
Minneapolis 13, Minn. 





















“THE ee CALLS 


pYkK E Mm 
STEEL BLUE 2. 

















art Soe 


See ee 


ae 
OS 









ites package 8-oz. Can fitted with 


elite cap ho soft-hair brush 
for applying ri ty he metal sur- 


face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up _ sharp relief, 
prevents me glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
© St. Lovis 6, Me. 
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No. 1011 Screen Door Latch 


No. 25 Screen Door Latch 


. 506 Screen Door Closer 


HARDWARE WEEK SPECIAL: 


Yales Big Screen 





Are you fully stocked for the big Hardware Week promo- 
tions ( April 24-May 3) ? Yale’s featuring screen door hard- 
ware...and offering you a reduced price. Featured items: 
@ No. 1011 Sereen Door Latch—Positive latching, easy opening. 
@ No. 25 Sereen Door Latch—New. Latch easily installed. 


e No. 26 Screen Door Latch—New. Easy installation, beautiful 
styling 


@ No. 27 Screen Door Latch—New. Styling plus exterior locking. 


YALE REG. U.S. PAT. OFF 
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spectacular 


@ No. 506 Screen Door Closer--Pneumatic, reversible, easy in- 
stallation. 


SAVE 10%! Order now for Hardware Week. Yale will ship 
in case lots of 30 and will bill you for only 27! Offer expires 


April 30. 


Here’s an added attraction: Also inquire about Yale’s at- 
tractive new self-selling counter display of 12 cabinet locks. 
Write: The Yale & Towne Manufacturing Company, Lock 
& Hardware Division, White Plains, N. Y. 


YALE & TOWNE 




















WRENCH SETS 


| 








plastic case! 


10 different openings from %,° up to 
%”, Guaranteed Drop Forged! | 
Expertly heat-treated for maximum | 
strength. Now available in Polished 
Chrome (P3342) or Velco (P2564). Blue 
plastic case has grommet for hang- 
ing; snaps shut. 


THE VLCHEK TOOL CO. 


3017 E. 87th Street « Cleveland 4, Ohio 
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NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





through panels can be used against 
walls, free standing in windows, on 
floors or on display fixtures. They 
can be used for two-side displays, 
as window-backdrops, and are of- 
fered in a variety of sizes which 
can be hooked or lifted on or off in 
a few seconds. Panels do not re- 
quire painting, washing or daily 
dusting. Wyrefab, Inc. 


For more data circle No. 63 on postcard, p. 175 


Steel safety step ladders 


There’s plenty of use around the 
store or warehouse for these safety 
step ladders. The steel units are 
made in a pyramid design for extra 





Oe ; ee 


safety. They have spring mounted 
casters that automatically retract 
to permit rubber tipped legs to grip 
the floor. Models available range 
from 1 to 7 steps including a 3-step 
A unit. Handrails are supplied on 
6 and 7-step ladders and are op- 
tional on 2 to 5-step units. Widths 
at the base range from 17% to 30 
in. Three types of self-cleaning 


treads are available. Ballymore Co. 
For more data circle No. 64 on postcard, p. 175 


Magnesium hand truck folder 


This free folder illustrates and 
describes the Brooks & Perkins line 
of magnesium 2-wheeled hand 
trucks and optional equipment. The 
4-pager shows eight basic models 
with 26 items of optional equip- 
ment. A model to fit every purpose 
is included in the Pusharound line. 
Brooks & Perkins, Inc. 

For more data circle No. 65 on postcard, p. 175 
(Resume reading on page 17) 





COMBINATION 
WRENCH SETS 








NEW! 


3 
WRENCHES 


plus a 






plastic case! 





Here’s a set that sells fast. Box 

f and open ends—same size open- 

| ing on both ends—*%” tos”. Heat 

| treated, accurately milled — box 

| ends hot broached. Chrome 

(P 3408 ) or Velco (P 3412). Blue 

| plastic case has grommet for 
hanging; snaps shut. 


Order 
Today! 





| THE VLCHEK TOOL CO. 
3017 E. 87th Street, Cleveland 4, Ohio 
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““FLIP-TITE’’ WEATHERPROOF RECEPTACLES — 


Separate, spring-hinged 
covers seal each outlet for 
greatest protection. Avail- 
able in nine different styles 
to answer every customer 
need: single and duplex uni- 
versal plates; single and 
duplex receptacles, both 2- 
and 3-wire; single pole and 
3-way switches. 





“POWR-KORD” HEAVY-DUTY EXTENSIONS — 


rubber and plastic .. . in black and bright 
red. Molded-on caps and connectors provide 
sealed weatherproofing. Packaged for attrac- 
tive counter display. Available in two and 
three conductor types — in a full range of 
wire sizes and lengths. 





Springtime begins the outdoor living season... when 
your customers will be looking for Royal “Flip-Tite” 
outdoor devices and “Powr-Kord” heavy-duty exten- 
sions. Display this popular combination and capital- 
ize on the big demand for weatherproof electrical 
cords and devices .. . for connecting lawn mowers, 
hedge clippers, outdoor barbecues, porch lights, and 
the countless other electrical necessities of modern 
living. 

Stock up today, from your nearby Royal wholesaler 
... or write for Catalogs 3-55-3, 3-55-03, and 2-03-7 
and give us your wholesaler’s name. 


ROYAL ELECTRIC CORPORATION 


an associate of International Telephone and Telegraph Corporation 


Pa i PAWTUCKET RHODE ISLAND 


Manufacturers of WIRE © CABLE © CORD SETS © FUSES * WIRING DEVICES 
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youll do better ELAS 


with the one glass label everyone knows 











APY , 
iv 
PP ey - 


MILLIONS SEE IT IN MAGAZINES, and 
recall it when they need window glass. 
Because the L’O’F label is seen over 100 
nillion times a year in national magazines, 
very year. 





MILLIONS SEE IT ON TV, and recognize 
it when they come to your store. Every 
other Saturday evening, the Perry Mason 
TV show focuses attention of 20 million 
people on the powerful L-O-*F trademark. 





MAKE SURE THEY KNOW YOU SELL IT. L-o-F 
provides a host of display and merchandising aids 
to help identify your store with the best glass sold. 
They mean business when you use them! Ask your 
L°O:‘F Distributor to order some for you. 


“EASIEST GLASS TO CUT,” SAY DEALERS. 28 out of 30 deal- 


ers who took a blindfold test, picked L’O’F as the easiest 


glass to cut... 


with fewer crooked breaks, less waste, more 


profit! That’s because longer annealing makes it less brittle. 


specify L?;O0*F WINDOW GLASS every time you order! 


LIBBEY: OWENS:-FORD 


HARDWARE AGE, FEBRUARY 13, 1958 


a Great Name in Glass 


TOLEDO 3, OHIO 





How's the Hardware Business? 





Dealer unit sales up to $150 is goal of patio 
promotion sponsored by Lumite and Reynolds 


Unit sales to consumers of $50 
to $150 by dealers is the goal of 
an unusual promotion being spon- 
sored jointly by the Lumite Div. 
of Chicopee Mills, Inc., and Reyn- 
olds Metals Co. 

Called the “Patio Enclosure 
Promotion,” the program will cap- 
italize on the interest of home 
owners in building screen en- 
closed patios, screening in 
porches, enclosing breezeways, 
building carports, and other home 
modernization projects. 

It is expected that this promo- 
tion approach will be especially 
successful in areas where there 
are large housing developments 
where there is an_ especially 
strong urge to develop additional 
living space. 

The promotion will provide 
dealers with free building plans 
to give to customers, ad mats, 
three dimension point of sale dis- 
play, four color window stream- 
ers, envelope stuffers, etc., all de- 
signed to show how easily and 
inexpensively patios and enclo- 
sures can be built with Lumite 
screening and Reynolds  alumi- 
num sections. 

The use of the free plans by 
consumers will result in sales of 
from $50 to $150 for each project 
in screen, aluminum framing and 


BUILD YOUR OWN SCREENED 


PORCH, PATIO OR BREEZEWAY... 
For Comfortable Outdoor Living. 


It’s easy, CHICOPEE 


ns FIBERGLAS SCREENING 


REYNOLDS “Do-it-Yourself” 
ALUMINUM 

Come in for 
FREE suipinc PLANs 


ond | 


This ad mat is for dealer use in pro- 
moting patio and porch projects. 
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Store display, 
three-dimension house display avail- 
able to dealers. 


showing use of the 


related items, 
dict. 
National consumer advertising 


is scheduled for May and June in 


the sponsors pre- 








Cosgrave launches first 
of 1958 consumer mailers 


The first of five consumer pro- 
motions for 1958 has been an- 
nounced by Cosgrave & Associ- 
ates, merchandising consultants, 
103 Hickory Grove Dr., Larchmont, 
tS el 

These “Spring Sale Days” circu- 
lars have been purchased by the 
following wholesalers for distri- 
bution: 


Buhl Sons Co., Detroit; May 
Hardware Co., Washington, D. C.; 
Rose, Kimball & Baxter, Inc., 


Elmira, N. Y.; P. A. & S. Small 
Co., York, Pa.; W. A. L. Thompson 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 





Life as part of the Owens-Corning 
comfort conditioned home pro- 
gram. 

An interesting feature of the 
Chicopee-Reynolds promotion is 
that dealers who agree to partici- 
pate in the program will be visited 
by a Chicopee or Reynolds sales- 
man in April who will deliver the 
sales aids and will set up the 
three dimension display in the 
store. 


Manufacturers announce 
several price changes 


Several price changes have been 
announced by manufacturers. 

General Electric Co., Bridgeport, 
Conn., announces a price reduction 
of $3 on its Visualizer speed iron, 
Model F-43. New recommended re- 
tail price is $9.95. 

Outdoor Chef Products, Chicago, 
announces price reductions on its 
charcoal lighter fluid from 59¢ a 
pint to 49¢ and on its Flame Douser 
from 98¢ to 79¢. 


Atlas to service mowers 


Atlas Tool & Mfg. Co., St. Louis, 
is setting up a complete central 
servicing program for its 1958 
Atlas-Aire rotary power mower 
line. 













Sem Sa te 


4 ° biG DAYs Sraarms 


. ‘ a a 
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TheGgnbol of 
QUALITY * SERVICE 





CAST IRON FITTINGS 
-MALLEABLE FITTINGS 
DRAINAGE FITTINGS 
DETROIT BRASS & MALLEABLE CO. 


2968 SEVENTH ST. WYANDOTTE, MICH. 


>| 
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it’s a HELLER 


nea, Me PRS 
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The big, new Heller Flexible View dis- 
play fixtures incorporate style, grace 
and beauty into a practical display that 
can be profitable to you. Your mer- 
chandise is always at proper, conveni- 


- Quick Assembly 
Easy Arrangements @ 


Great Strength— Heavy 
Duty Construction @ 


Larger Display Areas 


—CompleteAdiustability @  ©@t level, attractively displayed where 
teres Casita thnk customers can see and buy... more! Qy 
=Mer Resistent Flnichns @ Available in an amazing range of en- pare it was a better pipe wrench 


gineered sizes to match every need, 


mune ee taaes Heller fixtures have the dollar-saving when first created 35 y GSES SGM, and nearly every 

— Greater Capacities @ conveniences you can't afford to miss. ne since it has — ee ‘ a ape 
More Display f , esign, materials, so it is still the most fer the 
ne a Write for Catalog FA—today! en 





money. That’s why it pays you to stock and sell 
RIfeaiD wrenches. Call your Wholesaler today. 


w.c. Steller & co. oc" 
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The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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Here is the toughest, longest 
lasting, best buy starter cord for 
small gasoline engines, lawn 
mowers, pumps and outboards. 
King Cotton 100% Nylon 
Starter Cord resists wear and 
abrasion and it’s unaffected by 
mold, mildew, oil, gasoline, 
grease or water. 

4 starter cords on a colorful 
plastic bubble perforated dis- 
play card... hang it up fora 
wall display or separate for bin 
display. 

Ask your jobber for details. 






King) Coffon corpact 


JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK 8&8, N. Y. 
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New Wholesalers’ Aids 





(Continued ) 


Hardware Co., Topeka, Kans.; 
Totem Wholesale Hardware Co., 
Seattle, and M. S. Young & Co., 
Allentown. 

Wholesalers using Cosgrave pro- 
motions for the first time, and be- 
ginning with the spring circular 
are: Decatur & Hopkins, Boston; 
F. W. Heitmann Co., Houston, Tex- 
as; Il. W. Phillips & Co., Tampa, 
Fla., and the Schoellkopf Co., Dal- 
las, Texas. 

The spring mailer kit consists 
of a four-page, four-color circular, 
supporting store trim kit, and 
choice of newspaper ad mats. 
There are 34 spring items in the 
promotion. 


15 wholesalers to issue 
lawn & garden catalogs 


Fifteen wholesalers will begin 
distribution next month of two lawn 
and garden supplies catalogs pre- 
pared by Meyer Merchandising Ser- 
vice, Inc., Chicago. 

Each catalog is printed in two 
colors. Space is provided on the 
covers for dealer imprints. 

Popular selling items, such as 
barbecues, watering needs, lawn 
tools, etc., are featured. 

Wholesalers who will distribute 


rene EAS hele) ae Oe eee ot 











the “Plantin’ and Playin’” catalog 
include Allison-Erwin Co., Char- 
lotte, N. C.; Bronson & Townsend 
Co., New Haven, Conn.; Conron, 
Inc., Danville, Ill.; C. M. McClung 











(HOWARD) -} 


THESE FAST MOVING .§. 
IMPULSE ITEMS EARN 

A BIG 40% PROFIT... 

SELL THEMSELVES! 


+59] MIX-N-MEASURE 
PAINT POT 














PAINT POT 


hg 


RUST PROOE . e 


nnn 


| 
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| Write for catalog. 


HARDWARE 
PRODUCTS CO. 
| 





New York 7, New York 
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RELIABLE SUPPLY is assured by acres of warehoused stocks. 
This picture proves too that people everywhere recognize the 
quality in RB&W fasteners, because only good fasteners with 
good reputation can sell in such volume. Cash in on this 
acceptance—stock and sell the best-known brand 


ae 


INDUSTRY'S BROADEST LINE of high-quality fasteners insures 
customer satisfaction. With RB&W carriage bolts, machine bolts, 
lag bolts and stove bolts, you can fill all orders promptly. And, 
uniformly accurate threading plus uniform strength make for 
easy application, tight holding power. 





nae oa 


112th year 
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Make it RB&W 
for fasteners 
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STRONGER PACKAGES of rigid kraft-board (larger sizes are 
corrugated) cut spillage, breakage. Upside-down box (another 
RB&W first) is fumble-proof, eases handling. Oversized labels 
speed product identification. New packaging is part of RB&W’'s 
continuing effort to help you increase sales. 





HANDY NEW WALL CHART is typical of RB&W sales aids for 
the trade. It has 12 sturdy tabs containing tables of RB&W’s 
list prices for each type and size of fastener—and space for you 
to write in your selling price per unit of sale for quick, accurate 
reference. 


DISTRIBUTORS 


FROM COAST TO COAST 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 


Rock Falls, Ill.; Los Angeles, Calif. 


New Wholesalers’ Aids 
(Continued) 


Worth Hardware prepares 
8-page spring circular 

Worth Hardware Co., Inc., whole- 
saler in New York City, has pre- 
pared a spring circular for dealer 
use. 

The 8-page circular is printed in 
two colors and has the theme, 
Spring sale. Space for dealer im- 
print is on the cover. 

Items featured include lawn and 





& Co., Inc., Knoxville, Tenn.; Mc- 
Gowin-Lyons Hardware & Supply 
Co., Mobile; Orgill Brothers & Co., 
Memphis; and Smith-Woodwell, 
Inc., Pittsburgh. 

Wholesalers who will distribute 
the “Outdoor Frolics’” catalog in- 
clude S. Federbush Co., Paterson, 
N. J.; Harper & McIntire Co., Ot- 
tumwa, lowa; Hassco, Inc., Denver; 
Marshall- Wells - Kelley - How-Thom- 
son Co., Duluth; John Pritzlaff 
Hardware Co., Milwaukee; Townley 
Metal & Hardware Co., Kansas 
City; ZCMI Wholesale Distributors, 


Salt Lake City; and Wm. H. Cole & Spring-O-Rama. Sale days are 
Sons, Baltimore. listed from Thursday until Satur- 


day of the following week so dealers 
can tie-in, if they wish, with Hard- 
e . rar y 
Spring mailer prepared nee areem 


One page is devoted to Mother’s 
by Van Camp Hardware Day gifts. Other merchandise fea- 











Van Camp Hardware & Iron Co., tured includes lawn and garden 
wholesaler in Indianapolis, has pre- supplies, electrical and home fix-up 
pared an eight-page, tabloid-size materials, housewares, plumbing 
consumer mailer for dealer use dur- supplies and sporting goods. 
ing’ a spring sale. A number of coupon specials are 

Theme of the four-color mailer also included. 

















Keep Cool, mister! with 


ARCTIC 
BOY 


portable water 
coolers 





PART-CIRCLE SPRINKLERS 
Superbly fills the need for a gen- 
eral purpose sprinkler that can 
easily be set to oscillate in any 
part-circle for hard-to-water areas. 
Also, with a simple adjustment, it 
serves as a full circle sprinkler. 

FULL-CIRCLE SPRINKLERS 
BUCKNER B-LINE Full Circle 
Sprinkler (not illustrated) is the 
same as above but without the 





@ Rugged Construction 
... good everywhere 





part-circle adjustment. Both have | men work! 
the Spray-Maker Pin to regulate | 
the radius of coverage. | @ Galvanized inset, hot 


“T-37 Cia Te | Gipped after forming 


a : , ' for flaw-free finish! 
Chis rugged sprinkler is made in 


, 
two sizes and capacities. Strongly Sq | Yn 

built of fine materials for trouble- 
free performance and efficient 
watcring. Long a favorite, it means 
real profits for you. 






@ Large top opening, 
easy to ice, fill 
and clean. 





@ Send for complete 
| information and 
| booklet ‘‘Care and 


Greater profits and more satisfied customers 
with B-LINE! ALL BUCKNER B-LINE 


sprinklers are guaranteed for life against 


%? 
wear. No other sprinklers are so guaranteed. | Use of Your Cooler. 
No other sprinklers offer the profit potentials | Write Dept. H-1. 
of B-LINE! 


y 
8) 
SCHLUETER MFG CO. ye 





THE SCHLUETER MFG. CO. * ST. LOUIS 7, MO. 
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Model RI-218 


Threewheel 


Se cae 


Model SP-R1-247 
Self Propelled 24” 
Recoil Starter 






Model R2 Model 03-18 \@ a - > 


18” & 21” 18” 
Fourwheel Model SL2A 
Model D3-20 16” & 18” 
20” 
© Priced to Zoom Your Profits . @ Liberal Dealer Discount. Riding Rotary 
@ Complete, Streamlined Family — @ Griggs & Stratton, Clinton, Engines Model RR-248 
@ Rugged, but Smooth Handling @ Forceful Ads Spell Fast Turnever ° - , 
See your jobber or write us today for catalogue, prices, complete information. 
UTHLAN D O ER CO bina. = lifetime guarantee on cast-aluminum mower 
SELMA, ALABAMA bases—All deluxe rotary mowers equipped with our new Stand- 
N-Start feature. 


THE GRASS 1S ALWAYS GREENER IN A DIXIE Yarn, 


A mower for every lawn, a price for every purse. 








ALL DRESSED UP IN A PLASTIC COAT! 


NEW LIFETIME PLASTIC COATING 
FOR THE ORIGINAL FOLDING FENCE 







How to make a best seller better. Now the three popular 
Folding Fences have a lifetime plastic coating that’s 
weatherproof and wearable. Just one more reason why 
- —_— — Gay-Maid garden products are leaders year after year. 


- 3 folding tence 
AA 





SILENT SENTRY GARD 'N PROP 

Luminous, wrought, drive-guide Plant stakes in six sizes 

with built-in sell appeal. 1 to 6-feet in length. 

GARD ‘N GUIDE NEW FOLDING TRELLIS 
Hose holder and guide ina Comes in a compact package; 
self-selling display carton. unfolds into a sturdy wire trellis. 





Gay Maid by 
Ohio wire products company. inc. 


colurmbus G&G. ohio | ix 
> we 
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an impulse item? 


Yes, with card packaging display- 
ed on pegboards or in glass bins. 

You know how shoppers “browse” 
through stores these days. 

It’s a practice you can turn to profit— 
through caster sales. And Bassick’s card- 
ing of five best selling caster styles makes 
it easier than ever. 

The cards show the products attrac- 
tively, illustrate the applications, make it 
easy for customers to see, feel and select 
casters. Ideal for self-service or semi self- 
service selling in both hardware and 
housewares departments. And unit sales 
go up, too—the cards sell a set of four; the 


different styles suggest many applications. 


Floor Protection Headquarters 


Set up a floor protection headquarters 
in your store with these carded casters 
and other related items. Top quality 
Bassick casters, rubber cushion glides, 
Bassick “No-Mar” non-marking rests and 
furniture cups, and Bassick feltoid tips. 
THE Bassick Company, Bridgeport 5, 
Conn. In Canada: Belleville, Ont. 


8.12 


SYMBOL OF EXCELLENCE 








| 


ee 





garden tools and screen door equip- 
ment. Items were selected and 
priced to give the dealer his full 
margin of profit. 








Promotions 


Manufacturers’ New 
Merchandising Plans 


Borg scale promotion 
to feature $1 coupon 


A new promotion featuring a 
coupon worth $1 toward the pur- 
chase of a Borg scale is planned by 
Borg-Erickson Corp., Chichgo, to 
boost sales of a new model scale, 
No. 4124C. 

Ads featuring the coupon will 
appear in 154 Sunday newspapers 
in May. The ad will list dealers at 
whose store the coupon can be re- 
deemed. 

Dealers will be listed in the ad if 
they purchase six of the new model 
scales at regular list price. Dealers 
use the coupons they redeem to 
buy replacement scales at the re- 
duced list price. 

The model 4124C seale will have 
a regular list price of $8.95 east of 
Denver and $9.45 west of Denver. 
The coupon will only be good until 
June 3. 











Hamilton alters co-op 
ad program for dealers 


Hamilton Mfg. Corp., Columbus, 
Ind., has altered its cooperative ad- 
vertising program. 

The program now applies only to 
newspaper advertising. Newspapers 
must be members of Audit Bureau 
of Circulation and listed in Stand- 
ard Rate & Data to be eligible. 
Hamilton will reimburse dealers for 
up to 300 lines of space each month. 
Space is not cumulative, however. 

Hamilton will pay half of a pre- 
determined rate based on the news- 
paper’s rate card. 


Kees to make carts 

F. D. Kees Mfg. Co., Beatrice, 
Neb., has taken over production 
and distribution of Kaddie Wagon 
golf cart formerly manufactured 
by the KW Engineering Co. 










—hamd Ne AND LOADED 


WITH SALES APPEAL FOR 
HOME CRAFTSMEN 
AND HOBBYISTS! 





Yew BLACKSMITH ANVIL 


it's new .. . it's exclusive .. . and the greatest item 
yet of workbench hardware for home craftsmen, 
hobbyists, farmers, etc.! This is a farm-and-home 
size anvil ‘specially designed for the basement 
workshop, farm shop or tractor box. Compact 
(8" x 3%" x 3” at base), it's ideal for metalwork, 
woodwork, leatherwork, etc. 


SIX BRILLIANT COLORS 


Available in assorted colors of brilliant red, green, 
gold, gray, orange and blue for top sales appeal. 
Packed in attractive carton which opens to form 
sales-compelling display. Low list price . . . liberal 
dealer discount to build profits. 


THE IRON IS HOT! 


Now's the time to strike! Cash in on the newest 
hottest item in hardware today. DISTRIBUTORS 
. DEALERS... MANUFACTURER'S REPS 


write, wire or call right now for complete details to: 


eller MANUFACTURING CO., INC. 
COLCHESTER, ILLINOIS 











WEGELE SCOOTER MOWER 








¢ No Grass Too Fine 
¢ No Weeds Too Tall 


NO OTHER MOWER HAS THESE 
FEATURES: 


1. Six-volt ignition system with starter. 


2. 24° offset blade. 
on uncut grass. 


No wheel running 


3. Three speeds forward and one reverse. 
4. Road gear up to 15 miles per hour. 
5. Six h.p. Wisconsin motor. 


Liberal Discount to Dealers 


FRED A. HOPLEY SALES 
MACKSVILLE, KANSAS 
Exclusive Distributor 
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NEED A THERMOMETER SALESMAN ? 





New Taylor Cooking Thermometer Display Applies for the Job! 


ERE’S a brand new display unit 
that will sell Taylor cooking 
thermometers for you. This permanent 
hardboard display carries an assortment 

of Taylor cooking thermometers, 
stocked according to their popularity, 
based on actual sales results. This new 
“thermometer department” takes up 
very little counter space, and it'll return 
a big dollar profit if it’s properly dis- 
played. Stands or hangs. Taylor 
Instrument Companies, Rochester, N.Y., 
and Toronto, Ontario. 


No. 5941 DISPLAY ASS’T 


3 pcs. 5912 Candy-Jelly Frosting 


TROCMRMNINE ss csccccccevcaveseens $2.98 
2 pcs. $913 Deep Fry Thermometer..... 2.98 
6 pcs. 5936 Roast Meat Thermometer... 1.98 
2 pes. 5921 Oven Thermometer........ 2.98 


13 Thermometers Retail Value $32.74 
Your Cost 19.64 
Your Profit (40%) $13.10 


No charge for permanent display board. . . 


Available through your wholesaler 
after February Ist 


INDOOR-OUT-DOOR 
THERMOMETER 

tells both indoor and 
outdoor temperatures 
from inside the 
house. Outdoor range 
from minus 60° to 
plus 120°F. Modern 
design plastic case. 
734" x 4". Willow 
Green * 5329, 
Sandalwood Gray 

* 5330, $6.95 list. 






































Taylor copxin, THenmome TERS 


toke the Guessweork out of Cooking! 


DIAL 

ROAST MEAT 
THERMOMETER 
tells at a glance when 
any roast or fowl is 
done. Stainless steel 
stem and case are 
hermetically sealed, 
so it can be washed 
with the dishes. 234’ 
dial for easy reading. 
$3.98 list. 











OUTDOOR 

WINDOW 
THERMOMETER 

has translucent back 
and big bold numbers 
on the scale to make 
it easy to read in 
poor light. Hand- 
some Aqua Green 
Tenite case. x 5328, 
$3.25 list. 
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Stock the Brand 
Builders Demand! 


MEW Sterling 
BCA CET 
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Drive Easier @— 
WAY, 
. =} er = 
» 
5 
ae % Zi tug 
Hold Better — i ea» Package Nails 
1. 5 and 10 Ibs 


Bulk Nails, 25, SO and 100 Ibs 


The carpenter's best friend ... your big profit and sales 
builder ... Sterling Chem-Clean Nails! Triple-washing 
in a chemical bath produces a really clean nail that 
leaves no smudges on the job. Sterling Chem-Clean 
Nails have sharper points for easier driving, better 
holding power by actual test! All Sterling Nails are 
made from tougher, longer-lasting electric furnace steel 
...and now they’re Chem-Cleaned at no extra cost — 
quality features that increase your nail sales! 


You expect more from Electric Steel—and you get it! 


NORTHWESTERN STEEL & WIRE COMPANY 


& STERLING ™ | 
© NAIL MANUAL [ 


STERLING ILLINOIS : WRITE DEPT. 258 








LEWIS J. WAGNER, re- 
cently retired vice-presi- 
dent of Wagner Bros. 
Hardware Co., Inc., Hazle- 
ton, Pa., wholesaler, was a 
hardwareman from 1900 
through 1957. The first five 
years of his hardware ca- 
reer he served as a clerk 
for Hazleton Machinery & 
Supply Co. in Hazleton. 
From 1905 to 1914 he was 
store manager for the re- 
tail division of Jere Wood- 
ring & Co., Hazleton, hardware wholesaler. He be- 
came a partner in Wagner Hardware Co. in 1914. 
When the firm was incorporated in 1918 he was 
elected president and general manager. From 1936 
until his recent retirement he served as vice-presi- 
dent. Other members of the family in the business 
are two brothers, Albert J. Wagner, president of the 
company, and William A. Wagner. His two sons, 
Albert C. and Walter A. Wagner, are active in the 
business. Mr. Wagner is a Mason, a member of the 
Caldwell Consistory and Irem Temple (Shrine). He 
is an Elk. His hobbies are hunting, fishing, trap- 
shooting, bowling and traveling. He enjoys a pino- 
chle game with friends. In addition to his other ac- 
tivities he served Butler Township as an auditor 
for 20 years. 
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HOTTEST NEW TOOL IN THE HAROWARE i> BUSINESS! 


Amazing New P:C 


CL{K- STOP 
WRENCH 


. holds exact opening automatically 







. jaw won't creep... golden knurl 


outdates ordinary adjustab/es! 


‘You’ll make more money with this! P&C’s 
new Clik-Stop wrench handles like regular adjustable, 
but the Golden Knurl holds exact jaw openings auto- 
matically . . . no buttons, levers or gadgets. And it 
won't work loose. Pick it up...dropit...kickit... 
the knurl won’t creep. Get in on fast tool profits. Order 
your P&C Clik-Stop wrenches today. 


ADJUSTABLE 
WRENCHES 


Order Colorful Counter Merchandiser, It’s Free! 


Ask your wholesaler sales- 
man today or write for 
complete details on the 
compact 17” counter mer- 
chandiser +1700 LM that 
holds 2 each of 5 sizes of 
Clik-Stop wrenches, plus 
back-up stock. 






s 


‘ 
FL lle 
—- a lake» \ 





Want more profit per square foot? 


More than 12,000 red hot P&C Tool 
Merchandisers are ringing in extra 
cash sales every day all over America. 
There’s a right size P&C Merchandiser 
for your store. Send for free literature. 








TOOL COMPANY 





MR op — a 
Box 5826, Portland 22, Oregon (simon = 
Chicago Warehouse and sales office, Box 87, Schiller Park, Ill. Ce 
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American Hardware Sales At New High As 
Dealer Buying Shows Confidence In 1958 


Sales of $15,730,000 in 1957 
were reported by the man- 
agement of American Hard- 
ware Supply Co., Pittsburgh 
dealer-owned wholesaler, at 
the recent stockholders’ meet- 
ing and mid-winter merchan- 
dise show at the company’s 
warehouse. 


This sales figure, along 
with other announcements 
during the show, indicate 


management’s confidence in 
the year ahead and for the 
longer pull. 


Sales in 1957 were the best 
in the company’s history, and 
1958 is going to be a better 
year, F. Leon Herron, Jr., 
sales manager, told exhibi- 
tors at the kick-off of the two 
day merchandise show. 


Exhibitors then returned 
to their booths and were busy 
for the next two days writ- 
ing orders for immediate and 
future deliveries of seasonal 
and all year lines. 


The over-all summary of 
buying indicated dealers are 
interested in promotional 
numbers, to pull in store 
traffic, and also in higher 
priced numbers so they can 
sell up to improve net profits. 

Three directors were re- 
elected. They serve until 
1961. They are Earl Wyant, 
Gilbert & Co., Huntington, 
W. Va.; Porter L. Morrow, 
W. G. Arthur Co., Orchard 
Park, N. Y., and Paul Wolff, 
A R. Wolff & Son, Mead- 
ville, Pa. 


Store location, turnover, 
and inventory control are the 
keys to more sales volume 
and better profits for the 
immediate future dealers 
were told in a management 
talk prepared by E. A. Hast- 
ings, general manager. 

Dealers with poor store lo- 
cations in built up areas of 
towns, if they own their 


building and cannot do any- 
thing about conditions, were 
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advised to sell out and move 
outside the city. Adequate 
customer parking would be 
one of the big benefits of 
such a move. 

Dealers, however, were cau- 
tioned against jumping into 
shopping centers if rentals 
are out of line. The paper 
pointed out shopping center 
owners lower rentals to food 
stores to lure big space 
users, then hike rentals for 
smaller units. 

Dealers were advised to 
consider systems of stock 
control to maintain adequate 
inventories of basic models 
without overstock on slow 
moving numbers. 


Stanley-Yankee Tools 

To Leave Philadelphia 
Stanley Works, New Bri- 

tain, Conn., will shut down 

the Stanley-Yankee plant in 

Philadelphia March 31. The 

Yankee Tool line will be 


manufactured in New Bri- 
tain. 
The Philadelphia plant, 


formerly North Brothers 
Mfg. Co., has been operated 
by Stanley since 1946. 


Several key employes will 
make the move and supervise 
the manufacture of Yankee 
Tools in New Britain. 

Edward A. McKenna, vice- 
president of Stanley-Yankee 
Tools, Inc., will continue 
with Stanley Tools as a sales 
specialist. 


Clarke Buys Modern 


Clarke Sanding Machine 
Co., Muskegon, Mich., has 
purchased Modern Power 
Sweeper Co., Azusa, Calif. 
Clarke offers a complete 
line of floor finishing and 
maintenance equipment. 


Rich-Con Names Two 


New Sales Managers 


Richards & Conover Hard- 
ware Co., Kansas City whole- 
saler, has made two new ap- 
pointments in the sales de- 
partment. 

David E. Jackson has been 





W. J. McNEILL 


named sales manager of the 
Eastern Division which in- 
cludes Kansas City and west- 
ern Missouri. Mr. Jackson 
was sales manager in the 
Memphis office of Western 
Auto Supply Co. 

W. J. McNeill has been ap- 
pointed sales manager of the 
Western Division which in- 
cludes Kansas, Colorado, and 
southeastern Nebraska. For 
19 years Mr. McNeill served 
in various managerial ca- 
pacities with Montgomery 





DAVID E. JACKSON 


Ward & Co. Most recently he 
was business manager for 
the Medical and Surgical 
Clinic of Pampa, Tex. 


Joseph Hubert Joins 
Janney, Semple, Hill 


Joseph P. Hubert has been 
appointed to cover mines and 
industrial plants in northern 
Minnesota for Janney, 
Semple, Hill & Co., Minne- 
apolis wholesaler. He _ suc- 
ceeds J. G. Nordale who has 
been transferred to the hard- 
ware divisien. 

Mr. Hubert was with 
Kelley-How-Thomson, Du- 
luth wholesaler, for 27 years. 
For the past 20 years he has 
covered the same area he 
now travels for Janney. 





DEALER BRIEFS: 


Sells 60 Power Mowers As January Snows 
Fly In Pennsylvania; N. Y. Store Remodels 


Meadville, Pa. — Sixty 
power mowers were sold dur- 
ing snow storms in a mid- 
January pre-season promo- 
tion by A. R. Wolff & Son 
Hardware. The store last 
year sold 150 mowers and 
decided to kick off its 1958 
promotion in February. A 
mail order house retail store 
in mid-January advertised a 
mower special on Wednes- 
day. On Friday Wolff Hard- 
ware published its advertise- 


ment. Layaway was the sales 
pitch, yet several rider and 
several walker power mowers 
were sold for cash. 


Clifton Springs, N. Y.— 
Ralph Salisbury is doing a 
complete remodeling job on 
his hardware store here. Mr. 
Salisbury has joined in the 
merchandising program of 
Rose Kimball & Baxter, 
wholesaler at Elmira, N. Y. 

(Continued on page 246) 
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Penens Tool Elects 
H. H. Hyler President 


Changes have been made 
at Penens Tool Corp., Schil- 
ler Park, Ill., a subsidiary 
of Pendleton Tool Industries, 
Inc. 

Henry H. Hyler has been 
elected president of the cor- 
poration. Mr. Hyler joined 
the firm in 1948 and was 
sales manager and _ . vice- 
president of Penens. 

Richard J. Cwik has been 
elected vice-president. Mr. 
Cwik has been  secretary- 
treasurer and will continue 





HENRY H. HYLER 


these duties in addition to 
his new responsibilities. 


Hibbard Program Store Dealers Hear Plans 
For More ’58 Profits By Better Promotion 


Intensive plans for expand- 
ing the associate store pro- 
gram were described by 
O. W. Ahl, president of Hib- 
bard, Spencer, Bartlett & Co.., 
Evanston, Ill., at the recent 
dealer convention sponsored 
by Hibbard. 

The meeting was attended 
by some 600 stores who were 
members of either the Au- 
burn, the Brown-Camp, True 
Value or Associated Hard- 
ware voluntary chains. 





Rose, Kimball & Baxter Holds First Meeting 
For 31 Dealers in Its Profit Maker Program 


Dealer interest in using 
merchandising and manage- 
ment tools largely responsi- 
ble for the success of chain 
stores is stronger than ever. 

This was evident to Rose, 
Kimball & Baxter, Inc., offi- 
cials recently when 31 deal- 
ers participating in this El- 
mira, N. Y., wholesaler’s 
Profit Maker Program held a 
meeting to talk over how the 
Program could be of more 


use in the their businesses.. 


The Rose, Kimball & Bax- 
ter Program has four key 
phases: modern store engi- 





at Elmira, N. Y. 


neering, modern merchandis- 
ing, modern sales promotion 
and advertising, and stocking 
the right merchandise. (For 
full details see H.A., Aug. 


15, p. 60.) 
Rose, Kimball & Baxter 
Dealers were welcomed at 


the one-day meeting in El- 
mira, Jan. 20, by S. Roberts 
Rose, president. Dealers dis- 
cussed performance _ stand- 
ards and qualifications of 
dealers joining the Program. 
Seasonal planning was dis- 
cussed by Harry Jones, deal- 
er service manager. 


The discussion on perform- 
ance standards was based on 
recommendations by an ad- 
visory group of dealers who 
met prior to the Jan. 20 ses- 
sion. Members of the group 
were George Camin, of 
Owego-Murry Co.; George 
and Frank Watrous, of 
George H. Watrous & Son; 
and Merritt Hartz, of Ed 
Hartz & Sons. 

After lunch dealers viewed 
new and seasonal merchan- 
dise. Bonus profit makers 
were discussed by Rex Bax- 
ter, vice-president in charge 
of purchasing. Paul Cos- 
grave of Cosgrave & Asso- 
ciates, consultant on the Pro- 


(Continued on page 246) 
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Mr. Ahl told the meeting 
that the company was now 
concentrating entirely on the 
associate store program. It 
had previously announced 
plans to drop all other gen- 
eral hardware business. 


Details of the rental of un- 
needed space at the Evanston 
warehouse were also given to 
the dealers. 


The dealers were told that 
the company was dedicating 
all of its efforts to helping 
dealers make more profits 
through competitive pricing 
and effective promotions. 

G. F. MelIntyre, Hibbard 
sales vice-president, told of 
the promotional plans for 
1958. He also announced that 
a Dealer Advisory Committee 
had been appointed. This 
Committee of dealers will 
meet every 60 days to discuss 
promotions and other phases 
of the program. 


Members of this Commit- 
tee are: Art Quandt, Hi Lo 
True Value Hardware, River- 
dale, Ill.; John Mochel, Jr., 
Mochel True Value Hard- 
ware, Downers Grove, II1.; 
Frank Boilini, North Judson 
True Value Hardware, North 
Judson, Ind.; Joe D’Agostino, 
Bridgeman True Value Hard- 
ware & Supply, Bridgeman, 
Mich.; and Dick Thorrey, 
Josephson & Thorrey True 
Value Hardware, Kenosha, 
Wis. 

An exhibit of seasonal and 
staple merchandise was held 
in the warehouse building in 
conjunction with the annual 
dealer convention. 


Wear-Ever Name Change 


The Aluminum Cooking 
Utensil Co., Inc. a subsidiary 
of Aluminum Co. of America 
has changed its name to 
Wear-Ever Aluminum, Inc. 
Headquarters remain at New 
Kensington, Pa. 
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...a Spectacular 
new product from 


NOW 





_ fast moving, profitable 


PERMA-GRIT 


TUNGSTEN CARBIDE ABRASIVES 









HAND SANDER KIT 


Sands twice as fast, lasts in- 
definitely. Outlasts hundreds of 
sandpaper sheets. Kit includes 
black plastic sander block, 1 
medium shoe and 1 fine shoe, 
Model 18900—Only $3.45 





SANDING SHEETS 


For orbital sanders. Eliminate 
frequent changing of torn or 
worn-out paper sheets. Sand 
twice as fast and resist loading. 
Standard size3%"x9" in5 grades 
from fine to coarse. Only $2.95 





5-IN-1 WHEEL 


Most useful accessory ever de- 
signed for table and radial saw 
use. Saws, sands, shapes, 
dadoes and ploughs. One 8” 
Perma-Grit wheel with %” arbor. 
Model 18720—Only $12.95 





oO 


PERMA-GRIT FILE 


it's fast and cuts inall directions. 
Full 14” blade has coarse grit on 
one side and fine on the other. 
Unlike other rasps, it resists 
clogging. Wide spacing of grit 
gives self-cleaning action. 
Model 18730—Only $2.25. 









FREE DEMONSTRATION 


DISPLAY ! 


WITH YOUR STOCK ORDER 








—- h i $ f ~~ S 
4 CRIT Teg ry ie i 
= *, “* 








Xe SS 


vr iit meenel ti te), Bagels? \ 7 


SKIL Corp., Dept. HBT-28, 5033 N. Elston Ave., Chicago 30, Ill. 
In Canada: 3601 Dundas St., W., Toronto 9, Ontario 
Please send me complete Perma-Grit information and name of 
nearest Perma-Grit wholesaler. 








| Name 
| Store 
| Street guna 
| City 











_ Zone State 
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nin —— News of the Trade— 


Fiewelling Promoted 
By O. S. Stapley Co. 


Wendell G. Flewelling has 
been named director of pur- 


Stapley Co., Phoenix, Ariz. 

Mr. Flewelling came to 3 
Stapley in 1946 and became 4 
sales manager of the retail 
hardware division in 1956. B 

He will direct the activi- 2 
ties of all buying and mer- 
chandising personnel for the 
hardware departments of 
both divisions. 


Boston Woven Appoints 
McManus Sales Manager 


Gerald P. McManus has 
been appointed manager of 
tape sales for Boston Woven 
Hose & Rubber Co., Div. of 
American Biltrite Rubber 
Co., Boston. 

Mr. McManus will be re- 
chasing and merchandising sponsible for the development 
for the hardware depart- and marketing of Boston and 
ments of the retail and Bull Dog Friction, rubber 
wholesale divisions of O. S. and plastic tapes. 





W. G. FLEWELLING 





Illinois Dealers Elect Stroot President 
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The Illinois Retail Hardware Assn. elected these officers at its recent 
convention in Peoria (left to right): front row, J. R. Wylde, Wylde 
& Son, Sycamore, vice-president; A. R. Stroot, Stroot Hardware, 
Quincy, president; A. O. Jahr, Jahr's T.V. Hardware, Mahomet, 
director; back row, G. J. Hahn, C. Hahn & Co., Chicago, director; 
W. F. Ewert, Chicago; managing director; S. M. Getz, Getz Hard- 
ware, Greeneville, director; and R. G. Bucher, Bradford Community 
Hardware, Bradford, director. Members of the Advisory Committee 
(not shown) are E. L. Cox, Cox Hardware & Furniture, Marion; 


J. D. Gahl, Henry Gahl Co., Mattoon; and R. |. Jones, Jones 
Hardware, Plainfield. 


Keep ZZonal in the 


B ul lding Pictu iam and eliminate guesswork! 


Builders’ Hardware of Proved Performance 
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Over 50 years of specialization in design- 
ing and manufacturing hardware for the 
builidng trade. Fine basic materials, pre- 
cision construction and operation are but 
a few of the “reasons why” your trade 
insists upon genuine National of Sterling. 











MANUFACTURING 


STERLING 


COMPANY tLLINOUS 
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“Do It Yourself’’ 


Profits 
with 


Co eed-Rail 


SLIP-ON FITTINGS 











No Threading — No Welding 


Discover a new area of extra 
profit in SPEED-RAIL . . . the do- 
it-yourself railing fitting anyone 
can use to build sturdy, attrac- 
tive railings, using only a hex key 
and hacksaw. 

Made of a high-tensile alumi- 
num alloy, SPEED-RAIL slip-on fit- 
ings require no painting or plat- 


no more bulk handling of cotter pins! 


for a GENEROUS 


if 


Gis PROFIT 
sell the PACK 
instead of the PIN! 


’ >. 
oO 












CUT YOUR 
SELLING TIME TO SECONDS 
ON THESE STOCK ITEMS... 


Western Wire’s modern “packaging” puts a gener- 
| ous profit percentage into your pocket. 


Now, sell cotter pins, single sizes or assorted . . . in 


ing and fit 1.p.s. size pipe from 
3%” to 1%”. Use with black 
iron, galvanized or aluminum 


pipe. 


FREE DISPLAY! 


3-color display-demon- 
strator FREE with recom- 
mended basic assort- 
ment. 


THE HOLLAENDER MANUFACTURING CO. fim 


packages you never have to “break.” Eye-catching 
3-color display cartons ...for counter or shelf. 
Order today from WESTERN WIRE PRODUCTS 
COMPANY. Special packaging to your speci- 
fications. 


3841 Spring Grove Ave., Cincinnati 23, Ohio 





#15 FULL VALUE PACKAGE 
... order any one of 39 single sizes 


Each package of 12 boxes contains just one size. (To maintain a 
SINGLE PURCHASE PRICE for all 39 sizes, content count is reduced 
as cotter size increases.) No matter what 
popular size you order, price per pack- 
age of 12 boxes remains the same. An 
easier way to sell and inventory ! 

List $3.00 per package of 12 boxes; 
all one size. 


MILLIONS of BUYERS are URGED to 
buy KEY-BAK Key Reels from YOU! 


Put them on your counter! Watch them Sell! 





POPULAR MECHANICS, SCIENCE & ME- 
CHANICS, MECHANICS ILLUSTRATED and 
other National magazines tell the story of 
KEY-BAK Key Reels to MILLIONS of pros- 
pects. Your customers are URGED to get 
KEY-BAKs from YOU! It will pay you to 
get a stock of KEY-BAK Key Reels from 
your jobber; place them on the counter 
and WATCH THEM SELL! 











“IDEAL” ASSORTMENT 


“se x Ya" to 4a x 1%” sizes. 100 pins 
per box. 

List $1.60 per display carton of 12 
tuck-end boxes. $1.85 per carton of 
12 screw-top fibre cans. 


#38 “BEST QUALITY” assortment of 
| smaller sizes lists at $1.45 per carton. 
| 








KEY-BAK Key Ree! is 
worn on the belt. It | 
carries keys and other | 
small objects on a 24” | 
long steel chain. | 
Swedish clock spring 
reels in the chain and 
keeps keys safely at the 
wearer’s side 


—_ | 


Pocket-watch size; | 
Sturdily constructed. | 
Highly polished chrome | 
finish. GUARANTEED! | 
MODEL 3, Belt-loop | 
model. MODEL 5, | 
Belt-clip model. 


#50 TOOL BOX ASSORTMENT 
...in clear vue plastic tubes 


Each tube contains 50 assorted cotters 
from “sxe” to VYexl¥e"’. The best 
assortment for any tool box. 


List $2.90 per display carton of 24 


tubes, plain steel... $3.25, cadmium 
plated. 





ORDER FROM JOBBER! 


If your jobber doesn’t carry 
KEY-BAK write us. Come 
packed 6 to Display-Card or 


12 to Display Box. No “breaking’’ of packages or boxes when you buy from Western Wire 


WRITE FOR CATALOG No. 121 
oy WESTERN WIRE 


PRODUCTS 
3 T. 


West of Mississippi: 
LUMMIS MFG. CO. 
2242 E. Foothill Bivd. 

Pasadena, Calif. 


East of Mississippi: 
CTL COMPANY arta 
1710 W. Stewart Ave. ° 
Wausau, Wisconsin 








one. i ae ae. aes 
MISSOURI 








Over A Million Key-Baks Sold! LOUIS 4, 
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News of the Trade 


Central States Hardware Club Celebrates : 
20th Year; Elects New Officers For 1958 : 


Central States Hardware Officers for 1958 are: 
Club held its 20th annual John F. Gallagher, sales 
meeting and dinner party, manager, E Z Paintr Corp., 
president. 










































Randy R. Osborn, presi- ‘ , 
dent of Turnbuckles, Inc., 
vice-president. 

Ben Leve, retired from 
Carborundum Co., secretary- . , 
treasurer. 

Directors to serve three 
years are Walter J. Morri- 
son, midwest sales manager, 
G. F. Wright Steel & Wire 
Co.; Harold S. Mulholland, 
regional sales manager, 
Behr-Manning Co.; William 
F. Symonds, vice-president, 
W. D. Allen Mfg. Co. 

oe The club will hold its 20th 
Jan. 20 in Chicago’s LaSalle annual golf party, Friday, 
Hotel. More than 300 at- June 6, at the Chevy Chase 
tended. Country Club, Wheeling, III. 
To increase PROFITS = exas — Elect Officers, Directors 
ADJUSTABLE SHELVES i ait ints i | HE =a eS if 
a ~) hs <4, {i ig , ey dite} | 
“aay y " . i i 
Raise, lower, use sloped or level shelves quickly, 
easily. Stronger, store-engineered construction 
shows more merchandise, more effectively at ‘ ‘ +52 
less cost. | New officers and diester of the ais reer & Implement Assn. 
| elected at the recent convention in Dallas are (left to right): seated, 
R. G. Payne, Payne & Payne, Center, director; C. W. Scheurer, 
DISPLAY FLEXIBILITY , Scheurer coe ace first vice-president; B. O. Goldthorn, Gold- 
| thorn Equipment Co., Alice, president; D. H. Tudor, Laramey-Tudor 
Co., Temple, second vice-president; R. M. Souder, Dallas, executive 
_ director; standing, directors Porter Henderson, Porter Henderson 
| Implement Co., San Angelo; J. L. Spencer, Spencer Bros. Equip- 
| ment Co., San Antonio; W. V. Wheeler, Wheeler Hardware, Albany; 
L. J. Sharp, Sharp Hardware, Dallas; and Willis Champion, Aldridge- 
| Washmon Co., Raymondville. Not pictured are directors S. K. 
* | Seymour, Jr., S. K. Seymour, Columbus; J. H. Walker, Oil City 
Add pegboard backs, bins, wire baskets and | rece Inc., Beaumont; and J. W. Gillett, Alpine Lumber Co.., 
glass banding to fit any merchandise . . . change : 7 al callie , F 
departments overnight without special help. | 
More profit in every way AND DONT MISS an eee 
5 * ¥ 


Bulman costs less to begin with! 
WRITE, WIRE OR CALL DEPT. HA-18 


THE Bulman CORP. 


Grand Rapids 2, Michigan 


x 


A retail sensation last Spring. 
Over 40 Million sold this year. 
A really professional type 
plant-growing container in an 
attractive resale package. A 
MUST for every Garden Center. 
Resale package of 24.... 98¢ 
Resale package of 12.... 59¢ 


Through your wholesaler or write 


The Greatest Name in Self-Selection 


Canadian Subsidiary: ee of Canada (Store Equipment) Ltd. 
4984 Dundas Street, W. 
Toronto, Ontario 





STO-COTE PRODUCTS MFG. CO., 1461 W. FULLERTON AVE., CHICAGO 14 
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it’s easy to have a 
BEAUTIFUL 
LAWN 


with 





The first no muss, no-dust lawn and garden plant food on 
the market. NUTRO’S highly uniform free-flowing, dust- 
less pellets will make new sales for you. NUTRO sells itself 
the second time. Stock NUTRO... and the complete line 
of other NUTRO Lawn and Garden plant food products. 


SMITH-DOUGLASS CO., INC. Norfolk, Va. / Streator, Jil. 














* WORTH REMEMBERING! 








...in the big 5% oz. tube 
...in the award winning Show Pak 


Order from your Jobber 
THE WOODHILL CHEMICAL CO. 


“Originators and World's Largest Manufacturers 
of Plastic Aluminum” 
1390 East 34th Street Cleveland 14, Ohio 




















Headquarters for 


STAIR 
TREADS 


Contact yous wholesaler or write 
~ KA directly to: 


New Tile Treads Gua 
——. 


RUBBER COMPANY 
Fremont, Ohio 









































— 





All weights—all sizes 
Solid or Marble Colors 
Curved Nose or Full Riser 











HARDWARE AGE, FEBRUARY 13, 1958 























Dont Miss the BOAT!* 





DAPCO 


*OUTBOARDSMAN 
INFLATABLE BOAT 


Cz — 


core 
Se, 


Accommodates two men 
..-has attachment for 

outboard motor 

A sturdy two-man boat, fabricated of super heavy-duty 
(22-ga.) laminated virgin vinyl. Has outer and inner 
tubes Ceach separately inflated) for double safety, 
and four oversize metal valves for rapid inflation and 
deflation, seat and attachment for use of an outboard 
motor up through 3 HP, specially designed bottom for 
inserting air mattress. Comes complete with lifeline, 
sea anchor, and special Dapco Inflato-Bag Air Pump. 


Don't be Caught Napping 


on anything but this fast-selling mattress 





DAPCO INFLATO-BAG 
AIR PUMP 


included without charge 


NEW COLORS—NEW PATTERNS! 


Exciting new models, designs and exclusive patterns 
that revolutionize all previous concepts in air 
mattresses. 


PLUS EQUA-FILL CONSTRUCTION 


Equal amount of air flows through each tube, spreads 
air strain over wide area for longer life. Inflates and 
deflates faster, without effort. 


DAVIS PRODUCTS, INC. 


Dept. H-2 
1631 Tenth Street - Santa Monica, Calif. 
SEND FOR NEW FREE Futt coton CATALOG 
Wading Pools, Beach Balls, Etc. 











Multiply 
your rental 
prospects 








SIS Me I RS 
ES > 


” 
- 


PRON OM 
. *. 








Here’s a new rental machine that does the work of 2 for the price of 1. | 
Converts from floor maintenance work to rug scrubber in only 3 minutes _ 
.. greatly increases rental possibilities. The JW12 rents for | 


e Floor polishing, waxing, buffing, scrubbing, steel wooling 
e@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 
coupon now. 

SALES AND SERVICE CENTERS IN MAJOR CITIES. 


ii» MANUFACTURING CO. 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 





Attachment for adjusting — 
brush to deep pile 
of rugs and carpets. 


30 





BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 





HOLT MFG. CO. Dept. P2 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me details on Holt JW12 for rental use. 


NAME POSITION 








FIRM 








ADDRESS 
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Robert C. Reul Retires 
From Geo. Worthington 


Robert C. Reul is one of 
three long time employes to 
retire recently from Geo. 


ROBERT C. REUL 


Worthington Co., 
wholesaler. 

Mr. Reul was director and 
manager of the _ sporting 
goods-cutlery department. 

He started in the hardware 
business in 1907 with the 
Delphos Hardware Co., Del- 
phos, Ohio. In 1911 he joined 
Worthington and soon start- 
ed traveling in western Ohio 
and eastern Indiana. 

Mr. Reul traveled until 
1937 when he became a buy- 
er. Soon after, he took over 
sporting goods-cutlery. He 
was elected a director of the 
company in 1947. 

Arthur C. Bolz, represen- 
tative covering northern 
Ohio, has retired after 48 
years of service. 

Mr. Bolz started his hard- 
ware career with Worthing- 
ton in 1909 and became a 
salesman in 1910. In 1938 he 
became sales manager of the 
Electrical Appliance depart- 
ment. He returned to selling 
in 1944. 

Elmer Bohning is the third 
man to retire from Worth- 


Cleveland 


News of the Trade 





ington. He has served 41 
years. He starved win the 
firm in 1915 and in 1938 took 
over a territory in Akron, 
Ohio. 


J. F. Hirst Named New 
Nutmegger President 


The Nutmeggers’ hard- 
ware salesmens’ group in 
Connecticut, elected James 
F. Hirst, Church-Morse, 
president at the recent an- 
nual meeting. 

Other officers are Kenneth 
D. Ryder, Southington Hard- 
ware Co., and Windsor P. 
Hollis, Simonds Saw & Stee! 
Co., vice-presidents; Earle 
J. Hopwood, Comstock, Ferre 
& Co., secretary-treasurer ; 
E. C. Sullivan, Sullivan Tool 
& Supply Co., assistant sec- 
retary-treasurer. 

Past president directors 
are William J. Garin, Sulli- 
van Tool & Supply Co., and 
C. A. Peterson, Laurel Sup- 
ply. Other new directors are 
Thomas F. Giles, Southing- 
ton Hardware Co. and 
Thomas A. Cotter, Jr., 
Greenfield Tap & Die Corp. 


Wooster Changes Name 
To Rubbermaid, Inc. 


The Wooster Rubber Co., 
Wooster, Ohio, has changed 
its corporate name to Rub- 
bermaid, Inc. 

Title changeover to the 
brand name has been con- 
sidered for some time by this 
leading housewares manu- 
facturer. “Rubbermaid” was 
coined in 1934 by president 
and founder, James R. Cald- 
well, to describe the firm’s 
first product, a rubber dust- 
pan. 

The company and name 
have grown since that time. 
Last year its sales reached 
$21 million. 





Feature and 
Promote these 


Cimoncen 


hip roof 


aad 









welded piano hinges: durable 
based enamel finish: contour 
form fitting handle: bright, 


zine plited 
availanie in 14” (140 DL) and 
e 16” (160 DL) 


. SIMONSEN 


TOOL & 
TACKLE 
BOXES 
199 DL 
’ 
re. 
Deep druwn, seamless steel, j 
style. 19° x 7%” x for sizes, 
8%”. Lift-out tray. electro models, 


materia’s .. 
priced for 
full profits 


hardware; also 


Write for catalog of full Simonsen line 


SIMONSEN INDUSTRIES, INC. 


1414 South Michigan Avenue ° 


Chicago 5, Illinois 


HARDWARE AGE, FEBRUARY 13, 1958 











(e Feature this 











winning combination 


TRUMP 


GARDEN TOOLS 


You're holding all the cards for 
winning increased sales and 
profits when you handle Trump 
garden tools. The Trump line 
offers a tool for every garden 
purpose...a price range for 
most every prospect. e 











TRUMP Deluxe 


Here are fine, professional-type tools for 
real gardening enthusiasts. Trump Deluxe 
tools are made of high-grade, 16-gauge, 
cold-rolled steel. Metal is attractively finished 
in green; tips are bright polished steel. Hard- 
wood handles with clear lacquer finish. They 
are superior in quality and balance; the 
materials and workmanship make them equal 
to tools costing far more. 


Complete line includes: 2 trowels, 2 trans- 
planters, 2 forks, 2 cultivators, weed cutter 
and row cultivator; also long handle hoes, 
rakes, and edger. 


No. 802 
Cultivator 


No. 800 
Trowel 


TRUMP 800 Series 


The ideal partner for the Trump Deluxe line. 
These sturdy, low-priced garden tools help 
you sell the individual who's looking for 
price, yet wants dependable merchandise, 
too. Made of 18-gauge steel with turned 
hardwood handle plug. Baked green 
enamel finish. 


Complete line includes: trowel, fork, culti- 
vator, transplanter and weed cutter. 


New! TRUMP 700 Series 


Low priced! Similar in design to 800 series; 
finished in blue enamel with hardwood plug 
handles. Offered as real price leader. 


Sell the complete line of Trump garden 
tools. Order them from your wholesaler, now! 






























of 


Construction 
Railroads 
Iindwstry 
Logging 
Mining 






For more than 30 years, Marion Hick- 
ory Tool Handles have been the No. 1 
choice of both professional and amateur 
users of striking tools. 

Marion’s high-quality handles of 
superior Appalachian Mountain Hickory 
consistently meet the highest perform- 
ance standards — regardless of the job — 
because they are designed and manu- 
factured with care and skill, seasoned 
properly, and offer maximum economy. 

The natural and “built-in” charac- 
teristics of Marion Handles add up to 
dependability . . . making them the most 
wanted handles on today’s market. 


DEALERS: It will pay you in sales to 
stock Marion Handles exclusively. Order 
them from your wholesaler. Marion's 
illustrated Price List No. 28 and List No. 
200 on the Power Packed Line will be 
sent on request. 


POWER PACKED 


MARION HANDLE MILLS, Inc. 
Marion, Virginia 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. « Pascagoula, Miss. « Niagara Falls, Canada 








HARDWARE AGE, FEBRUARY 13, 1958 237 





NG Saw 


S$», 
My, 
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MOTOR SELECTOR GUIDE! 


The Most Effective Motor Sales Aid Ever Devised! 


This unique “silent salesman” tells customer instantly 
the motor he needs...eliminates indecision, stimu- 
lates customer to buy now. 


Makes It Easy For You To Sell 








MOTORS 


Here’s Why!... 


@ Exclusive Design Features ® Motor Tags, Highlighting 


© Complete Line Motor Features 


@ Self-Selling Motor Display @ National Advertising 


USE THIS CONVENIENT COUPON TO ORDER YOUR FREE MOTOR 
SELECTOR GUIDE TODAY 





Se ree [at at we Be le me Be ee 
» > z es Pee Sees Sees - se ey 


See 


THE EMERSON ELECTRIC MFG. CO., Dept. M-160 
ST. LOUIS 21, MO. 


Send me a Free Motor Selector Guide. 


Nome. 





Company ine i = 
Street_ 
-) 
a EN NE ee a Ae 


_Zone__ __dState_ 


— Beers fees ee bao sa 
ee 





EMERSON-ELECTRIC 


of St. Louis 


x 


nce 1890 
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———— News of the Trade— — 





HERBERT F. JOHNSON 


New President; New 
Officers At Johnson 


Howard M. Packard has 
been elected president and 
chief operating officer of 
5S. C. Johnson & Son, Ince., 
Racine, Wis. He _ succeeds 
Herbert F. Johnson who con- 


tinues as chairman of the 
board and chief executive 
officer. 


Mr. Packard came to John- 
son in 1946 from Marshall 


HOWARD M. PACKARD 


Field & Co., Chicago. 

In another move, Johnson 
has elected Raymond W. 
Carlson, marketing vice-pres- 
ident since 1950, to the newly 
created post of Household 
Products Div. vice-president. 
He joined the company in 
1932 as a salesman. 

Samuel C. Johnson, prod- 
ucts director since 1955, has 
been elected Service Products 
Div. vice-president. He came 
to the company in 1953. 





Malcolm Davis Named 
Gordon Sales Manager 


Malcolm I. Davis, Jr., has 
been appointed sales man- 
ager of Gordon Mfg. Co., a 





__ MALCOLM I. DAVIS, JR. 


subsidiary of Smith-Gates 
Corp., Farmington, Conn. 

Before joining the exhaust 
fan manufacturer, Mr. Davis 
served as executive vice- 
president and general sales 
manager of Wallace, Davis 
Co., maker of housewares, 
baby products and swimming 
pool filters. 


The Salesman's Friend 


Dee Belveal, executive di- 
rector, Retail Paint & Wall- 
paper Distributors of Amer- 
ica, Inec., has received the 
Paint Salesman’s Friend 
Award given annually by the 
National Paint Salesman As- 
sociation. Felix Juda, presi- 
dent of the Association made 
the presentation “in ap- 
preciation of Mr. Belveal’s 
cooperation with us.” 





Easy operation off 
garden hose 


Made for the “backyard” 
swimming pools 


Also used as a pump 


Minimum maintenance 
_ and service 


Nationally advertised 








Marine Mfg. Div. 


13-31 127th ST. COLLEGE POINT 56, N. Y. 


UNDERWATER 
VACUUM CLEANER 


Total 
Weight 
13 OZ. 
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3 Products for CAREFREE OUTDOOR LIVING! 








© Nationally 
Advertised 

® Strong 
Promotion 

® Full Margin 








os lawns 
fertilize> , gore’ 
-eally ovug ith 
pytomal'’ rectly por 6 etc. 
garden’ inklers: waters? 

e, . 
hos fertilizer 








F eatvt e 
anti-s'P 
action: 


NEW EASY SALES 


with fast-moving, new 


SUITCASE 
Pai See STYLE NO. 555 
PORTA-GASOLINE CAN 


with 
easy-carry 
handle 








New, rectangular 
style made of rug- 
ged, 20-gauge steel 
holds 3 gallons plus, stores in small space. Ex- 
clusive patented reversible pouring spout stores 
inside can when not in use. Lastrous baked red 
enamel finish. Also available in 614-gal. size. 


HIGHEST QUALITY GAS CANS for every 
MOTORIST, SPORTSMAN, POWER GARDEN 
TOOL OWNER, and many others. 


& No. 523 2-Gal. Emergency Can 
Easy-on-the-pocket price with 


“ka quality features! PATENTED 
. reversible spout, filter sereen 





and air vent dust cap seal 
Rust proof finish, leakproof 
soldered assembly. Also 
available in 1 gal. size. 
WRITE TODAY 
for literature and 
prices 


EDWARD CAN CO. 
6260 Northwest Highway ¢ Chicago 31, Ill. 
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Fast-Selling, Popular-Priced, Quality Products 
FOR HIGH-VOLUME SALES 
in the Ever-Expanding Outdoor-Living Market! 

















DON’T LOSE SALES! 
ORDER NOW .. . PAY LATER! 


Ask Your Jobber about our 
“SPRING DATING" Plan 











Blitz fog 







 ORTABLE 




















Gives dependable profes- 
sional type insect pest rs 
control with ALL 4-cycle A 
Power Mowers and Gar- 
den Tractors. TER BUBBL ER 
Comes complete with The Safes; 
1 Quart Bly npr 8 ; Sanit , 
Insecticide. Refills — Qt. Tar 
$1.49... Gal. $3.98. ome Bubp Y 
Models SE ir 
from WHERE On 
to $18.95 | Attache, te 
| Peete, a. 
Safe to 8 trees 
Human Beings ake etc. 
Pets and 
Foliage Youngste, 
ve it, 
Idea! ¢, 
rd 
SEE YOUR JOBBER nen 
or write direct to mf Picnics 
Ls Sorbecus 





LOOK HERE YALL 


Here's an old line company with more than FIFTY 
YEARS in WHEEL GOODS . . . NOW one of the 
nation's leading manufacturers of QUALITY BOAT 
TRAILERS. A full line of Chattanooga Trailers is 
available through your jobber. 







Naturally, they continue to make 
those excellent well-proven WHEEL- 
BARROWS, too. It pays to stock 











the Chattanooga Line, BOTH OF 
‘EM! Ask your jobber. 


| WHEELBARROW COMPANY 
| CHATTANOOGA 2, TENNESSEE 
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SELL YOUR CUSTOMERS ADDED 


SECURITY 





with 


solid brass 


5-pin tumbler cylinder 


SSD Gia r-U. oe 4 





Dealer 
Display 
Mount 
Available 


No. 1280 


Cylinder Tubular Dead Boit 


Bolt operates by key from out- 
side, or by turnpiece from 
inside. Bolt deadlocks when 
fully thrown. 









LOCKS 








ALL with cylinder collars 
that protrude from door 
less than ever before 
ALL smartly designed and 
precision engineered 


ALL easily installed 





Cylinder Tubular Night Latch 


Latch operates by key from 
outside, or by turnpiece from 
inside. Automatic deadiocking 
latch may be held open by 
raising hold-back catch. 








No. 1284 
Double Cylinder Tubular 
Dead Bolt 


Double cylinder deadlocking 
bolt. Operates from either side 
by key. Bolt deadlocks when 
fully thrown. 











No. 1285 


Cylinder Tubular Night Latch 


Latch operates by key from out- 
side, or by turnpiece from in- 
side. Latch may be held open 
by raising the hold-back catch. 





The Lock with the “Hold-Back” Feature 


No. 1278 
Rim Cylinder Night Latch 
Solid brass, 5-pin tumbler 


cylinder. Sturdily built, solid 
steel case and shank. Latch 
has convenient hold-back fea- 
ture which leaves one hand 
free for bundles, children, 
etc. Easy to install: only one 
hole to drill. 





} 

| 

{ 
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WRITE FOR LITERATURE AND PRICES 


ATIONAL HARDWARE 


CORPORATION 


Ozone Park 16, N.Y 





* 205 W. Wacker Dr., 


Gh lidelete 


Over 25 Yeors Manufacturing Fine Builders Hordwore Exclusively 
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T. J. KENNY 


Kenny Resigns; Sadler 
Elected at Hubbard 


T. J. Kenny has resigned 


‘as president of S. B. Hub- 


bard Co., Jacksonville, Fla. 
wholesaler for reasons of 
health. He remains as chair- 
man of the board. 

Luke Sadler has _ been 
elected president and trea- 


'surer of Hubbard. He will 








| 








WM. B. SMITH 


News of the Trade 












L. F. SADLER 


also act as general manager. 

William J. Lang has been 
elected secretary. All other 
officers remain the same. 

In other moves, W. B. 
Smith, former territory 
salesman, has been named 
sales manager and T. J. 
Kenny, Jr., former appliance 
specialty salesman, has been 
named assistant sales man- 
ager. 


es 


T. J. KENNY, 


JR. 





Toy Makers Group 
Elects New Officers 


The election of new officers 
highlighted the 41st annual 
meeting of the Toy Manu- 
facturers of the U. S. A.,, 
Inc., recently at New York. 

Robert W. Muessel, South 
Bend Toy Mfg. Co., was 
elected president. 


John Hartman, Jr., Hub- 
ley Mfg. Co., and Richard 
E. Long, Eagle Rubber Co., 
Inc., were elected vice-presi- 
dents. 

Norman A. Sas, Tudor 
Metal Products Corp., was 
elected treasurer. Ramon B. 
Fisch, Horsman Dolls, Inc., 
was named assistant trea- 
surer. 





200 Fifth Avenue ° 


e HOTEL NEW YORKER « 
e 200 FIFTH AVENUE . 





TOY MANUFACTURERS OF U. S. A., Inc. PCLT 3 
New York 10, N. Y. pty 
INVITES YOU TO ATTEND THE sto 


1958 7 “Joy by ee 


in New York City 


Monday, March 10th thru Wednesday, March 19th 
Cuhihits at. . . 


. and other permanent show. ooms 


STARTING, once again, ON A MONDAY 
EXHIBITS CPEN DAILY, Excen? on Sunday 






TOYS 


HOTEL SHERATON-McALPIN 
1107 BROADWAY 
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Call your jobber or write 


KRYLON, INC. 


NORRISTOWN, PA. 


No wonder KRYLON is 
Ist in SALES—Ist in PROFITS 


© Fast turnover on a40% profit 


@ Sales-stimulating displays 


@ Eye-catching label... winner 
of C.S.M.A. aerosol award 


© Top quality ... the pioneer 
is still the pace setter 


e Best-seller colors, Crystal- 
Clear and Varnish Sprays 


® 
backs you with 


powerful advertising in 


LIFE 








. 


HOT DEMAND 


now for 1958 











Swivel seat for long life, 34°’ pipe 


POP-UP SPRINKLER HEAD 


Pops up 112” above grass 

















REGULAR SPRINKLER HEAD 
Fully adjustable, solid brass 
4 HOSE TO PIPE FITTINGS 
= Various sizes available 
HOSE Y 


Ideal for Siamese connections 





OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 


PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 
CHAMPION BRASS MFG. CO. 





1460 NAUD ST. ® LOS ANGELES 12, CALIF. © CA 






ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, 34"" pipe 


UNION VALVE (Non-Union $2.60) ¢ 


ROYAL CHEF GRILLS 


Grills that will send your outdoor cooking 
sales aroaring! Greater profits on every 


model . . . from $4.95 


to $300.00! 
LIST PRICE 


550 
960 | 
$] 00 





124 — 
vm ety, complete with utility 
and stain 


less steel windshield. Sug- 
gested retail only 


29.955 


RC- 


Handsome chrome 


or 
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\Chattanooga Royal Company « Chattanooga 6, Tenn 
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Get facts today on complete line Royal Chef 


COUNTERSINK BITS 
5” WOOD SCREWS 


?p iit Aer | 
No. 4 






Drills and Countersinks 
3 depths for flush or recessed screws 


— in 1 operation — 
4 drills for the 8 most popular 




















Automatic stop 
adjusts to 3 depths 





TO ADJUST 
STOP 


Press spring and slide the 
stop to one of the three 
notches on the bit shank. 
Stop locks automatically. 


P-AR KER MANUFACTURING om ©) 


Drill and Countersink Holes 
for Wood Screws 
In ONE Operation 


for 8 Screw Sizes « 24 Combinations 


® For drilling perfect flush or recessed counter- 
sunk holes for 8 most common sizes of wood 
screws. 


© Depth-a-Dapter adjusts quickly, automatically 
on all four, hardened tool steel bits. 


® Easiest way to drill multiple holes, bored and 
countersunk exactly alike. 


® Bright yellow-black card attracts and sells. 


Suggested List $1.70 per set 


Manufacturers of World-Famous Trojan Saw Blades and Frames 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U.S.A. 
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Paul Meador Resigns 
From Morrow-Thomas 


Paul Meador has resigned 
as president of the Morrow- 
Thomas Hardware Co., Ama- 
rillo wholesaler. 

Mr. Morrow made the an- 
nouncement at the Jan. 18 
directors meeting and it be- 

came effective that day. His 
future plans were not re- 
vealed. 





Brockway Heads Sales 
Of Barcalo Tool Div. 


James H. Brockway has 
been appointed sales man- 
ager of the Tool Division of 
Barcalo Mfg. Co., Buffalo. 

Mr. Brockway was vice- 








JAMES H. BROCKWAY 


president of sales for Reif 
Rexoil, Buffalo, and has 
been associated with General 
Electric, Hotpoint Co. and 
Fedders-Quiggan Co. in vari- 
ous sales executive positions. 





Landers Names Morrill 
Division Sales Manager 


Robert E. Morrill has been 
appointed sales manager 
the Home Cleaning Equip- 
ment division of 
| Frary & Clark, New Britain, 


News of the Trade 


of 


Landers, 









all 


Conn. He will handle 
sales of Universal vacuum 
cleaners and floor polishers 
plus private brand cleaners. 
Mr. Morrill started with 
Landers in 1946 as a sales 
trainee. In 1954 he became 
market development manager 
of the Home Cleaning divi- 
sion under Lee Moss, vice- 
president and sales manager 
of the division. Mr. Morrill 
now succeeds Mr. Moss who 
recently became director of 
marketing for all of Landers’ 
New Britain divisions. 


Jack Howard Promoted 
By True Temper Corp. 


J. H. Howard has been 
appointed to the new post 
of product manager for the 
hardware division of True 
Temper Corp., Cleveland. 

Mr. Howard joined True 
Temper 11 years ago and 
spent six years at the firm’s 
Kelly Works in Charleston, 
W. Va. He has been with 
the Cleveland headquarters 
merchandising department 
since 1951. 

Mr. Howard is a national 
authority on hammers and 
allied tool lines. 


Dicks Names Pontius 
To Promotion Post 


John G. Pontius, eastern 
district sales manager, Mel- 
rose, Mass., has been named 
to handle sales promotion 
and product development for 
Dicks - Armstrong Pontius, 
Inc., Dayton. 

Mr. Pontius will be in the 
Dayton general offices of the 
firm which manufactures 
putty and glazing, sealing 


and caulking compounds. 








| Vistes Levels 


MAGNESIUM 
_ Model 152-M— 
| Retail _ 
24”-——-$ 8.66 
28”—$ 9.06 
48”—$14.58@ | 
78” —$24.60 


ACT TODAY! Send for Literature and Discounts 


EMPIRE LEVEL MFG. CO. 


Here is the Level se eraftemaes 
resist. First real improvement mate te tevcls ta $8 seme. 
New EMPIRE CRYSTAL VISION with Stereeptic Lenses 


Advertising brings custemers te 
| rour stere. Stcek and display Emsgire Crystal 


Survives Accidental Falls 









Teele fer the Nation's Cra 
10926 W. Potter Road, Milwaukee, Wis. 
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GRIFEIN HINGES 


\ 


Griffin’s high standards of quality assure 
your customer handsome appearance 


during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 


faster selling in Griffin’s eye-catching 
VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 


AN 
ws\A 
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Model 50 43 
$4.45 “3 ROTARY 


GRASS SHEAR by 


ROWEL- EZV SELF-SELLING DISPLAY 

j Famous *Patented Reflecting House Numbers 

—, Keflexite numbers 

| FOR will not rust 
@ » PROFITS stain, fade or 

rs 4 lose reflecting 


quality 























&; 





Model 300 America’s favorite 


$6.95 w all purpose lawn and 









Model 100 Ay garden edgers... Numbers 3%” high. 
$5.65 3 , ; free Individually packed 
, £ SL “ rues? Quality | all metal % with rust-proof screws. 
yr 6 matertats and display case. Available in gold or 
Workmanship gray color. , chtch 

‘ ‘ 67” width siiver, specity wnic 
a A Real Labor-Saving 29” depth when ordering. 
® [i or vag 10” total height 25¢ RETAIL 

; * Colorful 48-inch Handles 
, iy A FAST SELLER! | *REFLEXITE is the “miracle material” used to mark 
Model 200 . EE NOW! A 40% | highways. Thousands of tiny lenses are perma- 


$6.65 


nently molded in to create intense reflection. 


DEALER DISCOUNT ITEM | Write for free literature and price list 


CASH. IN ON ROWE'L-EZY POPULARITY | LUCE REFLEXITE CORPORATION 
ORDER HOW FROM YOUR JOBBER 


Rowe Tool Co., 312 S. Palm Ave., Alhambra, Cal. Westport, Connecticut 
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W ane THERMOMETERS 


.. Every Household Use! 


































































MEAT 
THERMOMETER 


. use anywhere . . 


. guaranteed accuracy! 


An excellent, moderately priced meat 
thermometer for use in oven, on rotisserie 

and outdoor grill. Extremely accurate 

with rustless metal stem and frame, easy-to- 
read aluminum dial protected by extra 

heavy glass. Dial is marked with recommended 
temperatures for roasting all popular 

meats and poultry. Carded. Enjoy 

big profits! Order now! 


Suggested Retail 


$1.98 


OVEN THERMOMETER 


. perfect oven cooking No. 
every time! 2 






A very fine oven thermometer designed 
and built to give exact oven temperatures 
for all oven cooking. Rust resistant 

with genuine porcelain enamel 

dial and chrome trim. Registers 

up to 600° F. 234” high. 


Cm eS 


Suggested Retail 


$1.00 


a it REFRIGERATOR-FREEZER 
lD THERMOMETER 


. stands or hangs 
in refrigerator or freezer! 


For highest efficiency and food 

safety, every refrigerator and freezer 
should contain a Cooper Refrigerator- 
Freezer Thermometer. Baked white 
enamel dial reads to —30° F. 

25g” high, attractively carded. 





Suggested Retail $1.00 


Clipper = 
WALL THERMOMETER 


Really handsome, yet inexpensive. 
Completely finished in lustrous brass 9 _ 


——_ extremely attractive . j 
~ eaten 
nautical design! D> ae * 






with temperature range of —40° F 

to +120° F. Traditional eight 

spoke ships wheel frame, unbreakable / 

crystal, concealed wall hanger. : 
Suggested Retail $1 39 


Attractively carded 
The Leader In Temperature Measuring Devices Since 1885! 


THE tea bcc esanagy siectiecisheg COMPANY 


@etraitaty 














News of the Trade 











NEWS OF 


MANUFACTURERS’ AGENTS 


Holthouse and Hartup, 
Inc., Waynesboro, Tenn., has 
named Henry A. Hoeynck, 
Jr., 5287 Delmar Boulevard, 
University City, Mo., repre- 
sentative for its Hill Hick- 
ory tool handles. He will 
cover most of Missouri (ex- 
cept Kansas City) and 
Cairo, Ill. 


Vv 
Cusack & Harman, Kansas 
City, manufacturers’ agents, 
has announced that Cecil K. 
Hackler has joined its staff. 
Mr. Hackler was general 





C. K. HACKLER 


sales manager of Richards & 
Conover Hardware Co., Kan- 
sas City wholesaler. He will 


| work with W. L. Phillips, 


sales promotion manager, 
and John J. Brosnahan. 


v 

Art Wire & Stamping Co., 
Newark, has appointed two 
representatives to handle 
Luxon, Kebal and Kelux 
terminal fishing tackle. Gil- 
lard-Sneyd Co., Seattle, will 
cover Washington, Oregon, 


Idaho, Montana, Wyoming, 
and British Columbia. Mc- 
Cune-Phillips Co., San Fran- 
cisco, will cover California, 


Nevada, Utah, Colorado, 
Arizona, New Mexico, El 
Paso, Tex., and Hawaiian 
Islands. 

Vv 
E. R. Wagner Mfg. Co., 
Milwaukee, has appointed 


Kerr & Kerr of New York 
to cover metropolitan New 
York and northern New Jer- 
sey. Philip Simon, currently 
covering Washington, D. C., 
will also handle Philadelphia 
and southern New Jersey. 
The two firms have taken 
over the territory formerly 
covered by Leo 8S. Koch, New 
York, who has joined Wag- 
ner as a merchandising con- 
sultant. 


Vv 
Plastic Products Corp., 
Cleveland, has appointed 
Arthur Mizner representa- 
tive for its planter, mailbox, 
and toboggan lines in New 
York City and northern New 
Jersey. Mr. Mizner has been 
calling on the hardware and 
garden supply trade for the 
past 10 years. 
v 
Lawrence J. Baldwin & 
Son, New Orleans and Dal- 
las, has appointed Arch C. 
McLaren, 749 W. Snowden 
Circle, Memphis, to call upon 
the trade in Arkansas, Ten- 
nessee, Alabama and Missis- 
sippi. Mr. McLaren was with 
National Guard Products 
Co., Memphis, and _ joined 
Lawrence J. Baldwin & Son 
on Jan. 1. 





Top Level Changes At 
Plume & Atwood Mfg. 


Several top level changes 
have been made at Plume & 
Atwood Mfg. Co., Thomas- 
ton, Conn., to follow the 
resignation of Thomas I. S. 
Boak, president and _ trea- 
surer of the company, as of 
Feb. 15. 

Henry L. Shepherd has 
been elected chairman of the 
board. Mr. Shepherd is a 
senior partner in the law 
firm of Shepherd, Murtha 
and Merritt in Hartford and 
has been Plume & Atwood 
counsel for 12 years. 

Harry T. Silverman has 
been elected president. He is 
also president of Dorset 


Products, Inc., New York, 
and chairman of the execu- 
tive committee of United 
Whalen Drug Co. 

S. H. Kimmens has been 
elected treasurer. He has 
been controller for the firm 
for the past eight years. Mr. 
Kimmens came to Plume & 
Atwood from Billings & 
Spencer Co., Hartford, where 
he also served as controller. 

Leo Bertisch, president, 
United Whalen Drug Co., 
has been elected to the board. 

Mr. Boak, the retiring 
Plume & Atwood president, 
has held that position since 
1950. Before that, he served 
as works manager of the 
Winchester - Western Div., 
Olin-Mathieson Chemical. 
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HOLDS THE NO. 1 BEST SELLER SPOT 






























































































































; COAST-TO-COAST 
Young America’s choice — and hei tn 
Your choice 
for BIG **When you sell 
' volume sales nserng thr 
big 
<a hg Doll Stroller 
seats eustan S” Guaranteed by 
PARE NTS' Good Housekeeping 
«, MAGAZINE + SOF as —— att ORS 
ord i E E> pot 4 a PERMANENT SHOWROOMS 
G A R D N Ee R, M AS Ss. SPACE 1537, AMERICAN FURNITURE MART, CHICAGO 
WRITE DEPT HA-2 SPACE. STH FLOOR sou. PuRN. EXPOSITION BLOG.. HIGH POINT. NC 
CHAIR-LOC i JUMBO 
ACE B All steel, large ca- 
NOT Amozing New Liquid Low-priced favor- & pacity (4 cu. ft.). 
3 S-W-E-L-L-S Wood Anon me g Edge yi press- 
GLU P andies suppor ay rein- 
- , a © ee ee eee] full length of 3 cu. j forced with steel 
4 permanently. | ft. capacity tray. rod. Braces support 
ap, © Quickest end conte wan | Baked automotive © tray, legs. Baked 
NG to fix fleose ehair yuaen | finish, self-lubri- | automotive finish. 
legs, handles, dowels, | cating bearings, g Pneumatic, semi- 
deve-tails, ete. | puncture-proof tire. . pneumatic or steel 
A Fast-Selling Impulse item . wheel. 
Write for Free Samples and ahaa te 
Literature -~ 
CHAIR: LOC co. | ot My . om 
. N. , a of , 
es ‘ wan | | F QUALITY PRODUCTS °* 
9 
WHAT’S NEW? 
LAWN SPRAYER SPREADERS 
. ——_  * . Best controlled appli- 7 models. M 
Turn to pages : 175-176 of this cator for liquid fertili- : bog A yy 
issue. The Quick Check Card ire Took belts Sit s OLDEST and LARGEST : iow central. Non. fax 
| . properly filled out will bring you gals., enough for 11,000 -: WHEELBARROW MAKER = per” “for spreading, eat 
uickly the detail d- sq. ft. Non-mist spray, : moss. Nylon on By 
q the «details on new pro . 3 ; ; 
non-corrosive pump. : Baked automotive finish. 
ucts that interest you. Baked automotive finish. *. IN AMERICA 
anw= & 
i IT’S QUICK—IT’S FREE nen een eres . Write for FREE Literature 
JACKSON MFG, CO. 
| 
5 » 
! TOY CATALOG | ' 
: « LAWN ROLLERS 
6 ' 5 sizes. Axles 
1 ial Here's 7 toy one hobby , ' run completely 2-in-1 SPREADER-CART 
y i? you nee or setting up oO 4 through hi h orade “Im 
§ successful toy deportment. Educational pre- 4 LAWN and GARDEN CARTS # <ice: poh ang Combinat d nd 4 
ee Se, er ee eee 2 ruggedly-built models. Low- 4 Rounded edges ft. cart. Features 1 
g kits metal tapping, work benches and boking » fees Handi- Cart. shown oom, onl i t tti 0 4 dle. weed handle. 13 “r- 
g tables, hond too! sets, pegtabies, biackboords 4 7 " Del hold 4 , ' Prevent cutting aent bak 7 ut - . 
8 etc. Write for your copy today. : ackson Deluxe cu. ft., sod. Adjustable : th ae yoo a roy 
1 ; feature popul ar flat bottom, # scrapers. A “at yton , arings, s- 
gs AMERICAN TOY & FURNITURE COMPANY , baked automotive finish. ‘ - op teal spreading 
§ 6130 N. Clark St. Chicogo 26, Hilinois 1 ao 
Leese eceecececeeaeseeeaaesaanaaceas' AT HARDWARE STORES & GARDEN SUPPLY DEALERS 























HARDWARE AGE, FEBRUARY 13, 1958 





You haven't seen them all until you ve 


seen the complete line of plastic 


GARDEN HOSE 













by 
PLYMOUTH 


Originators of plastic garden hose 








THERE IS A DIFFERENCE! 


All Plymouth hose is FULLY GUARANTEED! 


NOW .. . you can get the BEST at 
prices to meet or beat your 
competition! 


Write today for free sample and prices. 


“77 
ion) 
7ia 


Pitz,Y MOU T' £4 Russer COMPANY. INC 


since 1896 


"A ATT AT 
. ANTON 


MASSACHUSETTS 
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News of the Trade 


Rose, Kimball & Baxter 
Holds First Meeting 


(Continued from page 231) 
gram, talked about advertis- 
ing and sales promotion. 

All dealers who were in- 
vited attended the meeting. 
Six additional dealer guests 
indicated they wish to go 
along with the program. In- 
dications now point to put- 
ting the Program in at least 
20 stores this year. 


“We consider this first 
meeting a great success and 
will probably have them 


about twice a year,” reports 
M. Gloyd Kimball, vice- 
president in charge of sales. 
“Dealers are very much in- 
terested in anything that will 
help them make more profit.” 


Master Mfg. Co. Names 
Epstein Sales Manager 


Ben Epstein has 
named _§ sales 


been 
manager of 





BEN EPSTEIN 


Master Mfg. Co., Cleveland, 
housewares manufacturer. 

Mr. Epstein was sales 
manager of the Regal Ware 
jobber dealer division and 
was with Cory Corp. for 
more than 14 years. 


Kalamazoo Sled Co. 
Elects Two Officers 


Kalamazoo Sled Co., Kala- 
mazoo, Mich., has_ elected 
two new officers. 

F. Earl Martin, sales man- 
ager, has been elected vice- 
president in charge of sales. 

L. J. Watson, controller, 
has been elected treasurer. 


Crescent Marks Fifty 
Years Of Tool Making 


Crescent Tool Co., James- 
town, New York, celebrated 
its 50th year in 1957. 

Karl Peterson founded the 
tool making firm in 1907 in 
Jamestown. The name Cres- 


cent was the result of an 
offer of a prize to the 20 
men in the shop. 

Today, the founder’s only 
son Marvin L. Peterson is 


president of the firm that 
now covers thousands of 
square feet of manufac- 


turing space. 
Salisbury Heads Sales 


At Warren Tool Corp. 


Bill C. Salisbury has been 
promoted to sales manager 





BILL C. SALISBURY 


by Warren Tool Corp., War- 
ren, Ohio. He has been as- 
sistant sales manager 
1956. 

Mr. Salisbury joined the 
firm in 1953 as a representa- 
tive in the Chicago area. He 
had been associated with the 
Enos Coal Mining Co., In- 
dianapolis. 


since 


Melamine Dinnerware 
Sales At $70 Million 


Melamine dinnerware sales 
for 1957 were estimated at 
$70 million by the Melamine 
Council at its 2nd annual 
meeting recently at Chicago. 
This .compares with $60 
million in 1956. 

Members of the policy 
steering committee were 
elected for 1958. They are: 
William T. Stopford, sales 
manager, Boonton Molding 
Co., chairman; George Goul- 
der, president, International 
Molded Plastics, Inc.; Rich- 
ard Cone, director of sales, 
Plastics Mfg. Co.; Mark 
Hopkins, director of sales, 
dinnerware, Pro-Phy-Lac-Tic 
Brush Co.; George Wilcox, 
director of dinnerware sales, 
Watertown Mfg. Co. 


DEALER BRIEFS: 

(Continued from page 230) 
The store planning and re- 
modeling is being done under 
this program. Work is ex- 
pected to be completed in 
February. 
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MAKE MINE 





Linemen, electricians...men who 
know good tools... are satisfied only 
with the best. When it comes to pliers, 
they know the best is Klein’s—famous 
for quality “since 1857.” 

For your top customers... those 
who appreciate the finest in tools... 
be sure your stock of Klein Pliers is 
adequate. 


100 years of service 
to linemen,  electri- 
cians and industry is 
back of this new 
Pocket Tool Guide No. 
100. A copy will be 
sent you upon request, 
without obligation. 





Foreign Distributor 
international Standard Electric Corp. 
New York 


or | KLE ‘ N: & Sons 


“K ROAT . 











Easy to install . . . requires shal- 
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low hole . . . fixture can be re- 
| moved and replaced without y™ 
loosening anchor...a few ham- i 
mer blows set anchor firmly .. . 
conical-shape nut expands lead 
sleeve to provide strong holding 
power ... widely used by elec- 
tricians, plumbers, carpenters, 
ornamental iron workers, main- 
| tenance men, awning and sign 
| men and other tradesmen. 
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Cutaway drawings 


setting 
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| HAMMERLESS SETTING TOOL 


Expander hammerless 
setting tool for easy installation of 
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Screw Anchors in hollow tile, bottomless or weak-bottom holes. 


Arro Machine 











THE ARRO LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 











A-C-E EXPANSION SHIELD MACHIN ; ANCHOR 
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©-E EXPANSION SHIELD 





DOUBLE EXPANSION SHIELD 
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LAG SCREW EXPANSION SHIELD 
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TWO WING TOGGLE BOLT 
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TUMBLE TYPE 
TOGGLE BOL 


See your industria 
hardware or electrical supplier 











ARRO-CORE 


STR Secee 


ARROFLUTE CARBIDE MASONRY DRILL 


MASONRY DRILL 


——=—— 


FOQUR-F LU TE HAR ND ST 





FOUR-FLUTE 
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TWIST D 


DRILL POINT 





RUBBERGRIP DRILL 
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LITTLE MAJOR TURNBUCKLE 


POINT HOLDER 











ARRO EXPANSION BOLT COMPANY 


| Dept. H, P.O. Box 388, Marion, Ohio 

















New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Millers Falls Co., Green- 
field, Mass., has appointed 
Jack Kline manager of its 
southeastern sales. district 
with headquarters in At- 
lanta. He previously rep- 
resented the company out of 
Kansas City. He succeeds 
Harry Creller who retired 
recently after 39 years with 
the company. 

Vv 

Lawn-Boy Div., Outboard 
Marine Corp., Lamar, Mo., 
has promoted John S. Clark 





a 


JOHN S. CLARK 


to West Coast district mana- 
ger. He will handle the 
sales program in California, 
Nevada, Utah, Arizona, and 
New Mexico. Mr. Clark has 
been a representative with 
Lawn-Boy since 1954. Be- 
fore that he spent 13 years 
as supervisor of sales and 
branch manager of Colonial 
Baking Co. 
Vv 

Corbin Cabinet Lock Div. 
American Hardware Corp.. 
has named Joseph P. Pihiel 
sales representative in the 
Chicago metropolitan area. 


He was representative in 
Washington, Oregon and 
Montana. 


v 
Witt Cornice Co., Cincin- 
nati, has appointed William 
Cairns representative for 
western Pennsylvania, west- 
ern New York state, and 
West Virginia except Blue- 
field. Mr. Cairns has been 
in sales and promotion work 

for 20 years. 


News of the Trade 








LAWRENCE LINDGREN 


Lindgren Gets Sales 
Post At Witt Cornice 


Lawrence V. Lindgren has 
been appointed assistant 
sales manager at Witt Corn- 
ice Co., Cincinnati. 

Mr. Lindren has over 10 
years’ experience in sales 
and promotion activities with 
Barclays Bank and Selective 
Insurance Co., Cincinnati. 


Borden Company Name 


The Borden Co. Chemical 
Div., Borden Co., New York, 
has changed its name to Bor- 
den Chemical Co., Div. of 
the Borden Co. 





Tow! “hdams-Rite Type” 
RESIDENTIAL HARDWARE 


. newly added to the fine 
line of top-quality Builders’ 
Hardware by SAFE 
since 1849. 
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Marcus Heads Sales 
At Emenee Industries 


Bill Marcus, sales manager 
of Emenee Industries, Inc., 


BILL MARCUS 


New York, has been elected 
vice-president in charge of 
sales. This is a newly created 
post at Emenee. 

Mr. 
the firm since it was organ- 
ized seven years ago. Before 
becoming sales manager he 
covered almost every region 
in the country as a repre- 
sentative for the company’s 
musical toys. 


Marcus has been with 


this cabinet 





means 
business 


in SPRINGS 


Here’s the easy practical way to meet 


the daily calls for standard springs. 


353 Jamb Bolt * 44 Edge Pull * 102, 202, 
206, 101, 201 Flush Pulls * 115, 734 Flush 
Pulls * 784, 109, 209, 114 Flush Pulls ° 
444, 445 Cremone Bolts * 344” - '” - 
4" Surface Bolts and Slide Bolts. 


Cabinet No. 932 contains 402 plated, 
precision-made springs—127 different 
sizes of extension and compression 
springs — in coded compartments. 


Boxed refills shipped from stock. Also 


cf h 





<<» 





Order from your jobber. 


PADLOCK and HARDWARE COMPANY 
LANCASTER, PENNSYLVANIA 






N 





smaller assortments in one- and two- 
drawer cabinets. 


Order from your jobber, or write us 


Also Weotherstrips 
Clean-out Augers 


(909 Pole Sockets 


ARDNER WIRE CO. 
1329 So. Cicero Ave., Chicago 50, fil. 
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Why stock A 
when will do / 


The RediMix 2 in 1 is the only sprayer . . . for all garden 
needs! Sprays lawns, flowers, and trees! 


@ Sprays flowers, lawns, and e@ Dial-A-Spray control valve, 


trees. Built-in Back Siphonage pro- 
@ Comes with 2 different noz- tection, new Zamak cap, and 
zles, instantly interchangeable. all brass working parts. . , 
@ Eye-catching display card. @ 40% discount on case of 3. ate ee ca 


Write for free catalog of all Sprayers & Nozzles fine products 


4 


or contact your local distributor. 


No. 243C RediMix 2 in 1 $4.95 complete 





WORLD’S BEST | 

* See page 341] of July 1956 issue of 
GARDEN HOSE leading consumer research magazine 
SPRAYER * 








x 


RediM tle Gi 
iMix Little Giont RediSprinkler 


Pedi. Lownmaster Sprayer 


Shrubmaster 
‘einen Ken* Sprayall 


Garden Feeder 











U PM TICKETS 
TELL AND SELL 


Price mark all self-service items 
with UPM tickets—to help your 
customers help themselves. The 
Universal Price Marking System 
is the only pricing system that 
has price tickets in convenient 
re-fillable book form. 






| _ C AN a : u ‘ 
with New! Improved! 


PARKS 


SEALER PRIMER 
White Pigmented Shellac 


— 


Superior in Every Way 


Parks Sealer Primer has greater viscosity, See 
(REDUCES SPATTERING), seals and kills stains Does 4 jobs 

















better, goes further, covers more and... —_— 
A DRIES FLAT IN 30 MINUTES! . . . ready for | oaey eppnemten 
¢ DISPLAY TICKETS finish coat. © Seals © Primes 
¢ MOULDING TICKETS Parks Sealer Primer with its pure shellac base © Kills Stai 
¢ BIN TICKETS costs no more and often less than ordinary is stains 
* SPECIAL SALES mtepeacey sete * Preserves 
PROMOTION TICKETS So for happy customers and ‘‘repeat"’ profits . . . 
inte ck pape ae give them the best . . . Parks Sealer Primer 
i tickets are use y merica & 
leading merchand.sers. Made by the manufacturers of - TEST If YOURSELF 
- . , ee ; ina’ ite for FREE l 
Write for samples and price list. Parks “Quick Drying” Shellac lettorheod. Try “yg aadnens 
UNIVERSAL PRICE MARKING SYSTEM Available in Gals., Qts., Pints. Order from your jobber surprise. 


401-M Washington Avenue South 


MINNEAPOLIS 15, MINNESOTA T h e PA R ie 5 C0 M p A N y 10 MAIN STREET 
SOMERSET, MASSACHUSETTS 
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Hardware Merchants & Manufacturers Honor 
William A. Partell At 72nd Annual Banquet 


William A. Purtell, U. S. 
Senator from Connecticut 
and former president of 





WILLIAM A. PURTELL 


Holo-Krome Screw Corp., 
Hartford, was honored with 
a gold medal and scroll Jan. 
23 at the 72nd annual ban- 
quet of the Hardware Mer- 
chants & Manufacturers 
Assn. of Philadelphia. 

Mr. Purtell received the 
award for “outstanding ac- 


tivities that reflect credit 
upon American business.” 

The Jury of Award was 
Edward K. Tryon, III, chair- 
man; D. Rumsey Plumb and 
Wm. Geo. Steltz, Jr. 

D. Rumsey Plumb, Fayette 
R. Plumb, Inc., Philadelphia, 
the new president, was toast- 
master. 

Other officers for 1958 are 
John R. Griffith, Shields & 
Brother, Philadelphia, vice- 
president, and Thomas A. 
Fernley, Jr., Philadelphia, 
secretary-treasurer. 

Directors are E. K. Tryon, 
III, Edward K. Tryon Co.; 
R. P. Farrington, Potts-Far- 
rington Co.; Wm. Geo. Steltz, 
Supplee - Biddle - Steltz Co.; 
H. D. Moore, Metal Sponge 
Sales Corp.; A. P. Goldsmith, 
Wickwire Spencer Steel Div., 
Colorado Fuel & Iron Corp.; 
E. A. McKenna, Stanley- 
Yankee Tools, Inc. All are 
Philadelphia firms. 





Brand Names Finalists Are Chosen In 10th 
Annual Contest; 20 Dealers In the Running 


Twenty hardware _ stores 
will vie for honors in the 
1957 Brand Name Retailer- 
of-the-Year contest. Five 
awards will be presented in 
this tenth annual competi- 
tion. 

The contest swung into its 
final phase when Henry E. 
Abt, president of the Brand 
Names Foundation, Inc., an- 
nounced the names of the 
finalists. They represent 12 
states, Washington, D. C., 
and Canada with Indiana 
showing the greatest num- 


ber. Al Forgit Hardware, 
Newport Beach, Calif., a 
runner-up Certificate of 


Honor winner last year is 
again in the running. 
Other finalists are: Build- 
ers Hardware & Supply Co., 
Bay Minette, Ala.; Matthews 


Hardware Co., Inc., Pine 
Bluff, Ark.; Fortuna Hard- 
ware Co., Fortuna, Calif.; 
Stafford Hardware, Inc., 
Stafford Springs, Conn.; 
Meenehan’s Hardware, 
Washington, D. C.; Kren- 


gel’s Hardware, Inc., Twin 


Falls, Idaho; Dorset Hard- 
ware, Inc., Connersville, 
Ind.; Hartford Hardware 


Co., Hartford City, Ind. 
Also: Klopfenstein Hard- 
ware & Appliance, Portland, 


250 


Ind.; Paitson Brothers Hard- 
ware Co., Inc., Terre Haute, 
Ind.; Conrad Hardware, Fal- 
mouth, Ky.; Plaza MHard- 
ware, Newark, Ohio; 
Dobyns-Lantz Hardware Co., 
Stigler, Okla.; Hiller’s Sons, 
Houtzdale, Pa.; Public Ser- 
vice Hardware, Portsmouth, 


Va.; Fuel, Feed & Bidg. 
Supplies Corp., Virginia 
Beach, Va.; Haugen Hard- 


ware, Orfordville, Wis.; Na- 


tional Supply & Hardware 
Co., Milwaukee; Bleury 
Hardware Co., Ltd., Mon- 
treal. 


Finalists have been invited 


to submit an_ illustrated 
presentation covering 1957 
advertising, sales training 


and other brand promotional 
activities. They will be re- 
viewed in New York March 
5, 6 and 7 and a winner 
will be selected then. Judges 
are 24 executives from the 
winning stores in the 1956 
contest. 

Brand Name Retailer of 
the Year winner is awarded 
a plaque and Certificates of 
Distinction go to runners-up. 

Awards will be presented 
April 16 in New York. This 
dinner climaxes National 
Brand Names Week, April 
13-20. 


News of the Trade 





Bingham's IBM Set Up 

Is Now In Operation 
Jan. 20 was a big day for 

W. Bingham Co., Cleveland 


wholesaler. On that day 
Bingham began using its 
IBM installation for han- 


dling orders in parts of its 
broad sales territory. 

The third installation of 
its type in the country, Bing- 
ham’s IBM 305 RAMAC unit 
has a memory drum capable 
of storing five million digits 
of information. 

Spencer E. Cram, Bing- 
ham president, has guided 
the transition to IBM meth- 
ods of invoicing and order 
procedure during the two 
years of planning and in- 
stallation. 

On Jan. 20 the first dealer 
orders were fed into the ma- 
chine for processing. Here 
is what the machine does to 
such orders: 

It produces punch cards 
at the rate of 30 per minute. 
These cards control printing 
of invoices, cost extensions, 
printing of shipping labels, 
adjustment of Bingham in- 
ventory control, and con- 


stantly recheck against pos- 
sible error. 


iIBM’s RAMAC relieves 
Bingham salesmen of much 
detail work. It is expected 
to considerably speed up 
dealer invoicing and deliv- 
ery, while controlling many 
facets of bookkeeping and 
inventory control without the 
possibility of error, accord- 
ing to Mr. Cram. 

Bingham expects to have 
IBM billing in effect for all 
of its dealers by April 1. 


Moss Named Landers’ 
Director Of Marketing 


Lee Moss, vice-president 
and sales manager of the 
vacuum cleaner division, 
Landers, Frary & Clark, 
New Britain, Conn., has been 
named director of marketing 
for the company. 

Mr. Moss joined the firm’s 
laundry equipment division 
in 1922 and later went to 
the retail division. In 1934 
he became sales manager of 
the vacuum cleaner division 
and in 1954 he was elected 
a vice-president. 





1957 sales contest. 


These six salesmen won awards in the Supplee Biddle Steltz Co. 
Awards were presented at the Philadelphia 





wholesaler's annual three day sales meeting held recently at the 
Sheraton Hotel. Winners are left to right in order of their standing 
in the awards: Edward Levy, Irving Wilson, John P. Conner, Robert 
Tauber, Robert Langsdorf and Joseph Connell. 





Use of proper log handling tools is featured in this float as part of 
the home fire safety program initiated by the Boy Scouts of America. 
The FireTender fireplace tool manufactured by Centre 5rass Works, 
Inc., New York, was used to illustrate the correct method to safely 
handle burning logs. 
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A report in pictures of events in the trade 


HA Photo Angles 


: 
The Yankee Hardwaremen enter- 
tained 100 hardware wholesalers 
at its Christmas Party at the 
Statler hotel, New York. Shown 
left to right are: Neill McGarvey, 
entertainment chairman; H. J. 
Lamb, secretary; Jack Whitteker. 
retiring president; J. E. Wright, 
president; J. L. Herbold, vice- 
president; Keen Markey, publicity 
chairman. 


4 


Warp Bros., Chicago plastic 
products manufacturer laid plans 
for 1958 at its recent annual 
sales meeting. Shown here, left to 
right: John O'Meara; Delbert 
Christensen; Joe Cahill: John 
Warp, vice-president; Orville 
Thompson; Harold Warp, presi- 
dent: Elmer Smith: Karl Boehm, 
general sales manager; Lavern 
Nielsen: John Norton: Connie 


Apffel: Glenn Duffy. 


Lufkin Rule Co., Saginaw, Mich., announced about 30 new and improved tools, due for introduction this year, at its annual sales 
conference Jan. 2-5. Sixty-four sales people from across the United States and Barrie, Ontario, participated in the conference. 
fj Middletown, N. Y. factory, the headquarters office in Saginaw and the firm's advertising agency were also represented at 
the sessions. 
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Classified Opportunities Section 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words...... — 
Each additional word...... 
Positions Wanted 
{Special Rate) set solid, maximum 
a nn... on phe eek eg genkabal 2.00 
Each additional EER Oe 05 


Allow Seven Words for Keyed Address 
or Your Address 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5° discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, 
caraiogs, 
number advertisers. 
sufficient postage for remailing. 


Thursday. 


literature, 
etc., will not be forwarded to box 


unless accompanied by 


No agency commission allowed. 
HARDWARE AGE is published every other 
Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 














Representatives Wanted Representatives Wanted 


Representatives Wanted 











SALES REPRESENTATIVES 
WANTED 


Long established, leading manu- 
facturer of cabinet hardware is 
expanding sales organization. Sev- 
eral Choice exclusive territories 
open for aggressive men with fol- 
lowing among Hardware and 
Building Supply Wholesalers. 


Address Box B-18, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





HOSE © SPRINKLERS * SPRAYS 


Salesman wanted, calling on 
retailers and jobbers, trades 
The most 


complete line of its kind. Com- 


of all descriptions. 


mission basis. 


Address Box {13!, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





ARE YOU AN AGGRESSIVE 
SALESMAN? 


The Hooker Glass & Paint Manufacturing 
Company, a 103 year old Chicago firm in 
the midst of an expansion program, is 
looking for a young, aggressive salesman 
interested not in the immediate dollar 
alone, but in a sound future with excellent 
potential earnings. We are not interested 
in order takers. Send complete resume 
including photograph to R. A. Jones, Vice 
President Sales, 


Hooker Glass & Paint Manufacturing Company 
659 W. Washington Bivd., Chicago 6, Illinois 























SALESMAN FOR MICHIGAN 


Opportunity for young man to work with district 
sales manager for Michigan Territory selling 
America’s most distinguished line of power mowers. 
Position includes selling to dealers, merchandising 
and market development. Salary and expenses plus 
commission. Car furnished. 

Reply, giving full details of background, age, ex- 
perience; college graduate preferred; include recent 
photo if possible. 


0. R. Lawson, Sales Manager Eastern Division 


JACOBSEN MANUFACTURING COMPANY 
Racine, Wisconsin 


BATHROOM ACCESSORIES— 
QUALITY CHROME PLATED 


Opportunities for aggressive Sales Or- 
ganizations or Representatives now cov- 
ering Jobbers and Distributors of Hard- 
ware, Plumbing Supplies, Tile, Building 
Materials, Floor and Wall Covering and 
Lumber Yards with companion lines in 
either of the following territories on an 
exclusive basis. 1—The six New En- 
gland States; 2—The State of New York 
City excepting the Metropolitan Area of 
New York City, Long Island and West- 
chester County. Reply in detail to: 


Address Box B-12, care cf HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





SCREWS—NUTS—BOLTS 


Outstanding Eastern Fastenings Company 
with nation-wide distribution now expand- 
ing. Finest Domestic Screws, Nuts, Bolts, 
Socket Screw Products, Washers, Threaded 
Rod, etc. New 64-page Catalog just com- 
pleted—most comprehensive in Industry. 
Openings available for high calibre Repre- 
sentatives calling on Hardware, Mill Supply, 
and Wholesale Electrical Supply. Give com- 
plete details, lines carried, territory covered, 
references, etc. 


Address Box B-1!7, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 

















30°% COMMISSION 


Pius bonus. Representative to contact hard- 
ware and paint stores. Excellent side-line 
(or full time). Write manufacturer, Mr. 
A. W. Katzman, 4550 Monroe St., Toledo 
13, Ohio. 





MANUFACTURER'S REPRESENTATIVE WANTED 


Salesman now calling on hardware and variety stores 
with two or three non- ye lines. We er a 
good staple line of 23¢, ¢ and 98¢ paints, low 
priced gallon paints and a Re. advertised line of 
popular priced paints on a commission basis. This 
merchandise has mass market apneal. Every store 
selling paints is a good prospect. Write advising age, 
marital status, territory covered, how often you cover 
it and lines now carried. 
Address Box 1217, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








HICKORY HANDLE REPRESENTATIVFS 
-Well established manufacturer of Hickory 
Striking Tool Ilandles has opening for established 








commission agents in the states of lowa, Ne- 
braska, Kansas, Missouri, New York, Lovwisiana, 
North and South Carolina, Virginia, Georgia. 


and Florida. Agent must be well established and 
calling on Wholesale Hardware, Mill Supply, and 
Industrial Jobbers, every 60 days. Write, givine 
complete information regarding lines handled, 
territory covered, number of accounts called on, 





and how often accounts covered. Address: Box 
B-28, care of Tlarnware Ace, Chestnut & 56th 
St., Philadelphia 39, Pa. 

MANUFACTURERS REPRESENTATIVES 


calling on Hardware Wholesalers, lumber yards 
etc., to sell line of huilders hardware which is 
smartly stvled, quality made and comnetitivels 
priced. Address: Box B-21, c2re of Harnrwart 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 
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Newly 
lished lines with volume sales possibilities. 
| in this field but old in sales know-how. Salesmen 
| possessing | dealer and wholesaler viewpoint who 


MANUFACTURER’S REPRESENTATIVES 
estah- 
New 


formed organization interested in 





Address: 
Chestnut & 56th Sts., 


are not ‘“‘callers’’ but men who can sell and 
promote. Coverage Upper New York State, New 
England or parts thereof. Write Box 123, Albany, 
New York. 

CO! D CHISELS, wrecking bars, etc. We 
make a full line of polished, branded, guaran- 
teed forgings sold direct to retailers. Representa- 


tives are wanted in Virginias, Carolinas and Ohio. 
care of HarnoWarRE AGE, 


Box A-36, 


Philadelphia 39, Pa. 





to sell 
clusive 
details 
Akron Supply Co., 





lyn, 


SALESMAN PLUMBING 
for established national 
territory, 10% commission. 
with references. Replies 
Inc., 216 Grand Street, 
New York. 





SPECIALTIES 
distributors ex- 
Write full 
confidential. 
Brook- 





REPRESENTATIVES WANTED. Manufac- 
turer, now selling direct, desires in many terri- 
tories commission represent: itives who sell direct. 
Ours is a complete line of Plumbing Cast and 
Tubular Brass Goods and Brass Accessories, com- 
petitively priced. To be sold through rated 
Plumbing and Heating Contractors, large Hard- 
ware Stores, Lumber Yards, Farm and Home 
Stores. Portion of traveling car expense allowed. 
State actual territory covered actively and all 
details. Confidential. Address: Box B-22, care 
of Harpware AGE, Chestnut & 56th Sts., Phi!a- 
delphia 39, Pa. 





COMMISSION SALES REPRESENTA 
TIVES WANTED for State of Wisconsin, also 
New York State exclusive of New York City. 
Prefer men having established clientele. Toul 
manufacturer of long standing. Send complete 
details. Address: Box B-25, care of TlaRDWARE 
AcE, Chestnut & 56th Sts., Philadelphia 39, » Pa. 








EXCELLE NT LINE for sales representatives 





calling on the retail trade in hardware, depart- 
ment, variety and chain stcres. Good commission. 
Write: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, St. Paul 6, Minn. 
REPRESENTATIVE PRESENTLY CALT.- 
ING ON hardware, lumber and garden sunply 
dealers to carry line of Chain Saws and Tiller. 
Straight commissions. Most territories open 
Write resume and territory to Address: Box 
B-27, care of Harnpware Ace, Chestnut & 56th 





St., Philadelphia 39, Pa. 
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Representatives Wanted : 


Accounts Wanted 





Accounts Wanted 











Paint Brush Salesman 


Promifteut puibl uitieh ManuiactuUrer has open 
territories fur successful sales producer. Pre- 
fer man now calling on paint, hardware, lum- 
ber dealers. Protected territories. HKstablished 
business. Will also consider sideline man or 
manufacturers’ agent. 


Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








CALIFORNIA 


Experienced sales organization with 
warehouse facilities will handle your 
sales promotion to hardware, house- 
wares, rack jobbers and chains. 


Address Box A-33, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national disirivutors with 
established actively operating branch offices in New 
York Philadelphia, Detroit, Cu.eveland and Louis- 
ville. We carry the account or you can bill «irect. 
Inquiries invited. WRIiE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 














LOOKING FOR A PROFITABLE PAINT- 
BRUSH LINE? We are well known national 
manufacturers of high quality, competitively 
priced paint brushes of every description; pure 
bristle and nylon. Several lucrative territories 
are now available. Very high commission, pro- 


tected territories, all shipments prepaid. State 
full particulars in first letter. All replies con- 
hdential. Address: Box 1128, care of HARDWARE 


AcE, Chestnut & 56th Sts., Philadelphia 39, Pa. 





OPPORTUNITIES IN AFRICA 








Trade, investment and industrial development con 
tacts offered by former South African resident now 
active world-trader. Experienced overseas commerce; 
leaving March for African Continent tour. Manufac- 
turers, shippers, export-import firms seeking repre- 
sentation for market development, trade leads, sales 
and promotion write: 


Address Box B-I!, care .f HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





THE FOLLOWING IS JUST A FEW 
we manufacture: ‘lubular passage, bath and 
chamber sets, ext. closet bars, glass and brass 
door knobs, letter drops and a line of hand 
trucks. Many more attractive items. We need 
sales representatives on commission basis with 
a following among jobbers, large dealers, and 
lumber yards, for New Jersey, Connecticut, Penn- 
sylvania, Ohie and Michigan. Sultan Hardware 
Corp., 1470 39th St., Brooklyn 18, N. Y 


items 








MANUFACTURER OF OUTDOOR LIGHT- 
ING FIXTURES and garden supply items wants 
commissien men who can sell the hardware, elec- 


trical, or garden supply trades. Many choice ter 
ritories available. Address: Box B-19, care ot 
HARDWARE AGE, Chestnut & 56th Sts., Phila- 


delphia 39, Pa. 





MANUFACTURER OF A HIGH QUALITY 
AND COMPETITIVE line of Cabinet Hard. 
ware wishes representation in the following areas: 
Pennsylvania, Illinois, Oklahoma and Nebraska 
Qur line is sold direct to retail lumber dealers, 
contract hardwares, and kitchen cabinet manufac- 
turers. Please menticn lines now handling and 





all particulars in first letter. Address: Box 
B-10, care of HArpware Acr, Chestnut & 56th 
St., Philadelphia 39, Pa. 

SALES REPRESENTATIVES, COMMITS. 


SION BASIS, to handle attractively priced and 
quality line of residential locksets for well estah 
lished manufacturer selling to lumber, building 
material and hardware trade. Address: Box A-2+4. 
care of Harpware AGE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





ee 


EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of Harpware Ace, Chestnut & 56th Sts., Phils- 
delphia 39, Pa. 


MANUFACTURERS REP RESENTATIVES 
WANTED to sell levels on a commission basis 
for a well established manufacturer of the Mid- 
west. Many desirable territories open. We sug- 
gest salesmen, with well established territories, 
selling tools, etc., to hardware wholesalers or 
jobbers, consider adding our line of levels. Ad- 
dress: Box B-30, care of Harpware AGE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








MANUFACTURERS’ REPRESENTATIVES 


WANTED. Manvwfacturers’ Representatives now 
calling on Hardware distributors and jobhers 
wanted to handle line of polyethylene flexible 
pipe. Reply giving territory covered, number of 
held men working. number of wholesale ac- 
counts being s“!ld. Most territories open. Reple: 
CONSOLIDATED PIPE COMPANY OF 


AMERICA, 1066 Home Avenue, Akron, Ohio. 





Accornts Wanted 


EXPORTERS TITOROUGHLY 
FORFIGN MARKETS 
ing Manufacturers. 
Address: Box RB-26, 
Chestnut & 56th Sts., 





COVERING 
interested in Represent- 
We pay and chip ourselves 
care of Harnoware AGE, 
Philadelphia 39, Pa. 





LINE WANTED 


First Class Southern Sales Organization trav- 
eling five men, wants additional jobbing line. 

















| 

| Aggressive and well financed with warehouse 

| | and office facilities in Central Plorida. Line 

should have Summer Sales Appeal, real merit. 
he priced right. Write, Wire, Phone 


| A. W. Thacker Co., Clermont, Florida 








JUST ONE LINE 


We need one good line with some estab- 
lished business. “BUILD WITH US’— 
Covering East Pennsylvania. Delaware, and 
South Jersey. 


Address Box 8-29, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 














RELIABLE MANUFACTURERS’ REPRE- 
SENTATIVE selling hardware wholesalers and 
other wholesale outlets wants one established 
line for Michigan, Ohio, Indiana and I[llinois—or 


any three of these states. Excellent _working 
knowledge of hardware wholesalers in area. 
Perfect location to cover territory. Have ex- 


perience and time to give your 
representatien. Address: 
ware Ace, Chestnut & 
39. Pa. 


line profitable 
Box B-13, care of Harp. 
56th Sts., Philadelphia 








Consistent, Conscientious, Concentrated 


coverage of metropolitan 

New York and New Jersey 
BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 


| (We get results) 

















WASHER ACCOUNT. Metropolitan New 
York hardware representatives with large follow- 
ing in mill supply, hardware wholesalers and 
industrial accounts and with warehousing facil: 
ties are seeking a steel washer line. Blanket 
coverage of entire metropolitan New York area 
by three men and immediate deliveries from our 
warehouse at usual representative commissior 
Address: Box B-23, care of Harnware AGr, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS REPRFSENTATIVE 
COVERING WASHINGTON, Oregon, Idaho 
and British Columbia, 12 years’ ernerience in 
this area. Calling on Hardware jiobhers, house- 
ware jobbers. chains, denartment stores, hotel 
eupply., etc. Seeking one or two ton erade ogee 
Rest of references. Adress: Rex 1121, care of 
Frarrware Ace, Chestnut & 56th Sts., Philadel- 
nbia 39, Pa. 





AGGRFSSTVE YOUNG MANTIPACTTUR.- 
FRS AGFNT covering Alabama ard WMissis- 
sipni calling on the hardware and hiwildine ma- 
terinl trode desires one additional line. World 
exnand to surrounding states. Gond ‘following, 
having ecevered territory for post ten vears. 
Add-ese: Row B-14. care of Harwarer Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 
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ADDITIONAL LINES WANTED FOR DIS- 
TRIBUTION TO JOBBERS, CHAINS, DEPT. 
STORES, RETAIL HARDWARE AND LUM- 
BER, ETC., OUTLETS THROUGHOUT NEW 
JERSEY, PENNSYLVANIA, DELAWARE 
AND MARYLAND. A high type etiective sales 
organization now currently calling on trade in 
the above states is interested in launching and 
pioneering new products and established lines with 
volume sales possibilities. Our salesmen are not 
“order takers’’ but professional salesmen who will 
detail, introduce, merchandise, promote and SEI.L 
ycur product to the retail trade. Our services also 
include professional advertising, promotion and 
merchandising assistance, along with a successful 
sales record. Complete warehouse and billing fa- 
cilities available. Address: Birkbeck Brothers, 
inc., 70 North York Road, Willow Grove, Penna. 








LINES WANTED for wholesale hardware and 
building supply, mill supply and marine supply 
trade in Florida. Full range of lines wanted in- 
cluding power tools, abrasives, builders hard- 
ware, rope, wood and metal working specialties. 
etc. 10 years’ experience, age 34, two cllege 
degrees. Will render reliable and efficient cover- 
age. Address: Box B-20, care of Ilarnpware AGF, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





NEW YORK CITY SALES REPRESEN 
TATIVES established among Chain Syndicates 


and Whrelesale Distributors can give full time 
to a Good Line. References. Address: Box B-15. 
eare of Harpware Ace, Chestnut & 56th Sts., 


| Philadelphia 39, Pa. 








Help Wanted 











AUTOMOTIVE 
HARDWARE SALESMEN 


Nationally known automotive hard- 
ware company expanding sales 
force, offers opportunity for experi- 
enced hardware salesmen capable 
of earning $7,500-$10,000 per year. 
Write giving educational and sales 
background to Mr. L. O. Braden, 
Fullwell Motor Products Co., 4005 
Clark Avenue, Cleveland 9, Ohio. 














MANAGERS AND ASSISTANT MA NA- 
GERS for large retail hardware in the San 

Vernando Vallev—20 miles from [Los Angeles. 
Experienced intelligent people ages 30-40 wanted 
to manage hardware, paint, housewares, electrical 
and plumbing departments. Fxcellent opportunity 
te grow with an organization that is growing with 
the West. live in the fab«lons San Fernando 
Valley with its vear around Summer. Write full 
details to Box 830, care of Harnware Ace, Chest- 
nut & 56th Sts., Philade!phia 39, Pa. 








GENERAL OFFICE MAN WANTED. Must 
have hardware experience. Only capable per- 
son need apply. Brooklvn Wholesale 'ardware 
Concern. Good cpportunity. Address: Box A-46, 
core of Harpware AcE, Chestnut & 56th Sts.. 
Philadelphia 39, Pa. 





U.K. TMPORTFR OF TFIGHLY comnetitive 
Porcelain on Steel Kitchen Sinks with and with- 
cut Draining Board requires man with knowl. 
e'ge of volume buvers to act as Conseritant. Ad 
dress: Rex R-24, care of Harrware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 
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AN SO 


New 
Bath Scal 


* New Design 


* New Mechanism 


* New Value 


Has oversize dial, 


you can see 
and be sure 


Write for Bulletin No. 


HANSON SCALE COMPANY 


(Est..1888) 
Northbrook, Illinois 






28,000,000 home-owning families, 
plus the endless number of fac- 
tories, hotels, motels, schools and 
institutions, etc.—these are your 
prospective Toilaflex customers. 


We're pre-selling Toilaflex to oll 
of them. And every ad we run 
directs these customers to their 
hardware stores for Toilaflex. 


Make these easy, larger-volume 
sales. Order from your jobber 
this week. 


ma) F 8 > ¢ 
Toilet QW Plunger 


The Plunger They 
Ask for By Name 


900 









By the makers of 
Water Master tank balls. 








Classified 
Section 









Business Opportunities 








BE YOUR OWN BOSS _ 
HERE IS AN OPPORTUNITY TO GO INTO 
BUSINESS FOR YOURSELF! ‘ ) 
EXCLUSIVE FRANCHISED TERRITORIES. 
Territories open for 75 mile trading area 
of Cincinnati, Columbus, Toledo, Detroit, 
Indianapolis, Pittsburgh and Erie. Ap- 
proximate Investment, Walk-in Truck and 
$3,000.00. No experience necessary. We 


train you. 
For details, write 


SHARON BOLT & SCREW CO., INC. 


Endicott? St., Norwood, Mass. 














HARDWARE STORE: Volume Ver 
$145,000.00. 3800 square feet of inside selling 
space plus large garden shop and storage room. 
Located in fast growing suburban Washington, 
D. C., area. Sales increasing each year In 
ventory value over $30,000.00, fixtures present 
value $5,500.00 total price $50,000.00, $28,500.00 
cash to handle principals only. Owner has othe: 


Ly D4 ‘ 


interest. Address: Box A-37, care of HARDWARE 
AcrE, Chestnut & 56th Sts., Philadelphia 39, Pa. 

FREE! Your name embossed in beautiful 
raised letters on 100 different key blanks. Per- 
manent advertising for you at no cost. Write for 
latest bulletin. HAZELTON CHAIN CO., §1 
Kemble St., Roxbury 19, Mass. 

WE ARE INTERESTED IN CLOSE-OUTS 


and specially priced merchandise of good quality» 

no seconds from close-out dealers or principals 
Large outlet possible. Write for details. Box 
564, Houma, La. 


FOR SALE: Small Hardware Store in Smit! 
ton, Westmoreland County, Penna. Owner wishes 
to retire. Will finance purchase. Does Cash 
business only. One owner past 30 years. Lauyg'h- 


rey & Sons, Real Estate, Scottdale, Penna 





Positions Wanted 





EXPERIENCED HARDWARE MANUFAC 
TURER’S REPRESENTATIVE will give good 
coverage in Eastern Pennsylvania, Southern New 


Jersey, Maryland and Delaware. Complete hard 
ware and cordage lines. Age 44 with 12 years’ ‘ 
road experience. Distributor accounts preferred 

Address: Box B-31, care of HARDWARE AGE, 

Chestnut & 56th Sts., Philadelphia 39, Pa. 

Se Ee . es ¥ ' 


HARDWARE MAN WITH SEVENTEEN 
YEARS’ EXPERIENCE, desires position in pur 
chasing department of southern wholesale hard- 
ware company. Have eight years’ experience as 
purchasing agent of general wholesale hardware 
Have experience in stock control and warehous- 


ing of both retail and wholesale hardware. Refer- 
ences upon request. Address: Box A-39, care ot 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


STORE OR DEPARTMENT MANAGER. 
age 54, formerly Division Manager, large Retail 
Chain Store, experienced hardware, building ma- 
terials, plumbing and heating; trained in Modern 
Merchandising and Sales Promotion methods, 






















Inventory Control, Store Arrangement. Will re 
locate. Address: Box B-16, care of HARDWARE 


| Ace. Chestnut & 56th Sts., Philadelphia 39, Pa 








HARDWARE AGE, FEBRUARY 15, 1958 














The / Modern We) Line 
is easier to 


PUSH for PROFIT 


The Modern Line practically sells itself. The many exclu- 
sive, top-quality features are easily seen and appreciated 
by your customers. Such features as precision design, 
rugged, all-steel construction, big capacities and 
color-styled automobile finish. 

















In addition to this the Modern Line is now advertised 
to over 3 million consumers in leading household and 
gardening magazines. 


Get the complete story today on the Modern Line... 
the line that’s easier to push for profit. 


«tT 


so . &> 4 “4 
} ‘) P +) a 


THE MODERN LINE IS THE TOP QUALITY LINE 
- 5389 W. 130th St. 
‘ealeoloe(-Joe miele) m. mel f- meter 


Cleveland 11, Ohio 














LOW COST ATTACHMENT 
CONVERTS HOME FAUCETS 
INTO DRINKING FOUNTAINS 


HAWS 





SPRAYERS 


“Since 1888” 


CHOICE for Quality the World 
Over for 70 Years 

SMITH 

BLIZZARD Sprayer 









\\ 


$595 Retail 








World’s most beautiful spray- 
er. Solid copper tank. Pt. Qt E 
Nothing else like ‘t 


HERE’S A GREAT NEW ITEM to intrigue every 
homeowner—the HAWS Fountainette— a com- 














SMITH | bination smooth-flow tip and drinking foun- 
JIM DANDY | tain. Flip the lever, and up spurts a handy 
Cart Sprayer | drinking bubbler stream. Flip it again, and it 
“King of all sprayers.”’ | acts as a smooth-flow tip. Screws easily onto 
Easy to wheel and operate. | 
Large rubber tire wheels, 12 | most standard aerator home faucets.* An at- 
ft. oil proof hose. 5 #al. | tractive display carton catches the shopper's 
tank. Pressure gauge. Ad- : 
justable nozzle. | eye —a short message sells the Fountainette. 
cieeeiiniin | And, best of all, it’s made by HAWS. . . recog- 
} eet ~~ | nized leader in drinking facilities since 1909. 
PRICES ALLOW ATTRACTIVE MARK-UP * by American Standard, Chicago, Crane, 











D. B. SMITH & CO Price-Pfister, Repcal, etc. Flip the lever... and drink! 
° ° ° Send 


426 Main St., Utica 2, N.Y. for 
“Originators of Sprayers” 
Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 










Write for 
illustrated 
information sheets. 












Catalog 


DRINKING FAUCET COMPANY 
1439 FOURTH STREET * BERKELEY 10, CALIFORNIA 
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the most 


successfully promoted 


products 





spbutomatically 

Chops THost 
Foods tn 
Seconda / 


oY wy 





in the world.... 


MOULI 


KITCHEN 
HELPERS 





speutomatic 
ROTATING 
FOOD CHOPPER 


Just a few taps of the knob and 
solid foods are chopped, finely 
or coarse, as desired ... no 
effort! no mess! absolutely safe! 
Patented Swiss design develop- 
ment (Pat. No. 2,782,826) . Cut- 
ting blades rotate automatically 
after each stroke and clean 
themselves automatically as the 
hater knob is released. One 


alf-turn securely locks housing 
- will not separate during use. 


MOULI cailiaidiadad Corporation 
91 Broadway — Jersey City 6, N. J. 
Phone: HEnderson 5-7267 











NEW 
SPRAYER 
PROFITS 
For All 
Dealers 





This Ad 
Now 
Run “LL ing 
in 
HOUSE 
BEAUTIFUL 


POPULAR 
GARDENING 


FLOWER 
GROWER 


Write for 


FREE 
1958 Catalog 









| 

| TROJAN 
‘POWER SPRAYER 
model 2020 






OAKES MFG. CO. 
Box 81/5 


Subsidiary of Food Machinery and 





Lo 


T'S WONDERFUL 


we 






een 280 


the power sprayer every home 
owner has been waiting for... 


@ Easy to Operate and Maintain 
@ Safe to Use @ 10 gal. capacity 


Here’s garden beauty pro- 
tection unsurpassed. Handles 
all liquid spray solutions for 
insect control, spraying 
shrubs, trees, garden crops, 
lawn fertilizing and root 
feeding. 

See your BEAN-OAKES 
dealer for all your spraying 
and dusting equipment. 


WRITE TODAY—for FREE 
garden sprayer b 


TIPTON, IND. 





Chemical Corporation 
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SALES OFFICES 


Come on in! There is another 
big year ahead for South Bend 
Croquet. The new line of 
twelve self-displaying models 
packs a knock-out punch! 
Smart styling... rugged, rock- 
maple construction...grooved 
and knurled balls, plus South 
Bend’s exclusive automatic 
arch, are features that ring up 
fast, easy sales—register good 
profits for you! 


WRITE 
FOR FREE 
CATALOG 
TODAY! 


East — 8th Floor, 1107 Broadway, New York. 


Midwest — South Bend, Indiana. 


South — 633-3rd National Bank Building, Nashville 3, Tenn. 
Denver & Pacific N.W.— 2840 West 93rd St., Seattle 7, Wash. 


Calif. & S.W.— 2330 W. 3rd St., 
Canada— Toronto, Ontario. 


Los Angeles 57, Calif. 


Sold by the most successful stores everywhere for 84 years! 








SOUTH BEND TOY 
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TWO GARDEN ITEMS THAT SELL! | 


with the new 


the mobile utility rack with 
ee | : automatic lid control handle. 
ae ee al as pre ee. Hard Hitting Sales Aids | 
HOSE STAKE WATER BUBBLER @ Point of Purchase | Adjusts 
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WRITE FOR CURRENT PRICE LISTS AND SALES FOLDERS manvractuae cetecurors ene 

GARDEN PRODUCTS DIVISION CAMPEAU OPEN... 
c 
The Turfgrass Farm—4961 £. 22nd—Tucson. Ariz tne WRITE 

9 . : warns, mIcHe CAMPEAU TOOL & DIE CO.WAYNE, a 
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inside of OUt, rowel it On- , 
= spray OF ms. 9 colors. AS and SOIL CONDITIONERS 
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ee. your COW MANURE © SHEEP MANURE © PEAT MOSS © HYPER HUMUS 





pe Son a a ROSE FOOD © BONE MEAL © VERMICULITE © AZALEA FOOD © LIME 


A. H. HOFFMAN INC., LANDISVILLE, PA. 





DOMES > SILENCE [asad 


REGULAR— ome T)()VMES° SILENCE 


7 sizes for every need 
FURNITURE LEVELER— scot 
INSULATED 


Adjustable Combina- FURNITURE GLIDES 
tion Leveler and Glider RUBBER-CUSHIONED! 


for Uneven and Un- 
GLIDE 


steady Furniture. 
SIZES—I"" base, 4 on SOFTLY, SILENTLY, 
tm card; I'4"', 2 on card; SMOOTHLY, OVER 
om '/2", 2 on card. Drive ALL FLOORING. 

aut into universal socket SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE. 


or 5/16" hole. 
Ask your jobber or write—[f¢):13- 38 a 1/58 3:9 Metemm | (ommrL ways Se me le 
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One set of 4 in a 
3-color box. 1!2 bores 
in a 3-coler display carton. 


SIZES: 1%", I'%e", A", 4", 8", A", BH". 
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*All Red Devil Glass Cutters are now in the 
new packaging except the No. 7 which are 
packed 12 to a box and the carbide wheel 


cutters which are sold in individual plastic 
tubes with metal caps. 


024 —The most popular Glass 
Cutter ever manufactured. Used 
by millions for general purpose 
glass cutting. 


023 — Identical with 024 except 
has ball handle. 5" long. Easy 
finger-reach handle. Super-honed, 
long lasting wheel. 


06 — Designed for cutting glass 
along template or paper patterns. 
Small 5/32’ wheel makes tool 
maneuverable for precise cutting. 


08 — Equipped with a special 
wheel developed for cutting 
extra-hard glass such as vitrolite, 
carrara, etc. 












Road Devils, 


New Glass Cutter Fackaging* 


MEANS BIGGER SALES— 
HIGHER PROFITS— 
LESS WORK FOR YOU 


PACKAGING & DISPLAY 


All Red Devil Glass Cutters are now 
packaged in this unique new white, 
blue and red box which can be easily 
made into a beautiful, sales stimulat- 
ing display. Designed for counter, win- 
dow or shelf display. 


REVOLUTIONARY NEW 
INDIVIDUAL PACKAGING 


An idea completely new in Glass Cutter merchandising. Each Red 
Devil Glass Cutter is individually packaged in a cardboard box—specially 
designed to hold and display the cutter and to protect the wheel. The com- 
plete unit is sealed in a colorful moisture- weather- and dirt-proof trans- 
parent outer wrapper which displays and sells and protects the unit. Cutters 
can be identified through window or from catalog number stamped on end 
of package. 

Here’s how this packaging benefits you: 


@ INCREASED SALES—Prestige of packaging gives Red Devil Cutters extra 
sales appeal—colorful display and packaging multiply impulse sales. 

@ NO DAMAGED CUTTERS—No blunt or dull wheels—no rust—no chipping 
or nicking. 

@ EASIER “BINNING’’—Protective display wrap is perfect for selling Glass 
Cutters from a bin—protects cutters from rough handling, moisture and dirt. 
@ REDUCED PILFERAGE—Bright, large package and “crinkly” cellophane 
discourage “palming.” 


A Red Devil COMBINATION that can’t be rivaled, Red Devil Glass Cutters—the 
world’s best—with super-honed, Chapmanized, bearing mounted wheels and easy-to- 
hold shape. And the newest in scientific sales-making packaging that protects the 
Glass Cutter and its wheel from damage, dirt and rust, and which both displays and 
sells the cutters. Red Devil’s new “Fight Unfair Competition” pricing policy gives 
you an extra 8% profit—40% or more on this line—to better fight price cutters with 
aggressive promotion at the local level. 


Products of 


Red Devil Tools. UNION, N. J., U.S. A. 








sales big? 


























CHICOPEE 
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SCREENING 


$100-%150 UNIT SALES AY SQ Rat 


are yours when the Do-lIt-Yourselfer 
screens his own porch, patio or breezeway! 


Big sales ... big market! Thousands are building screen porches. 
Additional thousands need porches for added living space and cool, outdoor 
summer comfort. 


Your chance for many sales. Big sales. Your chance to sell up to $150.00 
worth of screening, framing and related items at once! Ask your wholesaler 
how you can participate in the Chicopee-Reynolds patio promotion. 

Get your free point of purchase patio display and free porch-patio plans 

for your customers! 


CHI COPEE Fiterstas Screening 


The do-it-yourself screening that’s best for porches and patios because 
it’s the easiest to work with, dent-proof and longer-lasting. 


CHICOPEE MILLS, Inc., Lumite Division, 47 Worth Street, New York, N. Y. *T.M.0.C.F. Corp. — 





